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Columbia 


Dry Batteries 


—they last longer 


EVEREADY 


FLASHLIGHTS 
& BATTERIES 


Are your dealers stocked up to cash in on this 
avalanche of “National Carbon Line” advertising? 


—The Saturday Evening Post, in color 
—National Farm Papers 
—Special Class Papers 


—Technical Magazines 


Columbia 
Dry Batteries 


It’s a fact that Columbias are 
superior to any substitute that 
has ever been tried for bells, 
buzzers,and gas engine ignition. 
We're telling the public all 
about it, and sending customers 
to your dealers to buy Colum- 
bias. Keep their stock up. 


— Newspapers 


Eveready Flashlights 
and Batteries 


Never before have we carried 
on such an educational cam- 
paign on specific uses of flash- 
lights; the economy of Eveready; 
their absolute safety; the fact 
that Eveready Batteries fit and 
improve all makes of flashlights. 
This means profit for you. 


Tie Up to This Advertising in Your Sales Talks 


NATIONAL CARBON COMPANY, 


INC. 


Long Island City, N. Y. 


Atlanta Chicago 


Cleveland 


Kansas City San Francisco 
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No. 5 
With the Editor 


WO conventions of electrical job- 
"Tiers are being held this month at 

Hot Springs, Va. The fourteenth 
annual meeting of the Electrical Sup- 
ply Jobbers Association convenes May 
24, lasting to May 26, and this will be 
followed by the annual convention of 
the Westinghouse Agent-Jobbers Asso- 
ciation, May 29 to June 2. Another 
gathering of considerable importance is 
that of the National Electric Light As- 
sociation, which meets in annual 
vention at Atlantic City, N. J., 
15 to 19. 

With many important problems 
confronting the electrical industry, 
these three meetings hold forth great 
promise for the accomplishment of im- 
portant tasks, especially looking toward 
a unification of efforts in bettering busi- 
ness conditions. 

Staff representatives of THe Jopper’s 
SaLesMAN will be in attendance at these 
conventions, enabling us to present in 
our June issue, a comprehensive sum- 
mary of what takes place. 

. . * 


con- 
May 


so 


The public clamor for radio supplies 
and equipment continues unabated. In 
spite of herculean efforts on the part 
of existing manufacturers and the great 
influx of new manufacturers, there 
but little indication of an improvement 
in conditions of supply and demand. 

Radio supplies should be distributed 
through the electrical jobber, but if this 
is to come about the jobber must equip 
himself to render the service necessary. 
As an aid in this movement THe Jos- 
BER’S SALESMAN inaugurates in this is- 
sue a Radio Department, which is to be 
a regular monthly feature hereafter. 

No attempt will be made in this rew 
department to discuss the technical fea- 
tures of radio communication. Rather, 
an effort will be made to consider only 
the merchandising side of the business, 
as the chaotic conditions of distribution 
of today indicate the greatest need is 
toward standardized and efficient meth- 
ods of marketing. 
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The New 





Bulldog Safety Switch 


Is Now Ready 


For six years we have been developing an en- 
closed safety type switch that would have the 
strength and dependability that have been unob- 
tainable heretofore. 


Bulldog Safety Switches have been given the most 
gruelling tests under actual industrial conditions 
and today they are ready for the market. We hon- 
estly believe the Bulldog to be the safest and 
strongest switch available today. 


Distributor Contracts 


Will Be Made With a 
Few High-Grade Jobbers 


It will be our policy to sell through distributors and the num- 
ber of such distributors must be limited in each territory. 
Several of the highest grade jobbers in the country have al- 
ready taken Bulldog franchises. 


The Bulldog Switch will be introduced to buyers by our own 
field men who will work in cooperation with our distributors, 
They will be backed by strong, forceful advertising. Prices 
will be comparative. 


In the years to come a Bulldog Enclosed Switch contract will 
be as profitable as a Dodge car franchise. 


Write Today 
for Catalogue 


Bu 


MUTUAL ELEC 


DETROIT 
858 FORT ST., WEST 





& "MACHINE Co. 
ICH. U.S.A. 





Bulldog 


Features 


Rugged construction. 
Quick make and break. 
Interlocking. 


Abundance of wiring 
space. 


Accessibility for repair- 
ing or testing 


Type A switch parts. 

Removable and _inter- 
changeable end plates. 

Drawn Steel boxes. 

Positive operation under 
all conditions. 

Backed by an organiza- 
tion with ample manu- 
facturing and financial 


capacity and with 
twenty years experi- 
ence in making 


switches. 
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A Message tc Jobbers’ Salesmen 








How the Manufacturer Cultivates Friendship 


HE manufacturer who advertises 
in THE JOBBER’s SALESMAN seeks, 
among other things, to cultivate a 
spirit of friendship in the trade for his 
products as well as 
his house. 


knows that his every statement must 
pass before the eyes of men in the man- 
ufacturing and selling fields. He knows 
that the merits of his products and 
his business meth- 
ods must substanti- 





He realizes there 
is no wealth as valu- 
able as a host of 
friends, and no pov- 
erty comparable to 
a lack of them. 

In the cities and 
towns reached by 
this paper there are 
many readers who 
are seldom visited 
by representatives 
of this manufactur- 
er, for it would be 








ate his every print- 
ed - assertion. 

Could one ask 
for a better guar- 
antee of integrity 
than that this man 
seeks the friendship 
of the trade? 

Could one ask for 
a surer promise of 
value than that this 








man is spending 
good American 


money, knowing 








well-nigh im- 
possible for them to 
make the large number of personal calls 
that would be necessary. Instead, he 
visits these readers regularly through 
his advertisements. He tells of his 
products, their features, uses and ap- 
plications. He also tells of the stand- 
ards and ideals back of his business. 
These advertisements are his monthly 
printed handshakes. 

Through his advertisements the 
manufacturer takes his position in the 
limelight of publicity, and frankly tells 
his story and acclaims his products. He 


that if he cheapens 
the quality pur- 
chases will not be repeated, and his ad- 
vertising expenditure will have brought 
him no permanent increase in business / 

Could one endorse a cleaner and more 
desirable standard of business than that 
of the manufacturer coming into the 
open and calling to the world that his 
products are made as good as possible?’ 

The manufacturer who seeks friend- 
ship through his advertisement in THE 
JOBBER’s SALESMAN can be trusted. He 
wants permanent friendship and will 
continue to aim high in order to merit it. 
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CORRECT 


COMPANY The Liberty Gauge 


PRODUCT The Liberty Hot Plate 


is made in a modern 





and Instrument Com- 








pany is correctly financed, has a well estab- 
lished plant, is accustomed to precision work, 
enjoys the advantages of a research depart- 
ment, has ample capacity and equipment, and 
is accustomed to the transaction of business 
on correct principles. 


The C d th duct 
METHOD € Company an e product are 


both well founded. The product gives 
good service and the Company has fixed policies that pro- 
tect both jobbers and dealers. The outlook for Liberty 
Hot Plates is enlarging every week and all who are inter- 
ested in its promotion are earning handsome profits. The 
selling plan is right—the product is right—the price is right 
and the advertising helps are right. Liberty Hot Plates 
should pass the million mark before December. For your 
proportion of this volume, get in touch at once with 





THE LIBERTY GAUGE AND INSTRUMENT CO. 


Electrical Division 


6543 Carnegie Ave., Cleveland, Ohio 


Sold only through legitimate Jobbers. 
Full descriptive circulars and plans free. 


If you are in a territory where Liberty Hot Plates 
are needed and not now being sold, here is your 
chance for a permanent and profitable connection. 


factory, has been welcomed by the jobbers and 
dealers, is technically and commercially cor- 
rect, and has passed its first hundred thou- 
sand in sales. 

















Eleven Points of Superiority 


1. Beautifully nickeled, it is the best made, best 
looking, best wearing hot plate on the market at the 
price 

2. Long heating element gives large radiating sur- 
face. Easily renewable. 

3. Strong, beautiful single-piece, full nickeled grille. 
4. Three extra strong coaster legs cannot injure deli- 
eate surfaces. 

5. Joints tight, clean and_ sanitary. No sharp 
corners, 

6. Thick asbestos pad retains heat and reflects it 
upward 

7. Nickeled bottom plate increases strength and pro- 
tects surface underneath. 

8. Six feet of heavy black double extension cord. 

9. ——— two-piece plug fits any lamp or base 
socket. 

10. Cord is secured to bottom plate with pressed lava 
insulator. 

11. Name “Liberty Hot Plate’’ stamped on under 
side is your guaranty. Look for it. 
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[Teamwork in the Industry 


Business-Building Efforts of Central Stations, Electragists, Manufacturers and 
Jobbers to Promote Progress in Electrical Field 


ITHIN the past few months there has 

been pronounced activity in formulat- 

ing programs and methods for increas- 
ing the business of the electrical industry. Pri- 
marily, we presume, these efforts have been 
for self-preservation, coming, as they do, after a 
period of liquidation and depression. Condi- 
tions, not within the electrical industry itself, 
but in the industrial world in general, sounded 
a note of warning to electrical interests that has 
resulted in stimulating the different branches 
to greater efforts. ‘These, as might have been 
expected, have taken the form of campaigns for 
more business. 

The National Electric Light Association, 
representing the central-station interests and 
working in conjunction with representatives of 
the manufacturers, jobbers and electragists. 
is formulating a plan to be presented at its 
convention .the latter part of this month that 
has for its object the promotion of a broader 
use of electrical devices and service. 

Jobbers throughout the country have taken 
up the “Sell *>Em Something More” campaign 
inaugurated by THE JOBBER’s SALESMAN to as- 
sist dealers in increasing the volume of retail 
sales. 

* * * 


ee IS true that the motive behind these cam- 
paigns is to increase the amount of business 
done by the industry, 


and that the results will 





be measured in terms of turnover. But in a 
larger sense, such efforts bring returns that are 
infinitely greater to the industry as a whole and 
to the public that it serves. Put any two or all 
of the branches of the industry to work on a 
constructive program and there is bound to be 
bred a community of interests that brings about 
a better understanding of and better relation- 
ship between these branches. 

With an industry growing as fast as ours. 
and assuming the ramifications that it does, it 
is no small wonder that there are conflicts and 
cross-purposes. But a common aim proves the 
differences to be of no great consequence and 
brings solidarity between all the elements. 

* * * 

S Milan R. Bump, president of the Na- 

tional Electric Light Association, says in 
the article following, no industry holds out so 
many onnortunities for progress as does the 
electrical industry, and every one connected 
with it should be proud to participate in its 
development. And Farquson Johnson, secre- 
tary of the National Association of Electrical 
Contractors and Dealers, says it is teamwork 
that will produce better business and help solve 
the merchandisine and distributing problems of 
the industry. 

In working out the plans for these campaigns 
and in carrying out the purpose of them, team- 
work will be necessary between jobbers and 
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manufacturers, jobbers and dealers, jobbers and 
central stations. We believe that the jobbers 
and their salesmen stand ready to do their share 
of the work and that they will be very impor- 
tant factors in obtaining the results desired by 
these movements. ‘Teamwork with the other 
branches of the industry will emphasize the 
strategic position of the jobbers to foster trade, 


and will quicken their efforts to improve the re- 
lations in the electrical fraternity. 

No matter what the ultimate results are, there 
is the assurance that these campaigns will de- 
velop teamwork, and teamwork it is that is 
necessary to take advantage of the wonderful 
opportunities lying before the very door of the 
electrical industry. 


Teamwork Needed for Future Progress 


All Branches of the Industry Must Contribute to Promote the Introduction and General 
Use of Electrical Devices and Service 


By MILAN R. BUMP 


President, National Electric Light Association 


T HAS always seemed to me that those of us who are 
I engaged in the electrical industry-—no matter what 
branch we may be in—have failed many times to 
realize its wonderful opportunities, and in our daily 
work and lives we have 
overlooked many chances 
to assist the electrical 
industry. 
Any man who will give 
a little thought to the 
possibilities of the elec- 
trical business as a whole 
must be inspired with the 
feeling that no industry 
holds out so much in the 
way of future progress in 
direction as does 


electrical 


every 
the industry. 
This being the case and 
with this fact in mind, h» 
must sell himself the fun- 
damental idea that he is 
proud to be connected 
with such an _ industry 
and proud to serve as 
one of those who are 
helping to develop it. 
Not only every sales- 
but everyone 
nected with the industry 
has a duty to perform 
in carrying forward the 
message of the possibli- 
ties in the electrical field. 
This applies to his direct 
interest in the business 
and to his daily life as 


well, for the men of the industry reflect its progress in 


man con- 


all of their activities. 

One of the primary objects behind the movement now 
being sponsored by the National Electric Light Asso- 
ciation, and which is being enthusiastically supported by 
the manufacturers, jobbers, contractor-dealers and all of 
the allied branches of the industry, is to sell the funda- 





Milan R. 





mental idea of pride in the industry to every man and 
woman connected with it. 

When we consider that the lives of most of us span 
the period of commercial progress in the electrical field, 
that we have grown in 
that short time to be one 
of the great national in- 
dustries, and when we 
can absolutely demon- 
strate that the realiza- 
tions of today represent 
only a small part of the 
possibilities of the next 
few years, surely every 
one of us should feel 
pride in helping to carry 


the industry forward. 
Our own selfish interests 
and ambitions’ should 


command this pride in 
the progress of things 
electrical. 

The forthcoming con- 
vention of the National 
Electric Light Associa- 
tion will be a meeting of 
all the allied interests 
connected with the elec- 
trical industry, and will 
give an opportunity to 
start anew a_ national 
movement for its devel- 
opment. This movement 
is based upon the idea 
that no branch of the in- 
dustry can succeed unless 
all of the other branches 
likewise achieve success in the same measure. 

It is believed that the electrical industry should take 
the lead in striving for bigger and better business. The 
purpose is not only to insure a return to normal business 
but to a scale of business better than usual, and the idea 
seems to be taking hold all over the country. The asso- 
ciation has already received the promises of many of our 


Bump 
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most important executives to lend their support in every 
way possible, and these promises have been received from 
every quarter. 

I believe that we can get every interest identified with 
any branch of the electrical industry to work in harmony 
on one specific general plan to promote the introduction 


and general use of electricity in all of its branches. We 
are certain that the central-station companies can secure 
more money today and have a better assured outlook 
for securing new money than ever before in their his- 
tory, and we believe that by a united effort we can place 
the commercial development activities of the central sta- 
tions on a plane a great deal higher than was ever thought 
possible. 

For the last five years the central-station companies 
have not been able to continue their new-business de- 
partments, and many of the companies found it necessary 
to disband or partially disband their sales departments. 
But the time has come when commercial activities should 
be organized on a broader scale than ever before. 

The success of this movement for bigger and better 
business will depend not only upon the enthusiastic sup- 
port of the electric light and power companies but also 
upon that of the manufacturers, jobbers and contractor- 


Better Teamwork 


dealers. By convention time we believe that we will be 
able to report the adoption of the movement by every 
branch of the industry. We then propose to use the con- 
vention as a vehicle for securing nation-wide publicity 
for the movement and to make the commercial program 
the most active part of the convention. 

If all of the branches of the industry participate in 
the movement it will promote the success of every one 
of them. This will mean individual success as well as 
company or corporation success. And it will mean suc- 
cess in the fullest sense of the world. 

One of the great problems always before us is to 
develop more men to carry the responsibility as leaders 
in all branches of the industry. There is more room 
in the electrical field for new leaders than in any other. 
This means that there are more opportunities for those 
who are now serving in the ranks to build great futures 
for themselves. 

I have no hesitancy in saying that it is the earnest 
desire of all of the prominent men in the electrical field 
to see as many of the workers in the industry rise to 
great success as have the ambition to do so, and to feel 
that every worker in the industry has this desire for 
success. 


for More Business 


Electragists, Jobbers and Manufacturers Need to Work Hand in Hand to Carry Out Mer- 
chandising Part of Better-Business Program 


By FARQUSON JOHNSON 


Secretary, National Association of Electrical Contractors and Dealers 





might be open to the suspicion of 
self-interest. 
of order. 


a conclusion. 





Problems of the Electragist 


ECOMMENDATIONS. sueh as these from one actively en- 
gaged in the electrical contracting business, or from a dealer. 


In this instance, however, such criticism would be out 
Mr. Johnson is not a practicing electragist. 
look is national, and therefore broad. 
his ability to see and weigh both sides of a question before coming to 


What Mr. Johnson says was written for THE JOBBER’s SALESMAN 
in an effort to give jobbers and their representatives a better under- 
standmg of the electragists’ problems so they can work hand in hand 
in the marketing of electrical products. 


being colored by personal bias or 


His out- 
His experience argues well for 











HERE are a great many opportunities for better 
teamwork by electrical jobbers and electragists, 
but there is a glaring inconsistency in the attitude 

of some jobbers and their salesmen that I think I should 
mention before other matters. It has to do with saying 
about this or that contractor that he has cut his teeth on 
a pair of pliers, and therefore is no merchandiser; and 
then, in the next breath, asking that same contractor to 
take on a stock of electrical appliances and supplies and 
sell it successfully—at a profit. That sounds like declar- 





ing that a man cannot swim and then appointing him to 
the post of life guard at a bathing beach. 

If some electragist is capable of making a success as 
an electrical merchant, without much or any sales co-op- 
eration from the jobber, he certainly has ability, regard- 
less of what he may have used as a teething device. On 


the other hand, if this electragist is actually the novice 
in merchandising that the jobber declares him to be, he 
merits help in moving the merchandise he is depended 
So it seems to me that the jobber will 


upon to sell. 
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benefit greatly by being consistent in his handling of such 
cases. For while there undoubtedly are electragists who 
have much to learn, being young in experience, it is true 
And this is 


true in the retailing field just as it is in the jobbing field. 


also that every man must make a beginning. 


Of course, this practice of belittling the contractor one 
minute and asking him to do a selling job the next is not 
at all general. On the contrary, I know that the great 
majority of those in the jobbing field go to great lengths 
to co-operate with the electragists that handle their goods. 
These jobbers work on 


end of securing business from the dealer—and there you 
are. T'he dealer is loaded up with goods that the public 
has not been made ready to buy. 

Whether it would be better to first spend effort making 
a market for one’s goods, or to defer possible profits and 
devote effort and money to establishing distribution for a 
product that has not been properly introduced to the 
that is the question the manufacturer, most 
of all, and the jobber, in lesser degree, must answer. The 
question for the electragist to decide is whether or not 





ultimate user 


he acts wisely in becom- 





the 
principle 


thoroughly sound 
that merchan- 
dise is not actually sold 
until it has been received 
and is giving satisfaction 
to the The 
tragists, therefore, are re- 


user. elec- 





garded as a_ detached 
branch of their own or- 
ganizations; and they do 
zood teamwork in hasten- 
ng the sale and delivery 
of electrical appliances 
and supplies to the con- 
sumer and servicing these 
goods. Nevertheless, this 
point has a foundation in 
fact, and I hope it will 
be considered — seriously 
by those I had in mind 
when making the obser- 
vation. 

Just in that connection 
there is another point 
that should be noted, for 
the 


my opinion, will work to 


observance of it, in 


benefit business all along 
the Mr. and Mrs. 


Public, as I see them, are 





line. 
a very vital part of the Farquson 
co-operative movement 


in the electrical industry that we hear so much about. 
They should be definitely 


looking to the distribution and sale of merchandise. 


included in all considerations 
The 
set-up, as it appears to me, is this: at one extreme, the 
manufacturer; at the other, the public. The jobber and 
the electragist, assuming them to be the distributors, are 
the connecting links. 

Superticially, that perhaps may appear so obvious as 
not to require mention, but analyze the conditions a bit. 
The introduction of a new electrical device generally, if not 
always, entails a considerable amount of preliminary sell- 
ing work to acquaint the public with the merits and uses 


But 


unless proper provisions are made, it certainly is not the 


of the particular device that is being introduced. 


dealer’s province to carry his functions beyond the line 
of legitimate dealer activity. 

The public’s part in the general scheme is to do the 
But 


frequently the manufacturer becomes so interested in se- 


buying—when sold on the advisability of doing so. 
curing jobber co-operation that the need for selling the 
idea to-the public is passed over with a lick and a prom- 
ise; the jobber, in turn, devotes his efforts chiefly to the 





Johnson 


ing a party to the latter 
way of doing business. 
That condition does not 
prevail with all merchan- 
dise the electragist han- 
dles, but the point is that 
it should not occur at all. 
Certainly it will cease for 
good just as soon as all 
electragists have learned 
to consider the public’s 
attitude the most import- 
ant in weighing the sales 
possibilities of the mer- 
chandise they stock. 

It reminds me 
manufacturer of 
who was trying to sell a 
new model to the buyer 
of a large furniture store. 
The stove had some dis- 
tinctively new features, 
was first class in 
respect, and the 
and terms were entirely 
satisfactory. The manu- 
facturer also displayed a 
window card, a_ booklet 
and an envelope stuffer, 
all of which were decid- 
edly good. 


of a 
stoves 





every 
price 


“The stove is a crack- 
erjack,” said the buyer, “the price is agreeable, the ad- 
vertising pieces are very good—but we cannot take the 
proposition on.” 

“Why?” asked the manufacturer. 

“Because,” answered the buyer, “you have not com- 
pleted your job. We are willing to put our money into 
the proposition and push it for all it’s worth, but you 
must aid us by supplying a plan®for our guidance in sell- 
ing it. We handle so many specialties that we have not 
the time, assuming even that we possess the ability, to sit 
down and work out the best means of interesting the pub- 
lic. Come back here with a one-two-three plan of oper- 
ation that is within our ability to follow, and we will go 
in on it. Otherwise, no.” 

The same idea holds true, in a partial way, in the mer- 
chandising of electrical products. Furniture houses fre- 
quently are in a position to do a large amount of local 
advertising, while the electragist usually has to be con- 
tent with small space. As a matter of fact, it is necessary 
to advertise to the public in a big way, something the 
average electragist cannot afford. The manufacturer and 


(Continued on page 58) 
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Selling a Campaign. 


“Sell "Em Something More” Drive Brings Results, but Further Efforts 
Necessary to Spread the Idea Among Dealers 


find that the results of the “Sell "Em Something 
More” campaign have been far-reaching. Hundreds 
of dealers have been made to realize and cash in on the 


I YOU were in a position to sum it all up, you would 


opportunities for additional sales, which is the main 


object of the movement. 


station companies practically gave flatirons away in order 
to get them on their lines. 

The evolution of the electrical dealers has necessarily 
been a slow and tedious process, to say the least, and 
during all these years preachments, admonishments and 


injunctions have been hurled 





Added to this, the campaign 
has given the jobbers a method 
of boosting retail sales and of 
demonstrating in an effective 
way their value as links in the 
chain of distribution of elec- 
trical products. 

A great deal of credit is due 
to the jobbers’ salesmen who 
have been showing dealers how 
to make additional sales, and 
to the jobbers and manufac- 
turers who have been backing 
up the campaign not only with 
their moral support but with 
the use of slogan stickers and 
logotypes in their advertising 
matter directed to dealers. 

So far, so good; but it is 
only a_ starter. Only four 
months ago the slogan and the 
back of this 
retail 
nounced — in 


gether in 


purpose of the 


idea drive for industrv. 
sales 


THE 


more was an- 
JOBBER’S 
SALESMAN. And four months 


is a very short time to thor- 





And Now the Dealer 
Meetings 


IG results would be secured 
in the “Sell Em Something 
More” drive for increased retail 
sales if the jobbers in the distrib- 
uting centers would work to- 


meetings, at which the idea and 


be told to them. 

Not only would the dealers be 
benefited but the jobbers them- 
selves would become more inter- 
ested in stimulating retail sales, 
and in this way help the whole 


Who'll be the first to start 
these dealer meetings? 


at him in the effort to get him 
to do his job better—‘mer- 
chandise more 
they call it. 
window 


intensively,” 
The principles of 
display, advertising, 
merchandising and a hundred 
and one other details of store 
have been 


management ex- 


pounded to him in every con 


ceivable form and at every 
opportunity. But little was 
conducting dealer said about actually making 
sales. He was left to his own 


devices when dealing with 


‘ampaign could annie 
customers. 

Naturally, the dealer, who, 
as a general rule, was a wir- 
ing contractor and more con 
cerned with that part of his 
business, could not regard him 
self very seriously as an elec- 
trical merchant, especially 
when he had to face the com 
petition of department stores, 


drug stores, hardware stores, 








oughly sell anything, let alone 
a campaign that has assumed nation-wide proportions. 
So this should be a talk—not one of those 
“inspiring” affairs that sound so hollow to salesman, but 
a real “truth and facts” talk that will give a better under- 
standing of the possibilities of the campaign and create 
the desire to accomplish more in increasing the volume of 
retail sales. In fact, it should be a talk to further sell 
the purpose of the campaign itself. 


* * * * 


sales 


In the first place, “Sell "Em Something More” came 
at an opportune time—the psychological time, so to speak. 
When we ended up 1921 everybody agreed that 1922 
would be one in which 


“sell” meant “‘sell,’ and nothing 


else. Order-taking had had its inning, and was a thing 
of the past. Methods had to be devised to increase the 
number and amount of sales, particularly those to con- 
sumers. 

This brought to the front the ever-present necessity 
of encouraging and teaching dealers to use better selling 
methods, the kind that would draw a response from the 
Fortunately, the electrical industry has made a 


great deal of progress in merchandising since the days 


public. 


when appliances were not very well known and central- 





etc., that had long experience 
in selling. During the past 
three or four years, however, conditions helped popularize 
the use of electrical household devices, and the demand 
for labor-saving appliance enabled the electrical dealer 
to establish himself. 

Things went along very nicely until he ran smack up 
against the business depression last year. Then he found 
out that stocks did not move so easily, and he would 
have to do a real job of selling if he expected to stay in 
business. Many dealers assumed a down-in-the-mouthi 
attitude, drawing the conclusion that there was little 
demand for electrical devices, and people didn't have 
the money to pay for them anyway. 

* * * * 


Realizing these conditions, and believing that the 
dealer was overlooking many opportunities for sales, 


especially in merchandising related electrical devices, 
Tue Jossper’s SALESMAN coined the slogan, “Sell ‘Em 
Something More,” with the idea that if this simple mes- 
sage could be carried to the dealers it would give them 
incentive and be a means of increasing their sales. 

The idea of “Sell ’Em Something More” is simple, but 
it is tangible. It is something that the dealer can under- 
stand, something that he can put his thumb on, something 
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that he can work with, and something that brings definite 
results. 

“Sell “Em Something More” merely presupposes the 
fact that every customer that enters a dealer’s store is a 
live prospect for a number of electrical devices, and that 
it is only necessary to find out his electrical wants in 
order to sell him. By inquiry, by suggestion and by 
demonstration these wants can be ascertained. 

That is all there is to it—no generalities, no additional 
sales expense, no complicated tie-ins—simply a direct 
method of actually making more sales. The dealer is 
asked to recognize the fact that the public is not fully 
acquainted with the uses and 
of the 


applications many 


opportunities for sales. This is especially true in the 
smaller communities where the dealers know nearly all of 
their customers personally. They have an idea that Mrs. 
Jones or Mrs. Brown could not use an electric cleaner or 
a washing machine because—well, because it is Mrs. Jones 
or Mrs. Brown. Of course, that is far from the truth, if 
the dealer would only look at it that way. 

Another point is that the majority of dealers resent any 
suggestions as to how they should run their stores. This 
is only human nature, and has to be overcome in much the 
same way that objections to buying are overcome. If 
the jobber’s salesman is well acquainted with the dealer 

and the latter has a great 





labor-saving and comfort- 
giving electrical devices now 
on the market, and that it is 
a service to the public to VERY 
explain the operation and 
demonstrate the convenience 
of these devices. 
* * * * 

with cam- 
paigns of this kind indicated 
that the message of “Sell 
‘Em Something More” could 
not be told to the dealer by 
means of letters, circulars 
or any kind of printed mat- 
ter. It is a “by word of 
mouth” proposition, 
and simple. 


Experience 


dustry. 


pure 
For this rea- 
son, jobbers’ salesmen are 
the logical ones to spread 
the idea of “Sell Em Some- 
thing More.” Their per- 
sonal contact with dealers, 
their frequent calls, to- 
gether with their knowledge 
of retailing, qualifies them 
extremely well for this edu- 
cational work. 

In the January and suc- 





Maximum Service 


residence that 

without sufficient outlets pre- 
vents the householder from enjoying 
all the benefits of electric service, and 
is a sore thumb to the electrical in- 


Every house that goes dark be. 
‘rause of the lack of lamps or fuses 
gives inconvenience to the household- 
er, and is a reflection on the selling 
methods and service of the trade. 

Every socket device that is sold 
without a feed-through switch gives 
minimum protection and service, and 
shows that dealers are neglecting op- 
portunities for sales. 

Every user is entitled to maximun: 
electric service, and if dealers are 
taught to do a good job of “Sell Em 
Something More” they will give that 
service as well as increase the sales 
for the whole industry. 


deal of confidence in him, it 
is an easy matter for the 
salesman to tell him how he 
can make additional sales 
by selling related devices, 
such as fuses and dimmers 
with lamps, feed-through 
switches with socket devices, 
and so on. And he will 
have no difficulty in secur- 
° ing permission to go behind 
that dealer’s counter and 
showing that it can be done 
and how. 

But if the dealer is one of 
those wary fellows it is a 
different proposition, and 
the salesman will have to 
use all his tact and diplom- 
acy to keep from antagoniz- 
ing him while telling him 
how to increase his business. 
Strange as it may seem, this 
is how it works out in a 
great many cases—the sales- 
man has to sell the idea to 
the dealer, an idea that is 
really for the dealer’s own 
good. 

But there is a way around 


is wired 








ceeding issues of THe Jos- 
BER'’S SALESMAN they were 
asked to tell their dealer customers about the campaign, 
and to demonstrate how the “more” sales could be made, 
even if it was necessary for them to go back of the counter 
to do it. And a great deal of good work was and is still 
being done by jobbers’ salesmen, as is evidenced by scores 
of reports from:all sections of the country. Nearly a 
hundred executives of prominent jobbing ‘houses have 
voiced their approval of the campaign, and are encour- 
aging their salesmen in the work. 

But even with the activities of the jobbers’ salesmen 
among their dealer customers, it is only a small percentage 
of what can be accomplished with a campaign of this 
kind. The message of “Sell "Em Something More” has 
to be continually hammered home to get results, and this 
is true in spite of the fact that the object of the campaign 
is to increase the dealer’s turnover and profit as well as 
the number of his sales. 

There are few dealers who do not have the notion that 
they have their local markets sized up pretty well, and it 
is rather hard to convince them that they are neglecting 


this difficulty—let us call it 
apathy on the part of the 
If you can’t get them to see the light individ- 
ually, then get ‘em collectively—that is, bunch ’em up 
together in a meeting, tell ’em the story of “Sell “Em 
Something More,” and they’ll go back to their stores with 
the idea that if they don’t try something of this kind to 
increase their sales all the rest of their competitors will, 
and so they had better get started themselves. 

Working in this fashion, the jobber’s salesman can 
accomplish a great deal in putting this campaign across 
and getting the message to stick. Or a jobber might 
invite a number of dealers to his place of business, pro- 
vide a little entertainment, and hold a “Sell "Em Some- 
thing More” meeting. Better still, the jobbers in a dis- 
tributing center or locality could work together on the 
campaign, holding dealer meetings in different towns in 
their territory, and thus spreading the idea and purpose 
of “Sell "Em Something More” to all the progressive deal- 
ers in each town. 

The latter method is undoubtedly the best, because it 

(Continued on page 66) 


dealers. 
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What and Why Is a Jobber? 


Recommending and Supplying the Needs of His Customers One of the 
Principal Services Rendered by the Real Jobber 





ments. 





Selling Jobber Functions to the Trade 


HIS is the second of a series of articles that will be published 

in THE JOBBER’S SALESMAN dealing with the functions and serv- 

ice of the electrical jobber. The purpose of them is to give job- 
bers’ representatives a clearer understanding of the principles, ad- 
vantages and practical operation of the various services performed by 
the jobbers in distributing electrical products. 

As pointed out in the previous article, the value of this service is 
liable to be underestimated when price alone influences the placing of 
orders, and then it is necessary for the salesmen to have facts at hand 
so they can explain and sell the value of this service to the trade. And 
it has to be sold just as anything else is sold—not by strong-arm 
methods, but by attitude, by actions and by inference. 
knowledge of the purchasing and warehousing facilities, financial, 
trade information and other services rendered by the jobbers’ the sales- 
men will be able to gain a better appreciation of them from the trade. 

This article explains how the Jobber, as purchasing counsel for his 
customers, helps them in recommending and supplying their require- 
Subsequent articles will deal with the engineering, warehous- 
ing, financing and other services that are furnished by the jobber. 


With a full 








TEN-THOUSAND-DOLLAR race-horse is prac- 
A tically valueless to a fire department. Electric 

fans are useless to Esquimaux. Diamonds do not 
dazzle the blind. No matter how good a piece of elec- 
trical apparatus may be, if it does not exactly fit the 
buyer’s needs, it is either a piece of extravagance or a 
piece of junk. 

This is the foundation fact which underlies the pres- 
ent status of the electrical jobbing industry. A jobber 
can't sell merely a motor or a coil of wire or a washing 
machine. He must, in self-protection and to develop and 
upbuild his business, sell exactly the motor, exactly the 
size and quality of wire, exactly the sort of washing 
machine, which will best serve the interests of his cus- 
tomer. Maybe that customer knows what he ought to 
have; maybe he doesn’t. Maybe he just thinks he knows 
what he ought to have, and maybe he wants something 
that he oughtn’t to have. It’s all the same to the jobber. 
He must find out exactly what is needed and then supply 
the need. 

This requires more than salesmanship upon the part 
of the jobber and his representatives. It. requires that 
the jobber shall become, actually, the purchasing coun- 
sel of the people he serves. 

Few men who purchase electrical goods realize this 
fundamental truth. A great majority has the feeling, 
away in the back of their heads, that the jobber tries to 





sell whatever pays him the best immediate profit—that 
he tries to sell whatever he has in stock. That feeling, 
obviously, is a hangover from the old days when caveat 
emptor was good ethics as well as good law, and when 
jobbers were dealers in job-lots. At present, the job- 
bing business, especially the electrical jobbing business, 
is founded upon and can only live by service. And the 
first rule of jobbing service is, ‘Sell the customer what 
he ought to have.” If an item is not best for the cus- 
tomer, the conscientious electrical jobber will not know- 
ingly sell it. 

Trusting the jobber comes hard to some of his cus- 
tomers. It is perfectly natural for them to feel that 
they know their business and are competent to decide 
what is best to buy. Whether they are right in this feel 
ing depends altogether upon circumstances. Generally 
speaking, they are wrong. 

For the jobber—if he is a sure-enough, honest-to-good- 
ness, all-wool-and-a-yard-wide sort of jobber—has per 
sonnel, experience and resources for knowing the mar- 


_ ket which quite transcend that of the individual power 


plant man or contractor-dealer. 

He has, either in his organization or upon call, special- 
ists in every department of electrical operations and 
trade. He has illuminating engineers, power experts, men 
schooled and skilled in systems of control, in communica- 
tion, in electrical heating, in ventilation, and in all the 
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intricate applications to which electrical equipment is 
applied. 

He has specialty salespeople and demonstrators to as- 
sist the retail trade, display men to aid them in plan- 
ning and effectively trimming their windows and stores, 
advertising men to help them in the routine of selling 
by the printed word. But above all, he has contact with 
the market, with new developments, with 
dencies, and he knows the practical results of experience 
gained in the previous solutions of exactly the problem 


price ten- 


they are studying to solve. 

Is anything more natural than that such an organiza- 
tion of experts and specialists should be able to guide 
their purchases? 

“But,” someone may object, “the jobber, after all, is 
in business to make money. Maybe I can trim the price 
Maybe I can get better terms. Maybe this 


by shopping. 
he may be holding 


jobber isn’t giving me the best he has 
out on me.” 

That attitude is what makes difficult the jobber’s effort 
to give real service. For consider: The jober who serves 
as purchasing counsel, who conscientiously tries to un- 
derstand and solve his customers’ requirements, who 
maintains experts to help them save money and make 
money on the goods they buy from him, obviously can- 
not always meet the price-cutter. His prices are ‘“‘the 
market”; they canot be below the market. 


The advantage gained by trading with him 


He charges 
what is fair. 
is not a price advantage, but a service advantage. A 
service advantage costs more than the price-cutter’s dif- 


ferential, and is worth more than it costs. 





Is any business run like a cheese-paring contest? It 
is not. Service is given in addition to the goods sold, and 
must be paid for, the simple reason being that all useful 
service has a definite market value. And the point that 
should be emphasized is that the market value of a job- 
ber’s purchasing counsel is worth a whole lot more than 
it costs. As a matter of fact, it costs next to nothing. 

But its value may be enormous. 

If you are an electrical retailer, your jobber may ad- 
vise you to handle a certain washing machine, instead 
of the you handle. He knows that the man 
from whom you now buy is going out of business, or 
that the machine he urges you to take will soon be so 
widely advertised that you can sell twice as many. The 
margin of profit on the old machine may be better, but 
what good is a wide margin on machines you don't sell? 

If you are a manufacturer, your jobber may advise 
vou to install an electric glue pot in place of the gas- 
heated ¢ontraption now in service. He knows that the 
fire insurance people allow quite a differential on policies 
A recent 


one now 


where electricity instead of gas is so used. 
case of this sort made a difference of $1,500 in the pre- 
mium of one jobber’s customer. And the glue pot cost 
only $40. 

Advice like this does not come from the sort of job- 
ber who solicits business with a paring knife. And it 
does not reach the sort of buyers who use a pile driver 
on the price. It comes from well-equipped jobbers to 
fair-minded customers—people who do business together 
on the basis of service and mutual confidence. 

That is the way business should be done—isn't it? 


ye Bes . 
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Sales Force of the Fullerton Electric Co. At the Extreme 
Left is Fred Fullerton, President. 








The Lighting Fixture Department, Represented Above, Is the 
Pride of the Fullerton Electric Co. 


Organization in Jobbing 


Fullerton Electric Co. of New York Uses Scientific Methods to Give Prompt 
Satisfaction to Customers in Different Lines 


By THOMAS F. CHANTLER 


66 OMPARISONS,” so goes the saying, “are 
odious.”” At times, however, they are unavoid- 


able. 
in point is in 
“scientific.” 


For instance, here and now. The case 
that Fullerton’s 


For anyone that is so minded can construe 


stating methods are 
that to mean that methods differing contrariwise from Ful- 


lerton’s therefore are ‘“‘unscientific.’’ Logic supports that 
reasoning, but logic was ever a poor courtier. 

Luckily, there is a way out of the dilemma. Those who 
are classified unfavorably simply have to say that it is 
Fullerton’s methods which are the 


And then everybody will be happy. 


“unscientific” ones. 

Getting back to the Fullerton organization, it obviously 
is not the purpose to assert that theirs is the one and only 
correct way to conduct an electrical jobbing business. 
There is more than one road leading to “Rome.” But it 
can be said, rightly enough, that theirs is a highly prac- 
ticable and efficient way, and merits success with a capital 
S. As stated in Electric Sparks, the attractive house 
organ that it issues monthly: “The Fullerton Electric 
Co. is made up of the merged interests of F. W. L. Fuller- 
ton, Inc., and Domestic Electrical Supply Co., Inc. It 
‘really consists of four separate businesses combined under 
cne roof for the benefit of our customers.” 

The firm maintains a well-equipped warehouse and 
show room in New York City, and a branch establishment 
in Newark, N. J. This story, however, has to do with 
men and methods rather than buildings and the manner 
of interior arrangement. But it can be said in passing 
that the impression made upon the visitor to the establish- 
ment on 17th street, in New York City, is that of a highly 


specialized retail store, although no retailing is done; a 
fixture designing department, the door of which stands 
invitingly open; an appliance display section; a fixture 
room; a telephone switchboard manned (‘“‘graced” would 
be better) by a capable operator minus the proverbial 
“gum’’; groups of desk workers separated by low railings ; 
and in the rear, offices, a rest room, and so on. Supplies? 
Surely. But they are kept out of sight in the basement. 
That line, “It really consists of four separate busi 
roof for the benefit of our 
customers,” seemed to hold the key to the situation. 


nesses combined under one 
already had seen enough to assure me that those four 


businesses, though combined, had certainly not been 
scrambled. 
“What is the scheme of organization?” I asked Gulian 
V. Weir, the treasurer and assistant general manager. 
For answer he pointed out two paragraphs appearing 


Ideals.”’ 


“This business is built upon a recognition 


in the house organ under the heading “Our 
They read: 
of the principle that the prompt satisfaction of our cus 
tomers is the object of each order. We try to visualize 
the ultimate use of our goods and to carry out the Golden 
Rule by filling, paéking and shipping as we would have it 
done if we were the purchaser.” 

“A very pretty sentiment,” I said, “and it promises 
much that’s desirable surely. But what have you done by 
way of preparing to live up to that promise?” I had the 
effrontry to blurt out. (This business of interviewing 
does tend to make one a bit “hard boiled’’ about such 
things. ) 


“Well,” he smiled, “let me answer that by an illustra 
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tion. You're a dealer, let us suppose, and you want to. “So far, so good,’ I agreed. “But now, having been 


sell lamps. Franklin G. Burch, the vice-president of this 
company, is the manager of our lamp department and the 
who work under his immediate direction are 
specialists. To sell you lamps, and help you, in turn, to 
make a success of the lamp business—that’s their business. 


salesmen 














Here Are the Girls Who Have Made a Record for Office 
Efficiency for Fullerton Electric Co. 


“Now suppose,” he continued, “that your nearest com- 
petitor is interested in lighting fixtures. That’s another 
distinct department of our business; and our representa- 
tive who calls on that dealer will know fixtures backwards 
and forwards. Moreover, the fixtures that the dealer 
orders will be packed as fixtures should be packed by men 
who understand such work.” 

“Fine!” I said, feeling a bit ashamed over my having 
been so skeptical about that ‘Golden Rule’’ policy. 

“Yes,” he agreed, “but we are not yet through with the 
fixture department. This dealer we have been talking 
about has a customer who wants something special in 
Very well; we have our own fixture designing 
department. And when a sketch has been worked up and 
approved, our own manufacturing department gets busy 
and turns out the finished job.” 

“How about appliances?” I asked. 

“This same policy holds there, too, of course,” he said. 


fixtures. 


“The men in our organization who sell appliances are 
specialists in that work; we consider it necessary. And 
we try as far as possible to-enable the men who sell sup- 
plies to specialize also—by permitting them to concen- 
trate on supplies.” 

“Yes,” I said, “but let us suppose that I am a dealer, 
and it has become known to you folks that I am planning 
to open a lighting fixture department. Now I understand 
that a specialist from your fixture department would be 
one who would call upon me. But suppose further that, 
having arranged about fixtures with that man, I told him 
that I also planned going after appliance business in a 
big way. Would he be the one who would go into the 
matter with me?” 

“Certainly not,” Weir said emphatically. “If you wanted 
only a washer or perhaps a cleaner or two, our fixture man 
would handle the business for you. But with conditions 
as you stated, our fixture man would explain our methods 
to you, and arrange to have the business handled by a 
man specially equipped to give you real help with that 
problem.” 


taken care of as regards appliances and fixtures, suppose 
further that I wanted a lamp contract. What then?” 

“Why the same policy would hold good, of course. A 
man who knew the details of the lamp business would 
ceme around and fit you out properly.” 

~“All right,” I conceded. “But now let’s suppose an- 
other case. Let’s suppose a man phones you and says 
something like this: ‘Hello, Fullerton. This is the 
X-Y-Z Electric Shop. I’m just starting up in this city, 
and am in the market for lamps, fixtures, appliances and 
all kinds of supplies.’ Then what would you do?” 

It was not the intention to burlesque the situation by 
citing such an unlikely instance. But it did seem that 
any possible weakness in the plan would be exposed by 
applying it to such a case. 

“Why, the sensible thing to do in a case like that,” said 
Weir, “would be to bring that man to this office. That 
would be better than calling on him. 

“Just in that connection,” he added, “there is a point 
about our plan that will be interesting. Suppose a case 
Our division of activities holds 
good as applied to our office work, just as much as it does 
in our selling. That order for lamps, appliances, fixtures 
end supplies would be separated accordingly, each lot 
going through its specified channels and onto the proper 
ledger. Those groups of items would not come together 
again, until they appeared on the statement at the end of 
the month.” ; 

Now what Fullerton and other progressive jobbers are 


such as you have cited. 


doing to improve upon their ways of conducting business 
is of first interest only to themselves—their own business, 
that is to say. But it does not follow that the jobbing 
fraternity as a whole escapes all effects of such progres- 
sive activities. That general truth perhaps was what was 
in the mind of the one that first discovered that compar- 
isons are odious. For while the individual is privileged 
to conduct his business as he jolly well pleases, the cus- 
tomer, in turn, continues to insist upon his right to buy 
where and of whom he pleases. And there you are. 

In the Fullerton organization the department heads set 
their own sales quotas. A bonus arrangement, sales meet- 
ings’ and sales instructions and helps are factors in attain- 
ing these quotas. And from all indications the organiza- 
tion is taking its objectives according to plan. 











“Ship” Is the Middle Name of These Boys, Who Represent 
the Fullerton Shipping Department. 
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How to Work With Dealers 


W. R. Herstein, Vice-President and General Manager, Electric Supply Co., 
Tells How Jobbers Can Help in Co-operative Advertising 


T IS said that the men who accomplish the most are, 
as a general rule, extremely modest. 


Probably the 


reason is that they get a broader perspective of 
the things that still remain to be done, and in that way 


learn that the activities 


By FRED T. BANGS 


a story that would interest jobbers in other communities 
that were or intended doing similar work in co-operating 


with their contractor and dealer customers. 


He didn't 


agree .with me at first, partly out of modesty, I guess. 



































“In the first place,” 
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. “1: Your Home, This Seroant Is at Your Servi etgeae an cons of the . . 
in that ability are ab- | To Save Dradgery end to Provide Comfat som I agreed with him 
ing Fixtares j 
, a - ‘hat Mermentse The tact that your home is wired tor electric light places at your com: apetel 7-7-9 
solutely necessary for Memphis Electric Co, | nyniterere tan anime item! EA | for Herstein seems to 
success. But the least ns toe | Ss | draw agreement from 
2 | 0 Mager Ave ——— | 
one can do is to be | a | you. But I wanted to 
. “Old | . 
modest about it. Expert Eecirial make sure, and besides 
a ee siness 
Another characteris- Wiring inthe | there was that story. 
3 ” ut | . - 
tic of these men who tomes, Senses, Bestectes “That’s probably very 
> gicen al! yoda %? * “ 
accomplish a great deal Electric Motors | true,” I said, “but ther: 
“fer tll Purp And Bear in Mind This Putt, It le ALWAYS Best to P * obl 5 ll sais 
seems to be that they Wm. Sur Eker! Buy Electrical Goods | Es Novely are jobbers all over th 
alway: re ti Electragist : Llectragist country that are facing 
always have time for Meee At Electrical Stores one 7 ae - 
additional work, no the same _ conditions 
See Us for Greet Vetuee In , 
matter how busy they Fixtures oe eaten that you had to face, 
- . A ppli ot DS 1 e 
are or appear to be. Wiring —” fis: and I am sure they 
Ths - . shop uitits a3 — ; ai , 
Which is just another “tinttie woits Seems tever || Electric Fixtures wate would like to know 
way of saying: “If you Cnerne as a 7 | what methods you used 
: ’ = ‘  . oe aoe $25 ; ‘ . 
want to get something Lew Tisdale &Co, | | Union Electric Co. Wagner Electric Co. | | Cronin, Baker & Tindall | in working with your 
i | y 
done, goto a busy man | blectragist 2 psc. 2 Blecivegist Blecivefis Hf | dealers. You know, one 
and he will do it.” " | is apt to get pretty 











* * & & kc ~ — close to their own work 





And that’s what I One of the Co-operative Advertisements of the Memphis Electric and think om capcesence 
did. I went to W. R. League, Participated In by the Jobbers. is very simple once they 
Herstein when he have gone through it. 


Perhaps that’s true in this case, and your experience 
might be worth a great deal to some jobber who is just 
trying out some ideas.” 

Perhaps it was the thought that he might be able to 
At any rate, 


seemed so overloaded with work that I was actually 
ashamed to interrupt him. I rather expected that he 
would answer a few questions, and then excuse himself— 
when an excuse wasn’t at all necessary. There was one 
right at his elbow that he knew he could use, but he 
didn’t. Instead of that, he pushed things aside and said: 
“What can I do for you?” Imagine it! 

Well, I had known for a long time that Herstein had 
done some exceptional work among the dealers and con- 
tractors in Memphis, had sort of fathered the lot of them, 
been instrumental in getting them organized and on a 
solid business footing, and had helped in gaining recog- 
nition for them from the people of Memphis. 

So I broached this subject and told him it might make 


help some one that overcame his modesty. 
he agreed to give me a few particulars, with a notable ab- 
sence of any reference to the part that Herstein and 
the Electric Supply Co. played in the work. And here is 
the story: 

“The Memphis Electric League has been in existence 
for a great many years, and has indulged in a wide vari- 
ety of activities. We have all recognized the need of 
some kind of association which will keep competitors in 

(Continued on page 62) 
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Achievement Gives 
Happiness to Americans 


What America Means 


By DR. FRANK CRANE 


HE real difference between America and 
Europe can very easily be expressed in 
two simple words. America means 
Achievement, while Europe means Amusement. 

The American’s idea 
of life is that when he was 
born there was a job born 
alongside of him. His 
destiny is to do that job. 
His happiness will be 
found in the doing of it. 

The European’s con- 
ception of life is that he 
was born to have a good 
time. Whatever work he 
does is merely to enable 
him to have a good time 
after he gets through. 

Consequently, the 
American likes work, and 
the American nation is an 
enormous workship. 

To the European, work 
is a disagreeable necess- 
itv. Those who work all 
the time are the boobs 
whose parents did not 
leave them enough money 
to live on without work. 

This point of view has been inbred into the 
Old World for thousands of years. All of the 
nobilities, the monarchies and the so-called up- 
per classes of Europe have for their very foun- 
dation stone the superiority of idleness. ‘That 
family is the noblest which has to go farthest 
back up the stream of pedigree to find an ances- 
tor who earned his salt. This explains the con- 
tempt which the upper crust people feel toward 
those who are “in trade.” 

The American idea is absolutely opposite to 
this. The average American has a hearty con- 
tempt for any human being, whether he is worth 
plus a million dollars or minus fifty cents, who 
has nothing to do. He is equally disgusted 
with the dude and the flapper at the top of so- 
ciety and with the hobo at the bottom. 

These two attitudes are illustrated even in 
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our vices. It is probably the truest and most 
profound explanation of the necessity of pro- 
hibition in the United States. For Americans 
do not know how to drink. The trouble is that 
they drink to get drunk. 
Re booze as re everything 
else, the American wants 
achievement. 

When the American 
tourist: lands in Europe 
and finds his way to a 
drinking place, he throws 
down one highball after 
another till he succeeds in 
getting “all lit up.”” Then 
he feels as if he had done 
something. What does a 
man drink for unless it is 
to get stewed? 

The Frenchman goes 
at the matter in a differ- 
ent way. He will sit at 
a cafe table on the side- 
walk and sip low per cent 
alcohol, cordials or wines 
all afternoon. What he 
enjoys is the process of 
drinking. 

The consequence is that 
the drinking place on the Continent is rather 
decent, and the minute you cross the Channel 


« 
c 


and get into England, the saloon, or “pub” as 
they call it, you find to be a filthy hole. 
Psychologically speaking, however, and 


eliminating the question of poisoning oneself, 
the American’s idea of life is the sounder. Be- 
cause happiness in its most wholesome and per- 
manent form is the result of the normal forth- 


- putting of one’s energies. It is not to be found 


Vv 


in the direction of self-indulgence. 

Happiness is simply the by-product of work. 
The surest hapiness comes to the man who has 
found the work that suits him and keeps at it, 
and the best assurance of a long life is to keep 
on working while not neglecting those elements 
of recreation and culture that make work a finer 
thing. 


Dr. Frank Crane. 
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Pictorial Review of Electrical Developments 


If you were a little 
reckless this spring 
and bought a Stet- 
son chapeau you 
will be interested 
to know that it 
started in the ma- 
chines pictured 
above. It is part 
of the fur cutting 
department of the 
John B. Stetson 
Co., where millions 
of skins are cut by 
these electric ma- 
chines. 





No, this isn’t a to- 
mato can. It’s just 
a big sign that they 
had in Baltimore 
during National 
Canned Goods 
Week. Nine flood 
lighting projectors 
inside the square 
billboards did the 
trick and made it 
loom up as the best 
advertising feature 
exhibited during 
the exposition. 


Here are the officers and directors of the wide-awake Electrical Devel- 
opment Association of Wisconsin. Left to right: Paul Burrill, F. A. 
Coffin, R. M. Van Vleet, Phil Polacheck, F. A. Vaughn and H. P. Andrae. 
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Only four years 


old, Junior, the 
son of Oren L. 





Jeffries, | presi- 
dent of the Elec- 
tric Sales Co., 
Columbus, Ohio, 
is showing signs 
of following in 
the paternal 
footsteps. Radio 
bug at four? 
Well, what can 
you expect these 


days? 











Soon they'll fix it so that 
the meter reader won't 
have even half a chance 
to get acquainted with 
the cook. A little box, 
a little window, and it’ll 
be outside for him. At 
the right is said pretty 
miss taking some goody 
out of the electric refrig- 
erator. Gives an idea of 


the conveniences that will 
be used in the electrical 
homes of the future.— 


Photos by Wide World. 




























They are not go- 
ing to scrap the 
battleship shown 
below. It is the 
U. S. S. Mary- 
land, the third 
electrically pro- 
pelled — warship 
in our navy and 
the first to mount 
16-inch guns 

making her the 
most powerful 
vessel afloat. 


Photo by U. & U. 
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The E. S. J. A. 


A Brief History and Outline of the Organization and Aims of the 
Electrical Supply Jobbers Association 


EARLY a quarter of a century ago—the sum- 
N mer of 1897, to be exact—Roger Scudder, Joseph 
Franklin and W. N. Mathews, all prominent 
electrical jobbers of St. Louis at that time, came to Chi- 


cago and had luncheon with W. W. Low, of the Electric 
Appliance Co., and C. E. 


St. Paul, Omaha, and other cities in the Middle West 
were taken into the organization, which provided a means 
of raising the standards of the business and placing it on 
a sound footing. 

In 1909 there was a reorganization, at which time the 
present Electrical 
ply Jobbers Association 


Sup- 





Brown, of the Central 

Electric Co. To that 

luncheon can be traced 

the beginnings of the 

present Electrical Sup- 

ply Jobbers Association. 
* * * 


HE 


In those days few job- 
bing concerns were very 
strong financially, cut- 
throat competition pre- 
vailed everywhere, and 
jobbers looked askance 
at one another whenever 
they chanced to meet. 
But the five mentioned 
above had the temerity 
of purpose and strength 
of conviction to hold a 
conference with the view 
of discussing methods of 


relieving the chaotic con- efficiency. 


Aims of the E. S.J. A. 


Electrical Supply 
Association exists because its efforts 
are directed toward finding the most 

economical and efficient methods of dis- 

tributing electrical products. 
Continuous, orderly growth of the job- 
bing business is necessary, and the associa- 
tion fosters that growth. Experience has 
shown that the fellowship of the men in 
the jobbing field, collective and co-oper- 
ative effort, and the educational advan- 
tages that come with the exchange of 
experiences all help to raise the business 
on a higher plane of standards, ethics and 


was formed with approx- 
imately 100 members, in- 
cluding concerns in the 
western 


eastern and 


J obbers states which had joined 
the organization in the 
meantime. At the pres- 
ent writing the member- 
ship includes 134 firms 
and 66 branch 
covering 
every distributing cente 
in the United States. 
* * * 


houses, 
practically 


The is di- 
vided into three divisions 
—Atlantic, Central 
Pacific. The governing 
body is the 
committee composed of 
18 members, 


association 


and 


executive 


seven of 


litions in tl l ical » one a rhich are f he At- 
Honest, fair competition is favored be- hinnsligaellirepplaaaliae 
supply jobbing _ field. ellie A dimen tele ites. ieell Rintnontin lantic Division, -seven 
While no organization : st re ops initiative, —_— vecause It from the Central Divi- 
was perfected at that is one of the natural laws of the com- Shite tees. Biitin te Pay 

mercial world. cific Division, and two 


meeting another was held 
later in the summer, at- 
tended by Arthur Dee, 
Joseph Franklin, Sam- 
uel W. Glover, Franklin 
Overbagh, W. W. Low, 
W. N. Mathews and 
Roger Scudder, and an 
association was formed 





Interchange of experiences and knowl- 
edge promotes progress and advancement 
not only of the individuals but of the 
whole electrical industry, of which the 
Electrical Supply Jobbers Association is 
a substantial and integral part. 


members at large. The 
annual meeting is usual’, 
held in May at Hot 
Springs, Va., while the 
semi-annual meeting is 
usually held in Novem- 
ber at Cleveland. The 
forthcoming annual meet- 








with these men as char- 
ter members. ‘ 

W. W. Low was elected president, and continued in 
that capacity until 1901. A constitution and by-laws 
were drawn up by Thomas I. Stacey, and ini 1898 these 
were redrafted by Frederic P. Vose, who was commis- 
sioner, or general secretary, from the time of the first 
formal meeting of the organization in the summer of 
1898 until 1901. Franklin Overbagh was elected to 
succeed Mr. Vose, and has continued as general secretary 
since that year, embracing a period of over 20 years 
of service. 

Recognized and well-established jobbers from Cleve- 
land, Cincinnati, Detroit, Chicago, Indianapolis, Louis- 
ville, St. Louis, Milwaukee, Kansas City, Minneapolis, 


ing will be held at Hot 
Springs May 24-26. 

Briefly, this is the history and an outline of the presen 
organization of the association. What it 
plished during the years of its existence would make 
a longer story, one which would tell how the members, 
working through the association, have kept pace with the 
advances in the electrical art and have solved the prob- 
lems incident to the distribution of its products. 

Throughout the development of the electrical industry 
jobber distribution has been the keystone in the arch, 
taking up the thrust of production and demand—resolv- 
ing the efforts of the one into the needs of the other. 
And the Electrical Supply Jobbers’ Association it is that 
has kept the keystone in place. 


has accom- 
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Lighting of Living Rooms 


Essential Facts for Jobbers’ Salesmen to Assist Dealers in Effecting the 
Sale of Lamps and Lighting Equipment 


By W. E. UNDERWOOD 


F ALL the rooms in the home, the living room 
() is the most difficult to light correctly, because 
so many different uses are made of this room. 

If the head of the family wishes to a take a nap 
after supper on the davenport or in the big easy chair, 
mild, subdued light is what he likes. But at the same 
time other members of the family may wish to read 
or sew, for which high intensity illumination is neces- 
sary. 

If, later in the evening, callers come, the room 
needs to be brightly lighted, if gayety is the order, or 
perhaps more mildly lighted if it is wished merely to 
sit and chat. 

In a nutshell, the most important factors in light- 
ing a living room are flexibility of illumination, dec- 
orative effect and avoidance of glare and gloom. 

To get the best results there should certainly be a 
center fixture, preferably with two circuits, and there 
should be plenty of portable lamps. Wall brackets 
and mantle lamps permit of still greater flexibility. 

The Center Fixture 

For good lighting the center fixture should permit 
the use of light sources of considerable brilliance, but 
which avoid glare and distribute the light fairly well 
throughout the whole room. 

If a glass bowl is used, it should be sufficiently 
dense or opalescent to avoid an uncomfortable surface 
brightness, even though it may contain lamps of a 
total wattage up to 200 or 300 watts. Obviously, 
mere clear glass or slightly cut or sand-blasted or 
etched bowls will not do. 

Shower Fixtures 

Shower fixtures should have long, 


dense glass 


shades more cylindrical than bell-shaped. Two cir- 
cuits are advisable. 

The combination of bowl and shower is good when 
it contains the advantages mentioned separately above 
for bowls and showers. 

Other Good Types of Fixtures 

There are several newer types of lighting units on 
the market which are excellent for living rooms, 
although some of them do not permit the use of two 
circuits. To offset this disadvantage, these units do 
employ one lamp of high candlepower and high effi- 
ciency, and therefore have the advantage of affording 
economy in energy consumption. 


Many of these newer units embody both the direct 
and indirect lighting principles with pleasing effect. 
Candelabra Fixtures 
Nobody can deny the artistic value of the candle- 
stick type of center fixture, yet it cannot be recom- 
mended generally for living rooms because it does 
not make provision for sufficient well-spread  illum- 
ination without glare. Where living rooms are 
equipped with candlestick center units, the lamps 

should be provided with suitable shades. 
Wall Brackets and Mantle Fixtures 

Wall brackets and mantle lights should be shaded 
or shielded with dense glass or parchment. They are 
auxiliary lighting sources provided more for decora- 
tion than for utility. 

Portable Lamps 

It is almost impossible, from the standpoint of ade- 
quate and flexible illumination, to have too many port- 
able lamps in the living room, whether piano lamps, 
table lamps, reading lamps, or small vase or candle- 
stick types. Each adds to the versatility of the room 
lighting, and each provides illumination for some sec- 
tion of the room, independent of other sources. 

From the standpoint of decoration, it is possible to 
put too many portable lamps in a living room. This, 
however, seldom happens, because a considerable num- 
ber may be employed with good effect—more by far 
than are at present used in the average home. 

Color in Lighting 

We are just beginning to appreciate color in light- 
ing. Some day we shall know a lot about it, but all 
that can be said now is that warm tones seem to be 
This 
applies to fabric, parchment, glass and possibly to the 
color of the lighting source. Certainly, portable and 
other lighting units should be sold by the retailer 
with consideration for taste and color, and with refer- 
ence to the rooms where they are to be used. 

Lamps to Use 

For two-circuit, bowl-type fixtures, a combination 
of 50 and 75-watt lamps is generally advisable. 
Either 50 or 75-watt white gas-filled lamps should be 
used with shower units. Mantle and side-wall fix- 
tures are best equipped with round 25 or 40-watt all- 
frosted lamps. 


most pleasing in the lighting of living rooms. 





This is the fourth of a series giving condensed sales data on lighting subjects, written 
expressly for jobbers’ salesmen. 
lighting will be considered. 





Before the series is concluded practically every phase of 
Save these pages for your lighting sales portfolio. 
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Westinghouse-Cutter 
Cut-Out Boxes 














Westinghouse-Cutter Cut-Out 
Boxes in stock sizes are machine 
formed, pressed from a single sheet 


of No. 16 U. S. G. Steel and electri- 
cally welded. 


They are of a uniform high grade. 
The covers are hinged on the right 
hand side and, overlapping the boxes 
on all four sides, are dust proof. 




















Knockouts are punched to the 
proper depth so that they are readily 
removed, yet will not drop out in 
handling. Prompt shipment can be 
made from large stocks. 





7 Flush-Mounting Box /// 


Boxes and cabinets for special pur- 
poses — special knockouts, special 
shapes, flush-mounting boxes, special 
fittings—are all hand-formed, but are 
of the same uniformly high quality as 
machine-made boxes, and can be sup- 
plied to meet every requirement. 


All Westinghouse-Cutter Boxes 


are approved, and bear the under- 
writers labels. 















Surface-Mounting Box 





WESTINGHOUSE ELECTRIC & MANUFACTURING COMPANY 


GEORGE CUTTER WORKS — SOUTH BEND, INDIANA 


Westinghouse 
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Show Your Customers the M Iron’s 


Westinghouse Agent-Jobbers 


Gilham Schoen Electric Co. 
The Moore-Handley Hardware Co. 
Superior Supply Co. 


ATLANTA, GA., 
BIRMINGHAM, ALA,, 
— etches W. VA. 


BuFFALo, N. Y. McC arthy Bros. & Ford. 
Burtt! Mi NT., The Montana Electric Co. 
Cuicaco, Itx., Illinois Electric Co 


CINCINNATI, OH10, The Johnson Electric Supply Co. 
CLEVELAND, oe The Erner Electric Co. 

Denver, CoLo., Mine & Smelter Supply Co 
DetTROoIT, Mic H., Commercial Electric Supply Co. 


Ev Paso, Texas, Mine & Smelter Supply Co 
EvANSVILLE, INp., The Varney Electrical Supply Co 
Houston, Texas, Tel-Electric Co. 


Huntincton, W. Va., Banks Supply Co. 
INDIANAPOLIS, IND. 
Jack SONVILLE, FLA., 
Kansas City, Mo., 
Los ANGELEs, CAL. 
LovursvILLe, Ky., 
MEMPHIS, TENN,, 
MILWAUKEE, WIs., 
New Haven, Conn., 
New Or-eans, La., 
New York, N. Y., 
Co 
OKLAHOMA City, Oxta., United Electric Co. 
Omana, Nes., The McGraw Co. 
PHILADE LPHIA, Fa., H. C. Robefts Electric Supply Co. 
PITTSBURGH, Pa., Robbins Electric Co 


Pierce Electric Co. 
"Satterlee Electric Co. 
Illinois Electric Co. 
Tafel Electric Co., Inc. 
Riechman-Crosby Co. 
Julius Andrae & Sons Co. 
Hessel & Hoppen Co. 
Electrical Supply Co. 
Northwestern Electric Equipment 


PORTLAND, OrE., Fobes Supply Co. 

RICHMOND, Va. Tower-Binford Electric & Mfg. Co. 

RocHester, N. Y., Rochester Electrical Supply Co. 

Sart Lake City, Utau, Intermountain Electric Co. 

San Francisco, Car., Electric Rwy. & Mfrs. 
Co. 

Scranton, Pa., Penn Electrical Engineering C« 

SEATTLE, Wasu., Fobes Supply Co. 

Sioux City, Iowa, The McGraw Co. 

SpoKANE, Wasu., The Washington Electric Supply Co. 

St. Jos SEPH, Mo., Columbian Electrical Co. 

Sr. Louts, Mo., Central Telephone & Electric Ce 

St. Pauvt, MINN., St. Paul Electric Co. 

Syracuse, N, vi H. C. Roberts Electric Supply Co. 

Tampa, FLA., Pierce Electric Co. 

Tusa, OKLA., United Electric Co. 

Wicuita, Kansas, United Electric Co. 


The Varney Electrical Supply Co. 


Supply 


Big Points of Leadership 


Feature the M Iron—the Iron that women de- 
signed. 

It is every inch a leader from the tip of its shiny 
beveled point to its handy grip plug. The beveled 
edge, an exclusive feature, permits the user to look 
directly down on the work: the broad ironing sur- 
face enables a greater volume of ironing to be han- 
dled more quickly ; the ironing surface heats quickly 
and evenly; the plug and handle are specially de- 
signed for greatest convenience. 

You'll find that these are the features women are 
looking for in irons. 

Point them out today and you will reap the bene- 
fits in an increasing volume of sales. 

Our Agent Jobber will gladly show you eh M 
iron and explain its advantages. 


WESTINGHOUSE ELECTRIC & MANUFACTURING CO. 


MANSFIELD WORKS, MANSFIELD, OHIO 
Sales Offices in All Principal American Cities 


Westinghouse 
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And Use Actual Store Demonstration 
to Help You Sell Waffle Irons 


If you are not serving your customers waffles made 
the Westinghouse way, you are failing to use one of 
the best of selling helps. 


The Westinghouse Waffle Iron makes deliciously 
crisp waffles. As no grease is used there is no smoke 
and the waffles may be made at the table. 


At a minimum of expense and trouble you can give 
convincing demonstrations of the economy, conveni- 
ence and cleanliness of electric waffle cooking. 


Make waffles in your store and serve them to your 
customers. 


—and don’t forget that one of the easiest ways to get 
women to buy 1s to show them the new cooking possi- 
bilities of the Westinghouse Waffle Irons. 


WESTINGHOUSE ELECTRIC & MANUFACTURING CO. 
MANSFIELD WORKS, MANSFIELD, OHIO 
Sales Offices in All Principal American Cities. 








X61024 


You should have copies of 
older 4490, “Delicious Recipes 
Watfle-ised” to distribute 
mong your women customers. 
It tells how to use the waffle 
tron to make thirty new and 


delicious dishes. Get a supply 


from our Agent-Jobber today. 


Westinghouse 
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Adventures of Hardluck Sam 


One Good Jinx Beats the Tar Out of Two of a Kind 


EAR PHIL:—If they held a nation-wide election 
D tomorrow to find out who is the undisputed 
“World’s Champion Hoodoo,” who do you think 
would win? Right the first time. My majority would 
make Harding’s plurality look like a Monday crowd with 
both teams in last place. 
Trying to change my luck all these years has won me 
another title, “The Most Superstitious Man Alive.” So 
if anyone had told me I would 


“Now,” he says, “Look at the serial number on her.” 

I bent over and read it: “13-13-23.” 

“How kin she run with that number on her?” he whines. 

“Listen, Mr. Axel,” I says soothingly, “that machine 
wouldn’t run true if she was buried in loaded dice. What 
you want to do is sell it.” 

“Sell it?” he yelps, “with that jinx on it?” 
“Got an old nameplate?” 
Nothing doing, so I took the 


“Leave it to me,” I says. 





meet my match both 
well, I give it up, that’s all; 
but I sure found him. I 
wouldn’t believg it at first, and 
you couldn’t blame me. Also, 
[ hated to give up the crown, 
because I’d held it so long. 
Once I thought I had him. I 
caught him standing under a 
painter’s ladder, but I found 
he was trying to get 
beaned with a bucket of red so 


ways— 


only 


he could get a new suit and 


collect his accident insurance. 


Superstitious ? Say, this 
egg never overlooked a_ bet, 


from four-leaf clovers to wite) 
It cost 
him a $10 fine once to pat a 


charms and sorcery. 


deformed lady on the hump. 
He bought an automobile be- 
cause it had a swastika on the 


hub-cap. 





“Hardluck Sam” Stories 
in Book Form 


HOSE who have read the 
“Hardluck Sam” 
published monthly in THE Jos- 
BER’S SALESMAN, as well as those 
who have heard of them without 
the opportunity to read, will be 
interested to know that the first 
twenty-four adventures, cover- 
ing two years’ publication, are 
now available in book form. 
They are on sale by THE Jon- 
BER’S SALESMAN and will be sent 
postpaid anywhere in the United 
States for 50 cents a copy. 


old plate off, ground away the 
number, polished it up, and 
stamped new figures on it. 

“There,” I says, “377-997. 
Now, Mr. Axel, I'll show you 
this is no bluff. You've got to 
shut down anyhow, and I'll 
have that coffee-mill sold and 
shipped from here inside of 24 
hours. I'll order you a good 
second-hand one from the house 
and come back here next week 
to help you hook it up. 
that?” 

Say, he must of had French 
blood in him, for he tried to 
kiss me, but I fought him off. 

I knew where I could sell it 
all right. 


stories, 


How’s 


I wired a yegg near 
our home office, who makes a 
specialty of used power stuff, 
fixes em, paints em, and sends 
‘em on their way. He likes 








Why Phil, he keeps a flock 
of rabbits just to have fresh 
hind feet all the time. He’s the only man ever known to 
jerk the tail of a mean horse so he could have the print of 
a horsehoe on his stomach; he was too cheap to have it 
tattooed. He goes hungry the thirteenth of every month 
for fear of ptomaine poisoning. But what made me hand 
him the belt was when I seen him spit in a brand new 
Stetson when a cross-eyed nigger went by. 

To make it worse, this bird is so dumb he thinks Ulster 
is an overcoat. He’s the kind you see in front of the 
10-cent store, stepping on the free scale with 30 pounds 
of baggage and garden seeds, and then raving about how 
much he’s gained. On top of all the rest, he’s got a hope- 
less case of the hoof-and-mouth disease—walks the floor 
all day and talks to himself like a sentry learning his 
“General Orders.” 

That’s what this Axel person was doing on my first 
visit to his light plant at Carsonville. I followed him 
up and down till my feet gave out. Then I stopped him 
and asked gently: ‘“What’s the matter?” 

“Matter?” he squalled. ‘Look at that generator—I 
mean listen to it.” 

I listened, and she sure percolated like a steam roller 


with a rock in the gears. 


my description, says send her 

along and he'll pay what’s 
Axel would have given it away gladly, so we crated 
the thing up and shipped it. I sent an order to the firm 
to pick up a used machine in good shape, as cheap as pos- 
sible, and to let me know when it was shipped to Axel. 
Then I went ahead on my trip. 


right. 


Ten days later, when I was on my swing back, about 
a hundred miles from Carsonville, I got a note that Axel’s 
generator was on its way. I beat it for his place, and, of 
course, I was ahead of time, so I had to walk the floor 
with him for a day and a half. He could make a fortune 
as a nurse-girl. Finally the station agent phoned that the 
machine was in, and Axel was my sworn customer for life. 
We rode up on the dray as happy as two clams, skidded 
the generator off outside the door, and then Axel got a 
hammer and started to peel off the crate. 

Well, boy, when he got the top off and tore away the 
tar-paper to take a peep, the look that come into his eyes 
would have curdled condensed milk. For once in his 
life he couldn’t talk, but he grabbed my neck with his 
right hand and jammed my nose down to the nameplate, 
while the foam bubbled on his lips. You guessed it, Phil, 
377-997 ! 1!!! Razor, do your stuff! 

SAM. 
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Why Depend on the Moon <:: 


From now on everybody will spend more evenings out of doors. 


a @ 


Everyone, even young couples, will choose the best lighted 
beaches, amusement parks, and walks to enjoy their leisure 
evening hours. They won’t depend on the moon! 


If you are next to yourself now—you won't let them! You will 
get busy NOW to floodlight these places, prominent buildings 
and monuments with 


XRAY Reilectors 


Beaches 


Floodlighting insures safety to bathers and 
makes night bathing a pleasure. 


Amusement Parks 


The lighting of Amusement Parks is made a 
feature with X-Ray Floodlighting Projectors. 
For Color Floodlighting effects X-Ray heat- 
resisting pigment glass lenses are provided. 


Buildings and Monuments 


Floodlighting advertises a building or prod- 
uct in a dignified way by bringing out the 
Architectural beauties more prominently by 
night than by day. Floodlighting also empha- 
sizes the beauty of monuments at night. 


There are hundreds of ways Floodlighting 
can be used—Trap Shooting, Golf and other 
sports. 


Every X-Ray Projector is equipped with a 
powerful X-Ray Reflector. Each type can be 
Jurnished for concentrated, distributing or very 
wide spread of light. 


No. 51 X-Ray Floodlighting Pro- 
jector for 250 Watt Lamp. 


No. 60 X-Ray Floodlighting Pro- 
jector for 500 Watt Lamp. 

No. 91 X-Ray Floodlighting Pro- 

jector for 300-1000 Watt Lamps. 





The Wrigley Building, Chicago, (at night) Flood- 
lighted with Powerful X-Ray Projectors attracts con- 
siderable attention. It can be seen for more than 


Our Engineering Department will help you 


plan your floodlighting jobs. eighteen miles. 
NATIONAL X-RAY REFLECTOR COMPANY | 
NEW YORK CHICAGO LOS ANGELES 
31 W. 46th Street 231 W. Jackson Blvd. 804 Security Building 


Engineers in a!l principal cities 
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OW I LANDED 








Little stories of 
uniustal sales ~as 


told by 


Teo Hot to Work 

T WAS a sweltry August day. All 

afternoon the dog-star Sirius had 
been chasing the sun, and during this 
lieated contest I had been sitting on 
the veranda trying to coax a breeze 
out of the horrid, torrid atmosphere. 

Suddenly I saw two men coming 
down the street, one of them leading 
the other. They stopped in front of 
my veranda and the leader explained 
that his charge was blind and deaf, 
the result of a railroad accident. Sell- 
ing brushes was his means of making 
At this point, the announcer 
pulled the sleeve of the afflicted can- 


a living. 


vasser and the latter began to talk. 
His brushes, he explained, were dur- 
able, dependable and inexpensive. His 
assistant showed them to me one by 
one, and the deaf and blind salesman 
spoke on their merits without seeing 
them, without seeing me, and without 
hearing my comments. 

It was all pre-arranged, this selling 
talk, and seemed more like an illus- 
trated 
matically 


the assistant auto- 
demonstrating 


salesmen talked. 





lecture 
while the 


Finally I made my selection, told 
the assistant, and by signs he made it 
krown to the unfortunate canvasser. 
The assistant passed me my brushes, 
the blind man accepted the bank-note 
I tendered, the assistant tapped him 
twice on the shoulder, which evidently 





meant $2, the denomination of the bill. 
Then the 
change and thanked me. 


blind man gave me the 

Memories of that scorching day will 
ever be burnt into the tablets of my 
mind and the impression is doubly 
deepened because of the difficulties un- 
der which that sale was made. 


salesmen. 


And I, a seasoned salesman, in good 
health and with all my senses intact, 
knocked off at noon that day because 
I figured it was too hot to work. 


Frep MerisuH. 
* * * 


Are We Losing the Art? 
é¢ AVE a cigar!” That’s a dan- 
gerous sentence. There are 
only a few men that know exactly 
how to use it—and how to get the 
cigar from the vest pocket over into 
the customer’s good graces. One can 
say “have a cigar” with a dozen dif- 
ferent inflections of the 
there is only one inflection that makes 

the cigar a gift instead of a bribe. 
In South American countries the 
salesman is socially received at the 


voice, but 


home of the buyer for several days 





before any mention is made of busi- 
The salesman is a guest, and 
We consider 


ness. 
the buyer is the host. 
this extreme, and no doubt it is; never- 
theless, the fact remains that Ameri- 
can business transactions smack too 
much of the opposite extreme of com- 
mercialism. We relegate courtesy the 
moment the hand is shaken and the 
first forced smile has vanished into 
thin air. That's all right, too, if both 
parties to the transaction conclude 
from the start that they meet for a 
business purpose only. 

One of the peculiarities of modern 
salesmanship is the attempt to mix 
courtesy and the hail-fellow-well-met 
pose with David Harum barter. One 
moment you invite the customer to 
lunch and in the next he calls your 
house a bunch of d grafters. 

Just one hint to add sincerity to 
your attempt to gain the customer’s 
favor by treating him. Take the mat- 
ter of giving him a cigar. Don’t hand 




















it out when you first go in, as though 
it were a piece of routine to get out 


of the way as quickly as possible. It’s 
an art to give a man a cigar. When 
you present him with a cigar, present 
it; don’t throw it at him. Give it 
graciously, smile, make it an event— 
not the “cigar” but ‘the giving.” It’s 
hard to tell you how to do; all I know 
is that I like to take cigars from some 
men, and with others it is distasteful 
—seems like a bribe. Some men give 
something in addition to a good smoke 
when they give the cigar. 
* * * 
A Murder and a Sale 

AM associated with the Rivoli 

Electric Shop in La Crosse, Wis., 
and have been making a house-to-house 
canvass selling vacuum cleaners. | 
had one prospect in particular who 
was very hard to close. I had called 
at her home five times and decided 
that this, the’ sixth call, would be the 
last, as I had brought all the argu- 
ments I could think of, but to no avail. 
She liked the cleaner and 
wanted it, but said that it was im- 
possible for her to purchase it, be- 
cause she could not raise the initial 


really 


payment. I was preparing to leave 
the house, when, turning suddenly, I 
stumbled and almost fell over the cat. 

The woman remarked that she 
wished the cat was dead, and _ inci- 
dentally mentioned that her husband 
had offered her $5 if she would shoot 
°] ? segite 

















~ Berser 
it. Here was my chance at last, and 
I certainly was not going to let a 
small thing like murder stand between 
me and that sale. 

Her husband had been an army of- 
ficer and had a Colt’s .45 in the house. 
I borrowed the gun, escorted pussy 
to the basement and placed her gently 
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The Line of Least Resistance 








—not just a 


Tumbler” Switch 


but a complete line 


One of the “Old Reliable”’ Surface Tumbler Switches 
a Single-Pole Tumbler Switches 
Double-Pole Tumbler Switches 
Three-Way Tumbler Switches 
Four-Way Tumbler Switches 
Flush Tumbler Switches 


Porcelain-Base Tumbler Switches 


New Surface Switch 





The porcelain or composition Composition-Base Tumbler Switches 


base is sturdy and will stand . 

heath ianda tb ik tecmmect. Shallow Tumbler Switches 

The Current carrying parts are 

thoroughly insulated from the 

mechanism and from the han- 

dle. The H. & H. switch 

handle is made of metal, hence 

— but absolutely Write for our new Switch Booklet. 
safe. 


THE HART Go HEGEMANMFGCo. ee: 
HARTFORD, CONN., U.S. A. 
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TO THE EXECUTIVES AT HOT SPRINGS 


Your blood is now red 


der than your ink was last year at this time. 


Business is coming back~doesn’t it give you a glorious feeling? 


‘‘Conventionally’’ speaking—what about your post-convention plans 


with regard to Violet 


the Home Outfit the returns will be gratifying to you. 
tised to your trade. 






| “cr 














Ray? If some concentrated effort is put upon 


It is well adver- 
The public is buying freely. 


TO THE BOYS AT HOME 


_r the boss is in Hot Springs worrying 
over weighty problems and lost golf ‘balls, 
somebody must do the “‘chores’”’ at home. As sales 


manager Pre: Tem, we might suggest that this 
$25.00 Home Outfit at $12.50 list is proving a 
great money maker for the dealers. We are de- 
pending upon you to see that all in your territory 
are given the proper amount of personal instruction 
to make them realize fully its sales possibilities. 


HALLIWELL EL 


305-309 E. 43rd 
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THE HOME OUTFIT 


below can be 
cris the dealer under 
an absolute guarantee 


for $12.50 
Formerly listed at $25.00 
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on a pile of black diamonds. One shot 
from the trusty gun and nine lives 
were snuffed out! 

Before the smoke had cleared away 
I had the woman’s name on the dot- 
ted line, and the first payment safely 
in my pocket. 

I left the house with a guilty con- 
science, somewhat assuaged by the 
profuse thanks of my former prospect. 

L. J. GALLAGHER. 


* * * 


Washing Machine Exhibit Sells 

R. BLANK had a fair-sized store 

in the northern part of New 
York. Two years prior to the time I’m 
writing a nearby waterfall had been 
harnessed, and Waterville and envi- 
rons enjoyed the boon of electricity. 
Mr. Blank, a big, good-natured fellow, 
wide awake in a business way, was 
equal to the miracle, and made it prof- 
itable by selling all kinds of electric 
utensils, with the exception of electric 
clothes washers. 

“No chance to get them across—too 
big to handle,” was his reason for 
never carrying them. 

I was much interested in Mr. Blank, 
even though I could not get him to try 
clothes washers, because he had a 
unique method of advertising. He did 
not bother with the local newspaper, 
or circulars, or any form of advertis- 
ing other than his two big windows. 

When he wanted to put over electric 
Hatirons he had the people bring down 
their laundry and do it in the window. 
When he took up vacuum cleaners he 
would send his car and fetch the lady 
of the house and the rug to be cleaned 

and so on down the line. 

I would have given him up long be- 
fore as a prospect but for this effec- 
tive scheme of his. 

“Why,” I reasoned to myself, ‘‘that 
man could just as well try that idea 
There 


wasn't one in town, and I knew what 


with my electric washers.” 


an impression the outfit would make if 
put on exhibition. 


“Impossible !’’ Mr. Blank exclaimed 
when I told him about my offer to loan 
him one for “window work.” ‘It’s all 
right for me to do that sort o’ thing 
with other electric articles, but you 
know there’s not a woman in this town 
who'd brave the jibes and jeers of the 
people by doing her dirty wash in my 
window. Impossible !”’ 

After a long session I got his con- 
sent to bring a washer over from a 
store 50 miles south, and to supply 
the lady and the wash. A five-spot to 
a poor woman did the trick, and after 
a little private instruction she went 
“on exhibition.” At first she was 
laughed down, but the celerity with 
which she finished not only her own 
wash, but her employer’s—she was a 
washerwoman by trade—kept her at 
her task. The town got to talking of 





eel 4h 
"THREE OFFEREDTO BUY THE MACHINE™ 





it; other professional washerwomen 
applied for the use of the machine, 
and soon the ad was going great. The 
local newspaper even took it up edito- 
rially. 

Before the week was up there were 
three offers to buy the machine on the 
Mr. Blank was beside himself 
with joy. He gave all the credit to 
me, but I inwardly knew that the en- 
tire to his clever 
“window dressing.” 

Of course, such a thing could not be 
done in a big city, but then many 
things happen on Main street, your 
town and mine, that never gets into 
the metropolitan press. This stunt of 
Mr. Blank’s looms up big in my esti- 
mation. It should, for inside of a 
month I sold Blank a dozen machines. 

Epcar Branpon. 


spot. 


success was due 


You Can Lead Them 

VERY sale we make has some dif- 

ficulties unless we get the good- 
will of the dealer, contractor or other 
buyer. As sure as anything under the 
sun he will say, as soon as he knows 
you are a salesman, “I have a full 
supply of this, that and the other.” 

Now, here is the point. Don’t ap- 
proach him as if you were a selling 
machine. Greet him as if you were 
an old-time acqaintance. Ask about 
bis health, his home and his family, 
and mean it. Talk about current 
events or local happenings. While do- 
ing this, glance over his stock. You 
will see something missing, something 
that he needs and would pay him to 
carry. 

Then is the time to say: “If I 
were you, and had the start you have, 
I’d carry so-and-so,’ naming some 
article that you honestly think he 
should have in stock, and would make 
2 ready sale. If you are sincere about 
your suggestions he will soon find it 
out and before either of you realize 
it you will be booking a nice order. 

Keep in mind the maxim: ‘You 
can lead a horse to water, but you 
can’t make him drink.” You can bring 
the dealer to see the need for him 
stocking new goods, but you can't 
make him buy. Don’t let him think 
you want to force him. Just feel and 
show by your words and actions that 
you want to be of_service to him. Have 
him see for himself that you are hon- 
est and well-meaning, and then you 
can leave with cordial relations estab- 
lished. If you could look back you 
probably would see a smile, and al- 
most thinking out loud: “There’s one 
fellow in a hundred, the kind I like to 
have come around.” 

Don’t worry over future orders. If 
you can get on a good footing with 
vour dealers they will save their or- 
ders when you come along with your 
smile and your willingness to help 
them. 

M. M. Crark. 








Write a letter telling how you secured an order in the 
you overcame some obstacle that other salesmen may be confronted with. 
cident that may seem simple to you may help the other fellow land. 


We Will Pay $5.00 for Every Letter Published 


Tell Us How You Landed the Order 


face of difficulties; or how 
An in- 
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LIST PRICE $7.50 EACH 


EXCELSIO 


NEW DOUBLE REVERSIBLE TOASTER 


Turns toast as toast was never turned before. . 
One turn of the knob at top of the toaster and the twin racks turn simultaneously. 
Special system of wiring. 
Insures even distribution of heat. 
No burnt spots on toast. 
Heavily nickel plated, highly polished—cannot rust. 

WRITE FOR DISCOUNTS 

MANUFACTURED BY 


PERFECTION ELECTRIC PRODUCTS CO., New Washington, Ohio 


NATIONAL DISTRIBUTORS 


GEO. BORGFELDT & CO.. 16th St. and Irving Place, New York 
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That the total production for 1921 
of the seven largest electric flatiron 
manufacturers amounted to nearly 
— half a million o- 

irons? That 58.5 
Know ? ere 
per cent of this 
number were,sold by electrical retail 
stores, 18.4 per cent by hardware 
stores, and 13.3 per cent by depart- 
ment stores ? 

That Building Age estimates that 
nearly 400,000 homes will be built 
during 1922? 

That a survey of the central-station 
industry indicates that at least 700.- 
000 old houses will be wired this 
year? 

That over 200,000,000 incandescent 
lamps (not including miniature 
lamps) are made in the United States 
every year? 

That the export trade of the elec- 
trical industry for 1921 amounted to 
#98 ,353,000, and that this was an in- 
crease of $69,805,000 over 1913? 

That in 1900 there was one tele- 
phone for every 90 persons in this 
country, and now there is one for 
every eight persons? 

That there are 13,600,900 tele- 
phones in the United States? 

That more than 175,000 persons 
own American Telephone & Telegraph 
stock, and that more than half of 
these stockholders are women? 

That the banks and trust com- 
panies of this country have over 
$1,700,000,000 invested in central- 
station company securities? 

That where the average family con- 
sumes 800 pounds of coal a month for 
cooking, the central station requires 
only 262 pounds cf coal to supply 
the same family with electrical energy 
for the month’s cooking? 

That the people of this country 
waste $500,000,000 a year “rainbow- 
chasing,” and that if they could be in- 
duced to invest this money in elec- 
trical conveniences they wou!d save 
many heartaches and gain a great deal 
of comfort? 

That one of the reasons why some 


B5) 
vy, 


v 





Sales Facts and 


Figures 


ET 





of us think business is poor is that we 
fail to follow up prospects? 

That these and other pertinent 
sales facts are published monthly by 
the Society for Electrical Develop- 
ment in its bulletin, “Do It Elec- 
trically,’” which goes to all members? 

* * * 

Many a householder is not aware 
that one of the most effective heating 
combinations in cold weather is the 

steam _ radiator 


Fan an Aid and the electric 
to Heating fan. 

Concrete __ evi- 
dence that the ordinary electric fan, 
so commonly associated in the minds 
of most people with cooling breezes on 
sultry days, is really an able and effi- 
cient ally of the steam radiator, was 
offered in an unusual demonstration 
made by the engineers of the General 
Electric Co. 

The task presented was regarded as 
rather severe. It was to produce a 
comfortable heat in a large club room 
with an outdoor temperature of 15 
degrees below zero and a strong wind 
blowing. There were really two club 
rooms involved; the first one had an 
air capacity of approximately 27,500 
cu. ft. It was 78 ft. long, 28 ft. wide 
and 14 ft. high; the aleove was 16 by 
20 ft. There were 12 windows and 
four 22-coil radiators. 

Four 12-inch electric fans were put 
into action, one fan for each radiator. 
They were so placed that they would 
blow directly upon the radiators. 

When the fans were started, the 
room temperature was 56 degrees, 
constant. At the end of 15 minutes 
the room temperature had risen 5 
degrees to 61; at the end of 30 minutes 
it had risen 9 degrees to 65; at the 
end of an hour, 11 degrees to 67, and 
at the end of 2 hours, 15 degrees, to 
70. The fans were stopped at that 
point. 

A similar test was made on the same 
day in the card room of the club. 
This was a room 42 ft. long by 27 ft. 
wide and 14 ft. high, with seven 
windows and three 20-coil radiators. 


The room temperature when the fans 
were first started was 49 degrees, con- 
stant. Again the fans achieved a 
record. After 15 minutes the tempera- 
ture rose 6 degrees to 55; after 30 
minutes, it rose 10 degrees to 59; 
after an hour 14 degrees to 63, and 
after two hours, 19 degrees to 68. 

The conclusion from this demon- 
stration merely fortified the knowl- 
edge previously acquired that an elec- 
tric fan reinforces a radiator, or a hot 
air register, in no uncertain manner 
and transforms chilly rooms into com- 
fortable ones. It is regarded as a well 
established circumstance among elec- 
trical specialists that a fan will cause 
a radiator to give out approximately 
three times as much heat as would 
ordinarily be secured from it. 

It seems evident from this that an 
electric fan can be used the whole 
year round and that no interiors need 
be uncomfortable, even in the coldest 
weather, if they can establish this 
valuable combination of steam radia- 
tor and electric fan—or hot air regis- 
ter and electric fan, since the same 
scheme can be carried out with a hot 
air heating system in the same way. 

* * * 

Thousands of industrial plants have 
old style cluster lighting. Clusters are 
very much obsolete these days. So 

are other things 


Cluster such as congress 
Lighting shoes, spinning 
wheels, bustles, 


hoop skirts, free lunches and martinis. 
In offices clusters be replaced by sin- 
gle units and for factories steel re- 
flectors are available in many types. 

You would not put lace curtains 
in the windows of a chicken coop, 
would you? How ridiculous for a 
customer to purchase a_ high-priced 
type C lamp and use it in an old- 
fashioned cluster. The lamp usually 
hangs so low down the reflector does 
not help augment the light produced, 
and furthermore the rays from the 
lamp hit you smack in the eye. In 
most industrial plants RLM reflectors 
with bowl-enameled type C lamps are 
best. 
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Make “Sell ’em Something More’? Come True 





Read the Announcement 


The sale of an electrical appliance suggests the sale 
of a Universal Feed Through Switch Plug. It is a 
good-looking, durable plug, adaptable for all term- 
inals, that makes the use of electrical appliances more 
convenient by placing control of the current at the 
finger tips of the user. For the dealer to point out 
these advantages is, in most cases, to “Sell Em Some- 
thing More.” 


And besides, the Universal Feed Through Switch Plug 
points that the Jobber and Jobbers’ Salesman as well as the dealer rec- 
ognize. The contact clips are made of highest quality spring brass an 
will retain their contacts for long periods of time A coil spring witl 
bushing protects the cord from wear and strain. The plug itself 
simple, light in weight, well constructed. 


has those good 


It is good business to be particular about the plugs you sell because 
whenever a plug goes wrong, the housewife generally blames the appli- 
ance and that means servicing for the dealer and blame for the Jobber 


There is only one Universal Feed Through Switch Plug It 
more than the ‘just as good” kind and gives more 


costs no 


reliable service 


Ask your dealers to “Sell "Em Something More.” 
It means extra profits for you and for the dealer. 


T. & W. Electrical Mfg. Co., Inc. 


4513 Ravenswood Ave., Chicago, IIl. 
2043 Sacramento St., Los Angeles 


Write today for 
Complete Information 
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| atre ~ | PERTINENT SALES FACTS AND FIGURES 
The information given on this | In this department an effort 
page relates to no single manu- is made to give to jobbers’ sales- 
facturer’s products,. and no pref- Data Sheet on men a summary general in- 


being to furnish general sales 


erence is intended, the purpose 
data of use to jobbers’ salesmen. 





What are the general features 
of dry batteries? 

Dry batteries are the most widely 
used type of primary batteries, being 
compact sources of direct current of 
low voltage and low amperage. As 
with all batteries, they are chemical 
cells and have three principal parts: 
a positive electrode, a negative elec- 
trode and an electrolyte. The latter 
is practically dry in a dry battery, 
whence comes its name. It is this 
feature, and also the fact that it re- 
quires no attention until run down, 
that makes dry batteries so useful and 
convenient, and accounts for them so 
largely replacing wet batteries and 
also permitting use where a wet cell 
would not be practical. A battery is 


strictly a connected group of in- 
dividual units or cells, but even a 
single cell is commonly called a 
battery. 


Give some facts on their devel- 
opment. 

Primary wet batteries were invented 
about 1800. It was nearly 1890 be- 
fore the dry battery type was in- 
vented, and for many years its utility 
was not recognized, this being partly 
due to the crudeness and poor effi- 
ciency of the types. They 
were gradually improved, especially 
within the last 15 years, so that now 
they give over six times the service 
that the first cells marketed did. The 
number of types was also increased, 
but they were made in such a large 
number - of sizes, particularly for 
flashlights, that it was difficult to keep 
up the range of stock; consequently 
these sizes have been more standard- 
ized in recent years with benefit to 


early 


all concerned. 

An idea of the production can be 
obtained from the following figures. 
In 1899, 1,946,688 dry cells were 
made in the United States; in 1914, 
71,092,438; in 1921 the estimated 
number about 75,000,000, of 
which over one-third. were made for 
flashlight service. 


was 


What are the principal uses of 
dry cells? 

One of the chief uses is for flash- 
lights of all kinds, including spot- 


DRY BATTERIES 


lights and lanterns; in fact, the port- 
ability, compactness and convenience 
of the dry battery has made the flash- 
light possible. Another very exten- 
sive use is for the common bell, buz- 
zer, annunciator and other signaling 
circuits, where the service is inter- 


‘mittent and not severe, in which case 


dry batteries sometimes give over two 
years’ service; this field is being in- 
vaded by the  bell-ringing trans- 
former, however. The great popular- 
ity of radio is calling for an increasing 
number of dry batteries, especially 
in medium-range receiving sets where 
the higher cost and care of storage 
batteries is undesirable. Magneto and 
private intercommunicating telephones 
require the use of considerable num- 
bers of dry batteries. Automobiles 
with magneto ignition often have a 
dry-battery reserve. Many portable 
testing sets include a dry battery, as 


do some types of what are called 
medical batteries. For small motor- 
boats, camping outfits, rural sick 


rooms and other places remote from 
sources of electric service or where 
a storage battery would be_ incon- 
venient, dry batteries are often used. 
Describe the construction of the 
two leading types? 
Dry cells are almost invariably 


built with a cylindrical zine can act- 


ing as the negative electrode and also 
A central ‘carbon 
Around 


as the container. 
rod is the positive electrode. 
this is a depolarizing mixture of 
manganese dioxide, crushed coke and 
Between this and the zinc 
can is a porous paper or fabric layer 
which is saturated with the electro- 
lyte; this contains ammonium chloride 
(salammoniac), zine chloride, water 
and sometimes other ingredients ; some 
of the electrolyte is also held in the 
pores of the depolarizer. The top of 
the can is sealed with an asphalt com- 
pound. Instead of having binding 
post terminals, some cells have screw 
type terminals like an incandescent 
lamp. The upper edge of the zinc case 
is threaded to fit into a screw shell 
battery receptacle or holder; the car- 
bon terminal is polished and _ fits 
against a central contact in the re- 


graphite. 


ceptacle. 


formation about different staple 
lines of electrical material. Tear 
out this sheet and save it. 





Flashlight cells differ from the 
larger cells in having the carbon with 
its depolarizer held in a cotton gauze 
bag or bobbin; they also have no bind- 
ing posts as a rule, but have a bur- 
nished spot on the bottom of the zinc 
case and a metallic button at the end 
of the carbon rod. When cells are put 
on top of each other the series con- 
nection is at once established without 
connecting wires. 

The large dry cells are made in 
three principal sizes, Nos. 4, 6 and 8, 
the height of cans being 4, 6 and 8 in., 
and diameters 112, 2% and 3% in., 
respectively. Flashlight cells are 
made in some 15 sizes, of which 6 are 
standard; these have diameters of 
2, 34, 4%, 1, 144 and 114 in., with 
heights of 1%, 244, 14%, 2%, 2% 
and 2% in., respectively. 


What chief types are made? 

There are four classes of dry cells 
differing in construction. The oldest 
is the large cell, about 6 in. in height, 
provided either with binding posts or 
screw terminals. 

The flashlight type is a small one, 
usually without projecting terminals. 

In what are called desiccated cells 
the chemicals for the electrolyte are 
absolutely dry and water must there- 
fore be added several hours before the 
cell is put to use; they do not de- 
teriorate when kept in stock, as do 
other types. 

The foregoing three types are all 
developments of the Le Clanche type 
wet battery. The silver chloride dry 
cells are very small cells of entirely 
different type, using electrodes of 
silver and zinc; their chief. use is in 
testing sets. Desiccated and silver 
chloride cells are not. widely used. 

Is special care desirable in 
stocking batteries ? 

Dry cells depreciate on open circuit 
even when new. This is due to local 
action and is hastened at high tem- 
peratures. Hence dry cells should be 
stocked in a cool place and kept in 
stock for as short a time as possible. 
Even high-grade cells have often 
been found worthless after 12 months 
in a hot, dry stockroom. 
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This battery is especially U V-200. It is equipped with 
designed to meet the demand for special locknut binding posts 
long life and noiseless service. It | which insures safe connections. 
is of the variable type construc- We make one of the most com- 
tion, equipped with five voltage plete lines of wireless batteries on 
taps, ranging from 16!4 to 22'4 the market, varying in voltage 
volts. This is the most popular . from 1614 to 108 volts for vari- 
size in use for vacuum detector ous purposes. 


tubes such as radiotron, Model 


Ace unit cells for flashlight batteries are made in 
two sizes, No. 21—1% in. x | in. and No. 1I— 
2% in. x 114 in. Each cell is contained in a seam- 
less zinc can drawn from one piece and made of 
extra thickness so that the chemicals of the cell will 
not eat through to waste the battery and corrode 
the flashiight case. They produce a high-powered 
light and retain their power an unusually long time 
making them efficient and economical. 











This battery is a tireless en- For such service as tele- 
ergetic worker, designed espe- phones, doorbells, heat regula- 
cially for ignition where the . tors and all low current drain 
current requirements are com- requirements the Victor is the 
paratively high. It tests from ideal battery to use. It is low in 
30 to 35 amperes, depending amperage and-unusually high 
on the temperature, is very ef- in voltage. The same careful 
ficient and economical for gas supervision characteristic of ail 
engine ignition, Ford starting CPC products enters into the 
and similar service. manufacture of the Victor drv 

cell. 

The Ace Hot Spark is made from carefully selected 
Ace cells of uniform capacity. This battery is com- me tee Renee eebeiiet fee Oe 
The Carbon Products Co. is an old pactly constructed, all possibilities of loose or short oe ee oe the demand for 
ee pi Lg A market CPC internal connections are eliminated, a single dry taneous with a season when flashlight 
products solely through jobbing chan- battery in multiples of 4 to 12 cell-power, moisture- batteries and dry cells move rapidly 
nels. A force of live salesmen, under / Vacation and camping time creates a 
a salesmanager who has an appreciative proof and portable. Hot Spark is used for gas en- big market for “Ace” flashlight bat 
tet of ge provi te oat in the | gines, tractors, motor boats, starting Fords and light- J) {wm.ctils,the,tlting boom, mes 
mand for C P C dry batteries. They ing tents, cottages, cellars, barns, buildings, etc., for teries, not to forget that motoring and 
are there to work in concert with job ° ° ‘ . the use of summer cottages and tents 
hace” caleuaian” Eads tia anemia Cae radio and electrical toys—in fact, for everything re- means heavier requirements for ‘“Ace’’ 
lh 0 Fhe gn foe os quiring a dependable, concentrated, long-lived source cata ‘i oun wine deew ter on ome 
and profitable for jobbers to become of electrical current. to fill a straight and caught, you can 


participants in the C P C distribution appreciate a value of ‘‘Ace iry bat- 

—_ THE CARBON PRODUCTS CO. | “""™ 

Manufacturers of DRY BATTERIES AND CARBON PRODUCTS 
LANCASTER, OHIO 
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Talmadge Returns to Jobbing 
Field 

After an absence of six months 
from the jobbing field, during which 
time he was the field secretary of 
the Rocky Mountain Co-operative 
League, Charles H. Talmadge has 
come back to the fold, having ac- 
cepted the managership of the Omaha 
branch of the Western Electric Co. 
Mr. Talmadge has been in the elec- 
trical business nearly 25 years, start- 
ing as treasurer of the Advance Elec- 
tric Co., Indianapolis, in 1898. In 
1901 he resigned to go with the 
Western Electric Co. as a traveling 
salesman covering Illinois territory, 
and later took a desk in the Chicago 
office. In 1904 he was transferred to 














Accustomed to grazing along the sandy 
shores of Lake Michigan in pursuit of the 
elusive order was Frank S. Hagerman un- 
til the Electric Appliance Co., Chicago, 
called him in to take the sales manager- 
ship, vacated by “Bob” Mitten some time 
ago. Frank’s old stamping ground was 
around St. Joe and Benton Harbor, and 
he accumulated so much sand—and pep, 
too—up there that he’s making things hum 
out on West. Jackson boulevard. More 


power to you, Frank. 





the Kansas City office, where he was 
sales manager until 1917, when he 
was made manager of the office in 
Salt Lake City. 

* * # 


Jockers Now With St. Paul 
Electric Co. 


W. J. Jockers, formerly manager of 
the fan motor section, supply depart- 
ment, Westinghouse Electric & Manu- 
facturing Co., has resigned to become 
sales manager of the St. Paul Electric 
Co., St. Paul, Minn. Prior to his 
connection with the Westinghouse 
company, Mr. Jockers was vice-presi- 
dent of the Northwestern Electric 
Equipment Co., New York, having or- 
ganized that company in 1908 with 
J. E. McClernon. About three years 
ago he joined the Westinghouse com- 
pany as merchandising manager, later 
taking charge of the fan motor sec- 


tion. 
* * * 


Leaves Jobbing Field 


A. H. Fullington, formerly city 
sales manager of the Doubleday-Hill 
Electric Co., Pittsburgh, is now repre- 
senting the Ohio Brass Co. in Ken- 
headquarters being at 


tucky, his 


Louisville. 
* * * 
Larger Quarters for Electrical 
Material Co. 


Owing to the demand for increased 
floor space, the Electrical Material 
Co., formerly at 618 West Jackson 
boulevard, Chicago, has moved to 158 
West Lake street, where the company 
occupies four floors and basement. 
The new quarters gives the company 
much greater facilities for offices and 
stock rooms. 

In addition to a complete line of 
electrical supplies the company is dis- 
tributor for a number of lines, such 
as Dayton fans and motors, Crawford 
motors, Trenle porcelain, Commercial 


fuses, Salamander asbestos-covered 
wire, Robertson insulating com- 
pounds and_ Electrical Railway 


Equipment Co. trolley materials. 
A. I. Henderson, who is president, 




















has been connected with the company 
for 22 years, and has a broad ac- 
quaintance in the electrical trade in 
the Middle West. B. J. Mockenhaupt, 
vice-president, has been with the 
company about five years, prior to 
which time he was associated with the 
Wm. P. Crockett Co., Stromberg- 
Carlson Telephone Manufacturing 
Co., American Electrical Supply Co., 
and the Electric Appliance Co. 
* * * 

Wetmore Savage Opens Branch 

The Wetmore-Savage Co., Boston, 
has opened a branch of its main elec- 
trical supply jobbing establishment at 
46 Hampden street, Springfield, 
Mass., to facilitate the handling of its 
Connecticut Valley and western New 








F. K. Enzor, president of the Enzor- 
Hoel Co., Columbus, one of the largest 
fixture jobbing houses in the country, is 
just showing how an electrical jobber 
stands at parade rest. C. C. Hoel, Mr. 
Enzor’s partner, was trying to kid the 
subject of this picture about the lack of 
a crop on the roof of his head, but F. K. 
reminded him of the old wheeze that grass 
never grows on a busy street. 





Fn 
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Announcing Arrow 


Surface Toggle Switches 


ANOTHER Arrow product with several distinctive 
advantages. 


1. Neat appearance. No screw holes in 
cover. : 


2. Metal handle. Due to spring construc- 
tion it will not loosen through vibration or 
break through use. 





3. Dust and moisture proof. 


WE ARE prepared to furnish a complete line of these 
switches which incorporate many desirable features that 
will be apparent to you on inspection. 


THE ARROW ELECTRIC COMPANY 
HARTFORD, CONNECTICUT 


The complete line of Wiring Devices 


























THE JOBBER’SfAJSALESMAN 
— 








& 


N. A. (No Account) Christy, on the right, the champion story teller of Toledo and 





made in the personnel of the organi- 
zation except that two more traveling 
salesmen will be added. 

* * * 


Western Electric Moves New 
Haven Branch 

To get a more central location and 
to increase its floor space the Western 
Electric Co. office and warehouse in 
West Haven, has been moved to 221- 
223 Water street, New Haven, Conn. 
The new location is close to the rail- 
way and trolley terminals, affording 
better facilities for out-of-town de- 
liveries as well as making it more con- 
, venient for local trade. R. Mason is 
= local manager and promises his many 
friends in the trade continued prompt 


salesman for the Electric Supply Co., jebber at 431 St. Clair street, is just telling and efficient service. 
A. E. Dusseau (center) and C. E. Fitzgibbons one of his latest yarns. At the time this eae Sa 


story was being told Al Dusseau was Chris’ 


boss and Chris always had a ready story 


to keep himself on the windward side of the payroll. Al resigned from the company Shaler Sales Manager of Union 
on May 1, while Fitz resigned some time ago and is now connected with Square D Co. ” a 
Al thinks the story is pretty good (you see he liked to jolly Chris) but Fitz can’t see Electric Co. 


the humor at all. 


Salesmen who traveled Ohio terri- 





England business. A full line of elec- 
trical supplies and automobile ac- 
cessories will be carried. J. Edward 
Hall, formerly western Massachusetts 
representative, has been appointed 
manager, and Byron H. Spinney, 
formerly Connecticut representative, 
has been made sales manager of the 
Springfield branch. 


* * * 


Philadelphia Company Moves 

The Sayre-Level Radio Co. has re- 
cently acquired new quarters at 41 
North Tenth street, Philadelphia, 
which is in the heart of the wholesale 
district adjacent to the large retail 
stores and which will give ample room 
for expansion when it is necessary. 
The company has improved. its stor- 
age and shipping facilities so that it 
is in excellent position to give quick 
service on radio material. 


* * * 


Rumsey Makes Promotion 
J. M. Pratt, who has been selling 
for the Rumsey Electric Co., Phil- 
adelphia, Pa., for a number of years, 
has been appointed assistant to B. T. 
Hare, sales manager of the com- 
pany. 
* * * 
Buffalo Jobbing House Changes 
Hands 


According to an announcement by J. 
O. Morris, vice-president and general 
manager of the Electric Supply & 
Equipment Co., 1270 Broadway, New 





: z tory 20 years ago will be interested 
York City, the company has purchased in knowing ee ee eee 
the Smith, LeVee Electric Corp., been appointed sales manager of the 
Buffalo, which will be operated as the Union Electric Co., Pittsburgh, suc- 
Smith, LeVee branch of the Electric ceeding i G. Kalloch, who is now 
Supply & Equipment Co., which also with the Incandescent Supply Co., of 
has branches at Albany, Hartford, the same city. Mr. Shaler entered the 
Scranton and Reading. electrical field in 1897, when he 

Mr. LeVee will act as sales manager joined the Doubleday-Hill Electric 
of the Buffalo branch, while Mr. Co,., later becoming sales manager. 
Smith, the senior member of the firm, Four years ago he went with the 
is retiring from active part in the Union Electric Co. He is still reminis- 
business. No other changes will be cent over the good old days at Cedar 








H. J. Gundlach, general manager, and George Lowe, purchasing agent, of the 
Mine and Smelter Supply Co., Denver, were in East Pittsburgh during April, and 
happened to notice the Westinghouse factory. So they dropped in to see J. J. Gibson, 
manager of the supply division, who showed them through the plant, bringing up at 
KDKA, the patriarch of the radio broadcasting stations. Along came J. S. Tritle, 
manager of the Westinghouse branch at St. Louis, and George Bailey, assistant io 
Mr. Gibson, and a photographer managed to get them bunched. Top row: Bailey 
and Gibson; bottom row: Lowe, Tritle and Gundlach. Look like five-elevenths of a 
husky football team, don’t they? 
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Big price cut on VIOLETTA Violet Ray 


outfits and beautiful improved carrying cases 
boost dealers’ sales on this fast selling line 


HE word VIOLETTA on a 

Violet Ray outfit carries an 

absolute guarantee of superiority 

of construction and design. 
Dealers know that VIOLETTA means 
as much as “sterling” on silver or 
“18-k” on gold—it means the best. 
The VIOLETTA was the original high- 
grade, home-use machine; today we 
are selling the VIOLETTAS at reduced 
price, but with the same high quality; 
the handsome new carrying case is also 
included at the reduced price. 


















Used Successfully 
in the treatment of 
ASTHMA 


VIOLETTA Pity 
Outfit No. 3 CATARRH 


is the ideal outfit for 5 Set Ae DANDRUSP 
home use. I[t contains / ECZEMA 
the generator, general FALLING HAIR 


electrode for all surface GOITRE 
treatments, comb rake 2. TO po amare 
electrode for scalp, ex- V it@ I E I RAY S LUM BAGO 
ternal throat electrode, 4 NERVOUSNESS 
eye electrode and metal RHEUMATISM 
and many other ailments 
























electrode. Encased in 
handsome satin lined 
carrying case, with pad- 
ded bed to fit each piece. 
Constructed to operate 
on 110, volts A.C. or 
C.; 32 volts or 220 
volts. Formerly $31.75, 
now 
retails for 


Dealers find 
VIOLETTA Violet Ray 
outfits a profitable item, 


Dealers everywhere are making quick turnovers 
and big profits through the growing demand for 
VIOLET RAY OUTFITS. Our VIOLETTA 
store displays, national advertising and guarantee 
help our dealers make big money on these ma- 
chines. Sell the best—sell VIOLETTAS! 





VIOLETTA Outfit No. 1 includes the gen- 


BLEADON-DUN COMPANY general electrode which can be HE eo psn St 


treatments. Encased in handsomely lined 


° ; ring case, s 2 as Outfit No. 3. For- 
a 15 S. Peoria St., CHICAGO ute $25.00, dame es coc ccscce 
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Point, and misses the company of 
Perry Boole, Ox Porter, Herb Cud- 
more and others who used to make the 


Ohio towns. 
* * * 


Building in Rochester 


G. C. Finucane, treasurer and gen- 
eral manager of the Rochester (N. 
Y.) Electrical Supply Co., recently 
stated to a representative of THE 
Jopper’s SALESMAN that the volume 
of business done by his company in 
March was greater than that for any 
1920. The outlook for 
business is quite favorable, due to a 
A large 


month since 
building boom in Rochester. 


number of small homes are being 


erected, and several industrial con- 
cerns are making additions to their 
plants. 


* * 7 


Repair Department Wins 

The bowling league comprized of 
teams from the McCarthy Bros. & 
Ford organization, Buffalo, recently 


closed a successful season, the team 








C. C. Blackwell is a man with a big 
job in a big company. When not look- 
ing for the little birdie, Mr. Blackwell acts 
as sales manager for the Moore-Handley 
Hardware Co., Birmingham, Ala., which 
does a regular business in wholesaling 
electrical supplies as well as hardware. 
Mr. Blackwell took the photographer for 
a hike around the warehouse and almost 
lost him in the labyrinth of stockrooms. 
Mr. Blackwell conducts a sales school in 
which the salesman is taught his products 
from raw material to their final uses. 








As usual, the boss is on top, and he 
seems to be riding pretty hard. What we 
started out to say was that this is B. W. 
Glassman, the new general manager of the 
Interstate Electric Co. at Birmingham, 
Ala. He has had quite an extensive expe- 
rience in the jobbing. field, having been 
sales manager of the Barden Electric & 
Machinery Co., jobbers of electrical, auto- 
mobile and marine supplies and machinery 
at Houston, Tex., for nearly eight years. 





representing the repair department 
walking off with first place and a 
Presentation was 
made by Mr. McCarthy at a banquet 


silver loving cup. 


given to the league, responses being 
Egloff, Munhall, 
O’Dea, Schillinger and Beckman, the 
Ed O’Dea burlesqued 
one of Egloff’s hunting trips, and 


made by Messrs. 


winning team. 


Miss Irene Knight and Roy Parkinson © 


gave several musical selections. 


* * * 


Jobber Issues Radio Price Book 
For Dealers 


In connection with its radio depart- 
ment, which the Charleston, W. Va., 
Electrical Supply Co. has been con- 
ducting for a number of years, the 
company has commenced issuing price 
sheets to its customers. Each dealer 
customer receives a folder which con- 
tains loose-leaf sheets giving descrip- 
tions as well as dealer and consumer 
prices on all radio equipment handled 
by the company. If there are any 
changes in equipment or prices new 
sheets are prepared and sent to the 
dealers with the request that those 
that 


promptly. 


are superseded be returned 


ryt Ld e 
lhis arrangement has proven. quite 


satisfactory because it enables the 
dealer to easily and intelligently select 
parts for replacement or to make up 
a set. : 
* * * 
Taylor Resigns 

It is reported that S. H. Taylor 
has resigned from the presidency of 
the Electric Railway & Manufac- 
turers Supply Co., Westinghouse 
agent-jobber in San Francisco, and 
will be succeeded by W. H. White- 


side, adviser to the Westinghouse 
company on the Pacific Coast. 
* * # 


Boston Jobber Adds Lines 

The McKenney & Waterbury Co., 
Inc., Boston, has been appointed New 
England distributor for the Sunny 
Suds Appliance Co., Detroit, manu- 
facturer of washing machines. The 
company will distribute radio ap- 
paratus manufactured by the Con- 
necticut Telephone & Electric Co., 
Meriden, Conn. 








V. C. Maxwell, husky sales manager of 
the W. G. Nagel Electric Co., Toledo, 
Ohio, pauses for the first time in months 
to take a breath. ‘Wish I were outside 
getting the air,’ he mused, No sooner 
said than done. He grabbed his hat, his 
brief case and out he went again, “Even 
as you and I.” Like many other jobber 
executives, Maxwell is.on the job every 
minute to keep the mailman interested in 
calling around with little envelopes con- 
taining: “Please send me, etc., etc.” You 
know. 
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500% Increase in Factory 


A Factory Built by Satisfied Customers: 


This increase has been forced upon us by our desire to satisfy the 
tremendous growing demand for ““HOLD-HEET™ Appliances. For 
January, February and March we show increases over last year of 
103%, 164% and 118% respectively. 


New “Hold-Heet” Appliances: They Will Dominate Their Field 


Before June first we will have the following new merchandise on 
the market: 


. 








Ke = = Ae ee ae 
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This is the largest selling Curling The Finest Flat Iron Ever Manufactured 
Iron in the world. The Hair Dryer : 7 ps 

mm Seen Se ee —something new and entirely different. 





A Full Commercial Size Waffle Iron, 


very moderately priced and of the highest quality. 
A Line of Electric Percolators 


of extremely low price and high efficiency. It will pay you to wait 





No. 45. Marcel Waver_..____... $8 for this new merchandise before stocking up. 

Guaranteed to produce a beautiful flat P 

French wave so much desired. Simple No Substitutes for 

to operate. P ” 
Quick Turn-Over “Hold-Heet 


Every dealer 
who has _ han- 
dled “‘HOLD- 
HEET” has 
come back 
stronger month 
after month 
with repeat or- 


The experience 
of countless 
dealers ind i- 
cates that no 
line of appli- 
ances on the 














No. 231. Grill Stove... $2.95 i iv- 

: sales leader at a popular price. market tail ders. The y 

Does two cooking operations at one ing su ch a ra 

time, makes toast and keeps coffee : have built our 

warm at same time. quick or profit- betes Solos 
able turn-over efforts on 
as “HOLD- “HOLD - 
HEET.”’ HEET are 

cumulative. 
No. 36. Curler Combination... $4.50 What This Means to You! 
A high class combination at a popular With “HOLD-HEET” offering a complete line of appliances, you will be 


price unequaled at any price. : . : : 
able to concentrate your selling efforts on this one line ALL bearing the 


famous “HOLD-HEET” Trade Mark. The sheer merit of our merchandise, 
our reasonable prices, and our sincere free service have built up a lasting 
good will for ““HOLD-HEET."’ Cash in on this demand. Unite your efforts 
with the most successful manufacturer in the appliance field. Forget the 
dead ones. 


Put Your Money On “Hold-Heet,’’ It Is a Sure Winner 


Heate a glass of liquid in «hurry, RUSSELL ELECTRIC CO., Mfrs. 


Heavily nickeled brass tube—will 


amt rest. Seaitary shepe. siren S~ 340 West Huron Street, Chicago, Illinois 

















No. 241. Convertible Hot Plate..$14 at 
A heavy duty appliance for real No. 1111. Heating Pad. $8 





No. 66. ic Tete ° cooking, 1,000 atts three-heats, . - aor -- 

Saaply ee ee ae No. 236. Junior Grill $1.95 7 heat Semnbisaslonn “Supplied with Full size 12x15 in. three-heat —— 
i A dandy article 5 in. square backed ‘ ler-Hammer Switch. 10 ft. of cor 

button, the toast turns _ itself. by ‘‘Hold-Heet” reliability. Will stove bolts so that two or three onl wis aaaeeie alin. Melnene 


may be combined to make a two 


Beautifully nickel plated. A won- be a tremendous seller. 
or three burner Hot Plate. 


derful repeater ly heavy eiderdown cover 
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Increased 
production and low- 
ered manufacturing 
costs permit us to offer 
this improved Domanco 
iron with the famous Vea 
No-Burn-Out heating 
element at a retail 
price which meets 
the popular 
demand. 
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Dover Manufacturing Co., 








Greater Profits with the ‘in Domanco 


Think of an iron that will give the user an en- - 


tirely new conception of ironing and that will 
last a lifetime retailrng at the popular price of 


$5.00. 


Here is a new Domanco iron, simple in 
construction, attractive in appearance and 
equipped with the famous Vea No-Burn-Out 
heating element—that meets the popular de- 
mand in an exceptional way. 


And remember, the Dover Manufacturing Co. 
stands back of every Iron sold. Ifa heating el- 
ement should burn out it is replaced without cost. 


Greater profits, quicker turnover, satisfied cus- 
tomers are all within the reach of every dealer 
handling the Domanco. 


It is the duty of jobbers’ salesmen to see that 
their dealer customers know of this exceptional 
opportunity to-increase profits. 


Wewantto hear from jobbers and jobbers’ sales- 
men who want to know about real co-operation 
in creating and holding satisfied customers. 


EVERYTHING IN IRONS 


| 
Dover, Ohio | 
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Features on N. E. L. A. Con- 
vention Program 

The tentative program of the con- 
vention of the National Electric Light 
Association, to be held at Atlantic 
City, May 15-19, shows that im- 
portant features of this meeting will 
be addresses by Secretary of Com- 


merce Hoover; W. S. Murray, on 
‘“Hydro-Electric Power Commission 
of Ontario Report,’ and Carl JD. 


Jackson, president of the National 
Association of Railway and Utility 


Commissioners. There will be a 
symposium on the business develop- 
ment, H. L. Doherty representing 


the central-station companies; Guy E. 
Tripp, the manufacturers; W. E. 
Robertson, the jobbers; J. R. Strong, 
the contractor-dealers; W. W. Free- 
man, the Society for Electrical De- 
velopment, and H. A. Lane, the Na- 
tional Electric Light Association. 
The general and executive sessions 
held Tuesday, Wednesday, 


Thursday and Friday mornings, while 


will be 


the commercial and technical sessions 
will be held Monday, Tuesday, Wed- 
nesday and Thursday afternoons. 

* * 


Milwaukee’s Electrical Home 

The Electrical Development Asso- 
ciation of Wisconsin has been instru- 
mental in making the arrangements 
for an electrical home that was opened 
in Milwaukee April 30. It is located 
at 1292 Stowell avenue, and will be 
kept open for three weeks, during 
which time electrical interests in Mil- 
waukee will have an opportunity to 
demonstrate the many convenience de- 
vices installed. 

* * * 


Permanent Fixture Market 

It is reported that the National 
Council of Lighting Fixture Manu- 
facturers is considering the advis- 
ability of creating a permanent fix- 
ture market. In 1920 the market was 
held at Detroit; in 1921 in Buffalo, 
and in 1922 at Milwaukee, and these 
were so successful that it is thought 
that a permanent market, such as the 


IGEST OF THE NEW; 





furniture market at Grand 
Rapids, would increase the number of 
exhibitors as well as reduce the ex- 
penses incident to making displays of 
their products. 

* * * 


Safety Switches in St. Louis 

An ordinance making it necessary 
to install conduit and also safety 
switches in certain types of electrical 
construction has been introduced in 
the City Council of St. Louis. It is 
quite likely that the ordinance will 
be passed. 


annual 


* * * 


Intermountain Electrical Men 
Hold Meeting 


On April 6-7 a conference of elec- 
trical interests was held in Salt Lake 
City under the auspices of the Rocky 
Mountain Electrical Co-operative 
League, a total of 21 delegates from 
various cities in Utah and Idaho and 





BUILD NOW 


“DO IT 
ELECTRICALL 


same 





re | 





e— 
HE activity in residential 
T building and the success of 

house-wiring campaigns hag 
prompted the Society for Electri- 
cal Development to prepare a book- 
let designed to help jobbers, con- 
tractor-dealers and _ central-station 
companies interested in house-wiring 
campaigns. 

The booklet contains an outline 
of the steps necessary in conduct- 
ing a successful selling effort, and 
descriptions of resultful drives 
which have been made in the past. 
There are sections devoted to se- 
curing prospects, compiling lists, 
soliciting by mail and personal calls, 
estimating, submitting the proposal, 
and follow-up. One part of the 
booklet gives samples of sales let- 
ters and illustrates various adver- 
tising helps, such ,as lantern slides, 
newspaper advertisements, etc., 
which are furnished by the society 
from its offices at 522 Fifth avenue, 
New York City. 














iT 
> J- 





55 representatives of the different 
branches of the industry being pres- 
ent. 


The purpose of the convention was 
to discuss the extension of the league’s 
activities in Utah, Nevada, Idaho and 
Wyoming, and also to consider the 
advisability of holding an electrical 
exposition this fall. 

* * * 


Luminaire New Name for 
Portable Lamp 


There has been a great deal of dis- 
cussion during recent years in regard 
to the application of the term “‘light- 
ing fixture” to different kinds and 
styles of electric lamps, and it has 
lead to the suggestion of a number 
of terms, chief among which is the 
French word “luminaire.” The 
council of the Illuminating Engineer- 
ing Society has just approved a re- 
port recommending the adoption of 
this word to denote what has some- 
times been called a “movable fix- 
ture.” Luminaire was selected in 
preference to several coined words 
that were suggested, and a number of 
other organizations have indorsed its 
adoption. 

* * # 
Committee to Conduct Field 

Trials of Electrical Products 


The electrical committee of the Na- 
tional Fire Protection Association has 
appointed a new sub-committee to pro- 
vide for investigations and field trials 
of new electrical products in their re- 
lations to the National Electrical 
Code. The chairman is Dana Pierce, 
also chairman of the main committee, 
and the members are the chairmen of 
the ten standing committees, among 
whom the general work of code re- 
vision is divided as follows: W. H. 
Blood, grounding; W. S. Boyd, signal 
systems, wireless and lightning; A. P. 
Denton, wiring standards and sys- 
tems; W. Devereux, theaters, motion 
pictures and places of public as- 
sembly; J. C. Forsyth, fixture heaters, 
signals and lamps; G. S. Lawler, in- 
dustrial applications; M. G. Lloyd, 
outside wiring, building supply and 
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TeSlot Side Outlet 
with Cap plugged in 
34” Shell Cap 


Pull Chain a ge 
only. 











“UNIT” System teste wert Sar 
for Industrial Light and Power 


HUBBELL “UNIT” System provides a power outlet at each drop light 
over bench or machine. Te-Slots of Current Tap 3193 take standard 
cap blades. 

No new wiring is needed. Any electrician can install each UNIT in a few 
minutes. It gives convenience of a Te-Slot receptacle for each workman, 
with well-directed light upon the work; and locking guard protects the 
lamp bulb from theft or breakage. 





Write us for Circular No. 226 describing this svstem. 


HUBBELL No. 3193 


A Te-Tap for Fixture 
or Pendent 


HUBBELL “UNIT” consists of Hubbell Pull Socket Current 
Tap No. 3193 (with 3%” shell cap); Cone Refiector, Type No. 
5441 (made in sizes of 8”, 10” and 12”); and Locking Lamp 
Standard Hubbell Pull Socket Guard, Type 6653, fitting Reflector. 

(250 Watts—250 Volts) with 


Side Outlet having Hubbell Te- 
Slots (660 Watts—250 Volts) BEL|inc 


taking caps with parallel or tan- 
dem blades. Threaded socket ELECTRICAL +, SPECIALTIES 
CONN, U.S.A. 


shell fits all standard shade BRIDGEPORT 
holders. 








= 


ELECTRICAL SPECIALTIES 
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demand for a change in the rule so as 
to permit greater loads than 660 watts 
on ultimate branch lighting circuits. 
Another hearing will be held at 
10:00 a. m., May 19, in the as- 
sembly rooms of the New York Board 
of Fire Underwriters, 123 William 
street, New York City. The commit- 
tee has suggested that those who feel 
that the 660-watt rule limit should be 
retained should attend this hearing 
and express their views. 
* * * 
Legislate on Trade Association 
Activities 
One of the conclusions reached by 
the representatives of several hundred 


Nearly 500 people, most of them stockholders of the company, attended the official trade associations who met in Wash- 


opening of the plant of the Lewis Electric Co., manufacturer of “Kantshok” safety 
entrance’ switches, at Minerva, Ohio, March 17. The banquet was served right in the 


ington in April at the invitation of 


factory, followed by a dance on the second floor, and report has it that the punch Secretary of Commerce Hoover, was 
presses and shearing machines survived the jazz music very well. The man in the light that the value of so-called open-price 


gray suit near the welding machine on the extreme right is J. C. Lewis, president of 
the company, who was the principal speaker and who told of the progress already 


made by the company. 


statistics has been greatly exag- 
gerated. Secretary Hoover has en- 
deavored to give to the industry an 





services; A. M. Schoen, generating 
stations and substations; M. Schrei- 
ber, cars and railways, and A. R. 
Small, devices and materials. 

* * * 


Credit Association to Meet 

The twenty-third annual conven- 
tion of the National Electrical Credit 
Association will be held in Detroit, 
May 18-19, with headquarters at the 
Hotel Statler. All members of thi 
electrical fraternity who contemplate 
attending the convention should make 
their reservations early, according to 
W. G. Clarke, of the A. T. Knowlson 
Co., 415 Congress street, E., who is 
chairman of the entertainment com- 
mittee. 

* * * 

Large Water-Power Plant 

The Federal Power Commission has 
granted a 50-year license to the San 
Joaquin Light & Power Corp.., 
Fresno, Cal., for a hydroelectric 
power development on the north and 
west forks of Kings River in Cali- 
fornia. The project is estimated to 
call for a total expenditure of $51,- 
000,000 and to have an ultimate in- 
stalled capacity of 266,000 hp. It 
is expected that work on the first plant 


will be commenced this month. 
* * * 


Hearing on 660-Watt Rule 


Over 30 delegates from various or- 
ganizations appeared at the hearing 
called by the Electrical Committee of 
the National Fire Protection Associa- 
tion in Chicago on April 18, to con- 


sider changes in Rule 23d of the Na- idea of what associations can do, but 
tional Electrical Code, covering limita- this expression has not removed the 
tions upon the maximum load of element of fear of investigation and 
branch circuits. Many suggestions the matter of trade association 
were offered, the majority of them activity is receiving unusual attention 
assuming recognition of the general as the result of the Hardwood de- 
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RIGHT SWITCHES f 























Briggs has done more than any other cartoonist to popularize the use of elec- 
trical appliances. His cartoons in the New York Tribune and other daily news- 
papers receive the attention of millions of people. Generally he hits the nail right on 
the head, and from the user standpoint, too. One of his latest is reproduced above, 
and it brings out forcefully the inconvenience caused by not providing household 
appliances with switches. Many manufacturers are making it a practice to equip 
their devices with feed-through switches, but the majority of them are not so 
equipped. Then comes the dealer’s chance to “Sell "Em Something More,’ and 
jobber’s salesmen will do a good job if they will impress upon their dealer customers 
the many opportunities there are for just this kind of selling. 
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Riedie is high grade 
quality of the BES 
line of 


Heater Plugs 
Heater Switch Plugs 
Duplex Plugs 
Switch Plates 


We now list our No. 1150 Heater Plug 
with Push Thru Switch at 80 cents. 


Our No. 500 Duplex Plug is 
superior to others because of 
the solid interior construc- 
tion. No soldered joints. 











Manufactured by 


Henry Hyman & Co. 


476 Broadway New York 
212-16 West Austin Avenue, Chicago 





2: No. 1150 
Be Pati.—Pat. Pndg. 
dr es 
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There Is Just the Type of 


HARTFORD 
TIME 


SWITCH 


which is the best Time Switch for your 

customers’ particular purpose. 

“TYPE” “B,” (10 to 200 amp. in one, 
two or three poles ) throws the 
light ON and OFF daily, seven 
days per week. 

“TYPE” “C,”’ (10 to 100 amp. one, two 
or three poles) automatically 
disconnects the switch one day 
each week, designed to omit 
Sunday operation. 

“TYPE” “D,” (10 to 100 amp. one, two 
or three poles) arranged to 
throw lights ON and OFF two 
periods each day. (This type 
requires winding twice a week.) 

“TYPE” “E,”—Two rate meter service 
control. Especially for Central 
Station use. 

“TYPE” “G,” (10 and 35 amp. one or 
two poles ) throws on main hall 
lights in early evening, cuts these 
off at bed-time and throws on a 
series of night lights burning all 
night, and cutting these off at 


dawn. 
SHIPMENTS OUT OF STOCK 
of type ‘‘B’’ Switches in 10 to 50 
amp., single and double pole, also 
10 to 35 amp., three pole. 


Greatly improved service in other 
sizes and types. 


Bulletins sent promptly, 
A. HALL BERRY 


General Sales Agent 
71-73 Murray Street 
NEW YORK, N. Y. 


And— 
ALL JOBBERS! 











cision. A_ bill will undoubtedly be 
introduced in the Senate proposing 
that the Federal Trade Commission 
or some similar body be given the 
authority to advise trade associations 
in regard to their activity. If they 
are to enjoy certain immunities they 
probably will be made to report to 
this commission in much the same way 
as railroads report to the Interstate 
Commerce Commission. 

* * * 


Goddard Appointed Secretary 

The Rocky Mountain Electrical Co- 
operative League has appointed P. L. 
Goddard executive secretary to suc- 
ceed Charles H. Talmadge, who re- 
signed several weeks ago to become 
manager of the Western Electric Co.’s 
branch at Omaha. Mr. Goddard has 
been identified with the electrical in- 
dustry since 1913, with the Phoenix 
Construction Co., the Utah Power & 
Light Co., and the Hawaiian Electric 
Co. While in Honolulu he assisted 
in organizing the Mid-Pacific Elec- 
trical Co-operative Campaign and was 
active in the promotion of an electrical 
home there. 


* * x 
Commonwealth Edison to 
Make Extensioris 
The Commonwealth Edison Co., 


Chicago, has announced that its 1922 
construction program will involve an 
expenditure of $14,000,000. Two 
30,000-kw. generating units will be 
installed in the new Calumet plant 
and a 6-ft. tunnel will be driven un- 
derneath the Calumet River to pro- 
vide for power cables that will sup- 
ply Indiana Harbor, Whiting and 
other northern Indiana points. Four 
substations will be added to the dis- 
and 125-ft. 
towers will be erected on the Edison 
building to improve the radio broad- 
casting plant. 


tribution system two 


* * * 


Big Increase in Building 
Contracts 

Building contracts awarded in the 
27 northeastern states during March 
were valued at $293,637,000, com- 
pared to $177,472,000 in February 
and $164,092,000 in March a year 
ago. The figure for the last month 
was the largest recorded for any 
month in nearly two years. When ac- 
count is taken of the decrease in the 
cost of building operations this means 
a very much larger volume of con- 
struction. The construction volume 


index of the Engineering News- 
Record increased from 100 for Feb- 
ruary to 202 for March, which gives 
some idea of the development in this 
industry. 

The value of contracts for resi- 
dential building totaled $121,551,000, 
an increase of nearly $50,000,000 
over February and far above any fig- 
ure shown in the monthly record ex- 
‘tending back for three years. Cor- 
respondingly large increases occurred 
also in business and industrial build- 
ing and in public works and public 


utilities. 
* * * 


Court Upholds General Electric 
Lamp Patents 

The United States Circuit Court of 
Appeals for the Second Circuit has 
handed down an opinion in the suit of 
the General Electric Co. against F. 
Alexander and Alpha Laboratories, 
Inc., affirming the previous decree of 
the District Court, which held the 
Just and Hanaman patent for the 
tungsten filament lamp and the Lang- 
muir patent for the gas-filled type C 
lamp valid and infringed by the de- 
fendants. 

The decision of the Appellate 
Court is .considered of great 
portance, since the defense was raised 
that the Just and Hanaman patent 
vas not infringed because the tung- 
sten filaments contained a small per- 
centage of thoria. The conclusion 
reached by the court is that the pres- 
ence of thoria does not make the lamps 
any the less an infringement of the 
patents. 


im- 


* * * 
Heatless Light 
Heatless light, the goal toward 
which illuminating engineers have 


been working these many years, ap- 
pears almost to have been attained in 
a new sort of lamp which has been 
developed by Professor Dussaud in 
Germany. ‘The construction of the 
lamp is ingenious. It consists of a 
number of mirrors and ordinary tung- 
sten filaments. These are connected 
with the electric circuit through a 
rotating disc, fashioned from insulat- 
ing material. The current is taken 
by copper brushes from copper plates 
imbedded in this disc, with the result 
that one light after another is turned 
on and off every second. Ordinarily 
this would result in a flickering light 
which would be altogether useless, but 
by a special arrangement of the mir- 
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Jobbers’ Salesmen: ‘Tell your Deal- 
ers this “Clearsite Counter Clerk” 
will be sent free—postage paid— 
upon request. Holds retail pack- 
age and four fuses in display. Simple 
and quick to. adjust, attractive, and 
clearly tells the Clearsite story. 





This ‘“Clearsite Counter Clerk” 


will make sales still greater 


While dealers have found that the saying “Sells on Sight” is a reality in the case of 
Clearsite Fuses, the assistance offered through this display stand has been warmly 
welcomed. 


The roving gaze of the prospective customer receives the thought—“Take Home A 
Package of Fuses”—as a suggestion well made in his case; or in HER case. Sugges- 
tion meets with action. With four fuses in plain view—showing the construction that 
assures positive indication—and the convenient package that fits pockets in transit, and 

e cut-out cabinets in homes—the result is naturally only a question of making change 
for a salesman when he steps up to his customer. 


Better decide to get this stand on the counters at once. Have your customers write 
for one TODAY. 





“There Can Be No Substitute for Safety and Certainty” 
Reasons Why: 


1—Easily inspected; capacity plainly visible. 

2—Small, strong, clear window securely at- 
tached. 

3—Link melts immediately under window. 

4—“Drop-out” link an exclusive feature. 

5—Insulation cap with fluted grip. 


6—Body of heat-resisting molded insula- 
tion. 


7—No breakage thru handling or use. 
8—Light weight minimizes freight costs. 
9—Screw shell securely attached. 
10—Condition of fuse always evident. 








To sav the NAME;; to show the FUSE;; is to make a SALE. 


Economy Fuse & Mfg. Co., Chicago, U.S.A. 


SALES OFFICES IN PRINCIPAL CITIES 
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Rockies ~ ~ 
$55? in 1,000 

foot lots ~- 
95152 lots of 5000 
feet and over~ 


We pay the freight. 
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Wiremold Conduit is now made New Orleans 


in Four Wire Size as well asin 
the standard Three Wire Size. 
The new Four Wire Size enters 
all present Wiremold Fittings 
with a simple connector. 


A Price Reduction that is starting 
many new surface jobs 


IREMOLD Conduit now costs only $38 in thousand foot lots 
East of the Rockies and only $55 West of the Rockies— 
delivered from factory or warehouse stocks. 













This new Freight-Prepaid Price puts 
Wiremold Conduit in a class by itself for 
low cost surface wiring and is starting 
jobs every day that have been held up for 
months waiting for prices to come down. 
5000 enthusiastic users testify that Wire- 
mold is the easiest, the speediest and 
now by far the cheapest conduit to put in 
—ithat Wiremold does the kind of job 
a contractor can be proud of having recom- 
mended and installed. 

Only 35 simple, easy-to-wire fittings to 
meet all requirements. No expensive tools 
—just a hacksaw, screw driver and a 
bender. No special experience beyond 
knowing how to run other conduit. 

This drastic price reduction on Wiremold 
Conduit means that Wiremo!d users can 


figure rock bottom prices on surface con- 
duit jobs. It means that you will find it 
much easier to sell Wiremold. Write for 
complete information. 


THe AMERICAN WIREMOLD Co., HArTFoRD, Conn. 


WiREMOLD 


couBurt 


THE AMERICAN WIREMOLD CO., Hartford, Conn. 


Send us catalogue describing Wiremold Conduit and one 
of the rew sheets covering the big Freight-Prepaid Price 


reduction. 


Name 
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rors the light is so concentrated that 
it appears absolutely constant to the 
eye. Not-only is the amount of heat 
that is generated during the produc- 


tion of this light kept down to a> 


minimum, but a great saving in the 
current consumption is claimed. Sim- 
ilarly, the burning out of the lamps 
is avoided and their life is increased 


considerably. 
* * * 


Fixture Manufacturers to Meet 
The mid-summer convention of the 
National Council of Lighting Fixture 
Manufacturers will be held in Cleve- 
‘land, June 28-29. It is understood 
that two of the subjects to be taken 
up at the convention are the intro- 
duction of a uniform system of cost 
accounting among member firms and 


the revision of the council’s by-laws. | 


* * * 


Highway Lighting in California 

As an indication of the activities in 
highway lighting, plans are being 
made by the citizens of Santa Monica, 
Sawtell, Beverly ‘Hills and Los 
Angeles for the installation of an or- 








From the land of ukeleles is J. Lavelle 
of the Hawaiian Electric Co., Ltd., jobber 
at Honolulu. He says that business is 
pretty good, due to the large number of 
bungalows and apartments being erected 
on the islands. T. H. Davies & Co., the 
general importers of Hawaii, have just put 
up a $2,000,000 office and warehouse build- 
ing, and there has been a great deal of 
construction work for the United States 
government, which maintains a naval base 
at Pearl Harbor and an army of several 
thousand at Hawaii. Mr. Lavelle won the 
long-distance championship at the Milwau- 
kee Fixture Market last February, travel- 
ing nearly 10,000 miles to see the show. 
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Fish Wire 
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1207-1223 Columbus Avenue 
PITTSBURGH 
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PLAY BALL! 


You'll score every time and fatten your 
average when you talk Steel City 


‘Convenience Outlets 


and 


Wiring Specialties 


There's a lot that may be said 
about convenience outlets and 
wiring specialties. As the Job- 
ber knows they must be made 
right to set right, to stay right. 


Steel City Conduit Bodies, 
Outlet Boxes, Conduit Fit- 
tings and other devices needed 
in moderg wiring installations 
are made right. Threads are 
deep and sharp. The metals 
are the best for the purpose 
intended. The workmanship 
is of the highest grade—insur- 
ing good, true products. 


We show here a few of our 
‘‘Jewels.”’ More will be shown 
each month. Watch for them 
—or ketter still, write for 
Catalog. It shows the line 
complete and contains quite a 
bit of worth while information 
besides. 


ChectrreCa 





23 23 PA. 
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The T-P Panel Board 


Safety Type 


Costs Less Installed 


Every contractor has experienced the high cost of installing cheap 
material and the trouble that goes with it. 


You can show him how to avoid all difficulty by selling him The T-P 
Panel Board, for it is the finest panel board and the lowest in cost. Acces- 
sibility of connections, unit construction, patented plumb and center panel 
supports, sturdy construction of all parts, one door safety feature all mean 
money saving on the job. 

Frank Adam Quality and Service should decide the issue. Put T-P Panel Boards on 


every job and the contractor will profit on his bid and deliver a 100 per cent installa- 
tion. The Triumph T-P Type Panel Board is the trouble eliminator. 


Capacities, sizes, prices and descriptions are fully cov- 
ered in the T-P Bulletin. Write now for your copy. 


Frank “dam Electric Co. 


St. Louis, Mo. 


District Offices: Detroit, Minneapolis, New York, Dallas, Kansas City, 
Cincinnati, Chicago, New Orleans, San Francisco, Los Angeles, Seattle. 








Your Copy is Ready 
Please Say “Send It’ 





Manufac- 
turers also 
of: Major 
Systems, pan- 
el boards and 
cabinets, knife 
switches, safety 
switches, fan 
hanger outlets, 
reversible cover 
floor boxes and 

A. D. and D. CG. / 
Distribution 
Switchboards 





















namental lighting system the entire 
length of Santa Monica boulevard, a 
distance of twelve miles. It is pro- 
posed to have the installation uniform 
in design, the expansion. to be borne 
by the owners of abutting property. 
The traffic on this boulevard is ex- 
tremely heavy, frequently reaching a 
total of 18,000 vehicles a day, and the 
lighting installation is designed to de- 
crease accidents as well as add to its 
value as a thoroughfare. 


* ee. 


Pittsburgh Bowling League 
Holds Banquet 


The Electrical Bowling League of 
Pittsburgh wound up its season with a 
banquet at the Lincoln Club, April 
19. Following the dinner a number 
of entertainers made things enjoyable 
for those in attendance, most of whom 
were salesmen for jobbers and manu- 
facturers. Sam Lovett of the General 
Electric Co. seemed to be boss, and 
“Hefty” Comfort of the same com- 
pany tried out his fiddle. Jack Fin- 
nicum and Carl Dunklee of the 
Western Electric Co. also were very 
much in evidence. As Abe Martin 
would say, a riotous time was had by 


all. 








J. S. (Joe) Greer, superintendent of the 
Electric Appliance Co., Dallas, Texas, 
can’t say that no one has his number now. 
Well, everybody seems to have it for that 
matter because if anybody has a particu- 
larly unpleasant job to do they wish it 
onto Joe. Joe is a brother of Harry 
Greer, sales manager of the same com- 
pany. 
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| You Fight ‘em 


they'll Light 





We have just printed a new 


bulletin, entitled 
Good 


‘A Sign of 
Hlumination” 


— it’s about illuminating signs. 
Send for it today 
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There are thousands upon thousands of signs on roofs, side walls,-across the fronts of buildings; 
along with many industrial bulletin boards and miles of industrial fencing that make immediate 
opportunities for wiring jobs and the installation of a lot of electrical material. Sales work on 


Benjamin Elliptical cAngle Reflectors 


pays its way, for the jobber, for the contractor and the fellow who pays for the job. We are 
calling the attention of industry to the necessity for this kind of lighting—nation-wide advertising 
is paving the way for you with your.prospects. Tie in with Benjamin and the Elliptical Angle 
Reflector. Any one of our offices will be pleased to hear from you, give you the glad-hand and 
fill you full of selling spirit. 


‘em 














Benjamin Elliptical Angle 


v« 
. j 
and p 


Reflectors 








BENJAMIN ELECTRIC MFG. COMPANY 


247 W. 17th Street, New York 





847 W. Jackson Bivp., Cuicaco 


580 Howard Street, San Francisco | 































58 THE JOBBER’SfA|SALESMAN 





These 
Genuine Luminous 
Radium Products 


Are Sales and Profit Repeaters 


THE LUMINITE % 

PENDANT @ 
eliminates proping, in -the 
dark for the electric light A 
pull chain or key socket. aa 
Saves the nerves and shins. 
Sells on sight. Specify in 
your order whether you de- | 
sire the pendant for the t, 
chain or key socket. 





Retail DS¢ 


THE LUMINITE 
BELL PUSH BUTTON 
is made of crystal and fin- 
ished on the inside with 
luminous material; absolute- 
ly weather and water proof. 
Visitors can always find the 
door bell in the dark with- 


out striking, a match. 








Recall D5¢ 


THE LUMINITE 
SWITCH LOCATOR 


lights the way in the dark to 





that ever elusive wall switch. It 


is attached by removin?, one of Luminosity 
the screws in the plate and plac- Guaranteed 


ing, the locator on it as you would '5 Years 
a washer, then replacing, the 
screw. It is most practical and 








attractive. 





fret 5 
Price 
They go over big with the dealer, because they attract the trade to his store and 
sell on their obvious merits of utility and luminosity. 


This has been the invariable experience of every jobber handling these products. 
POPULARLY PRICED WITH LIBERAL DISCOUNTS TO THE TRADE. 


Artistic theft-proof display card and E. S. J. catalogue inserts supplied. 


Write us today for samples and prices. 


MANUFACTURED BY 


THE LUMINITE CORPORATION 


24-30 Scott St., Newark, N. J. 














Better Teamwork for 
More Business 
(Continued from page 10) 
the jobber should take cognizance of 


| this fact. 


It seems to get back to the saying, 
“Tf. a man needs a thing he pays for 
it whether he buys it or not.” The 
manufacturer, the jobber and_ the 
dealer need business—it must be paid 
for. 

Summing it all up in a paragraph, 
the correct course for the jobber to 
pursue in doing business with the 
dealer, as I see it, would be this: 

Estimate, first of all, the measure 
of sales resistance that the dealer 
must overcome in merchandising a giv- 
en product to the public. Then deter- 
mine how much help that dealer will 
require in order to dissolve that sales 
resistance. Then supply that co-oper- 
ation and a little more for good meas- 
ure. 


Solar heat and water power will 
cupply all the electrical energy 100 
vears hence. There is no use of 
worrying about coal. 











After waiting around New Orleans for 
about a week the photographer managed 
to catch Colonel C. Robert Churchill, pres- 
ident of the Electric Appliance Co. of 
New Orleans, when he wasn’t either on a 
fishing trip or at the Pickwickian club (or 
something of that sort). The Colonel may 
be a bachelor but he never gets lonesome 
with “Casey”, his 50-pound (more or less) 
Thomas cat around. 
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Firing the first guns 
for “Better Lighting— 
Better Business” 


»— 


the campaign that means more business for you 


ODAY the merchants in your city 

are wondering how to increase sales 
and reduce selling costs. Tell them: 
“Better Lighting.” 


Seven out of every ten of those mer- 
chants are losing sales and increasing 
selling expense because of their present 
lighting. Sell them Better Lighting. 


Selling Better Window and Store 
Lighting this year means 
more business for you— 
and the best kind of busi- 
ness. For when you sell 
Better Lighting to a mer- 
chant, you sell: 


EDISON 


1. Show window 5. Wire. 
reflectors. 6. Conduit. 

2. Color attach- 7. Outlet boxes. 
ments. 

3. Spotlights 8. Panel boards. 

4. Fixtures (Glass- 9. Switches. 
ware, sockets, 10. Edison Mazpa 
holders, etc.) Lamps. 

* * * * 


Every resource of our Advertising and Sales 
Departments is at your service to help you 
sell better window and store lighting. We 
have prepared a complete campaign for the 
use of those Edison Mazpa Lamp Agents 
and Distributors’ salesmen who are ready 
to go after this business. For particulars, 
write at once to our district office serving 
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Floodlighted Statue 


SIEENT WATCEM AN 
YY YA 








Are your dealers prepared 
to make 


Floodlighting Installations? 


Up-to-date contractor-dealers who carry floodlighting 
projectors in stock find they have a ready sale. 


Construction companies use floodlights on night work. 
They illuminate dark corners and yards of factories to 
good effect especially during unsettled times. 


Cities use floodlighting projectors to illuminate traffic 
policemen, making their signals more effective. They 
are also used to light playgrounds and skating rinks 
and they bring out by night the daytime beauty of 
statues and public buildings. 


The installation of G-E Floodlighting Projectors means 
a job for the contractor, renewal lamp sales for the 
dealer and a good revenue for the central station. 


The General Electric Company is ready and willing 
to give dealers all possible aid in the sale and proper 
installation of floodlighting apparatus. 


General@Ele ctric 


General Office 
Schenectady. NY 


Com pany ail large cities 





35C-73 
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Houses are sold for homes 


Electrical Contractors 
make houses into homes 


Every builder or real estate agent knows that, provided 
the location of a house is pleasant, it is the conveniences 
G-E Tumbler Switch in it which make it attractive to purchasers or renters. 











And of all conveniences, none is more important in the 
home-maker’s eyes than the wiring. 


When the electrical contractor talks wiring with the build- 

ing contractor, architect or owner of an unwired house, 

L he should emphasize these facts and not accept less con- 

G-E Convenience Receptacle sideration than is given plumbing or other details of home | 

equipment. | 
| 





The sentiment in favor of complete wiring will be 
strengthened and extended by the broad advertising of 
the General Electric Company to home owners, home 
builders, architects and building contractors. 


By urging this attitude of mind upon electrical contractors, 
the Jobber’s Salesman can perform a real service to 
veel y > pee the industry and help himself to larger orders 


~General@Electric 


G 1 Office Sales Offices in 
Schenectady, NY O IM Pp an y all large cities 41-179 
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Sell ’em 
the whole 
layout! 


EREIST No Hace 


PORTABLE USTABLE 


ALL2 PS, 


HE above assortment contains, Juniorlites, Greist Lamps 
and Wallace Lamps—plus a life-size cut-out of Miss Lotta 
Light reading her favorite book. Everyone stops to look at Lotta 





—they just can’t help it. 


\Vith this appealing display you can sell a dozen lamps instead 
and make every trip a “cleanup!” 





of a few samples 


These unique lamps find hundreds of uses in every home, no 
matter how many other lamps are there—because of their won- 
derful adaptability. Made in Brushed Brass, Bronze, Verde, 
Antique, Ivory, Nickel and Colored Enamels. Dealer and job- 
ber profit good. 


Have your house write for Special Assortment 
Offer 312-J whether you have the line or not. 













THE GREIST MFG. CO. 


NEW HAVEN, CONN. 


Specialists in Precision 
Manufacturing since 1871 





These 

Lamps 
STAND 
HANG 
CLAMP 


Anywhere | 
| 


Juniorlite 
In Brushed 


Brass, 





Any Angle 











“Light 
where you 
want 





it”’ 
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Working With Dealers 


(Continued from page 17) 


touch with each other, which will 
operate to produce intelligent friendly 
competition and eliminate that of a 
cut-throat and ignorant character. 
Many years ago we learned that 
organizations established for the pur- 
pose of entirely eliminating com- 
petition were not only dangerous but 
were incapable of perpetuation. So 
we became willing to admit the truth 
of the statement that competition is 
the life of trade, provided we might 
modify the statement by prefixing to 
it the word, ‘intelligent.’ This has 
been the constant endeavor of the 
Memphis Electric League; namely, to 
promote intelligent competition among 
its members. g 

“Our entire co-operative campaign 
is based on the premise that electricity 
is more or less a specialized business 
and that it can best be made to serve 
the public through the medium of ex- 
perts. With this in mind, we pro- 
ceeded upon the theory that it was 
not to the best interests, either of the 
public or the electrical industry, to 
have electrical products delivered to 
the public by non-electrical people. 
This resulted in the adoption of our 
slogan: “Buy Electrical Goods at 
Electrical Stores.”’ At first sight this 
slogan may appear more or less selfish, 
but we maintain that legitimate con- 
tractor-dealers can serve the public 
more intelligently and more efficiently 
than can non-electrical dealers. At 
the same time the jobbers can do a 
better job for the manufacturers. 

“The principle obstacle that we had 
to overcome was the fact that the 
electrical contractor-dealer, as a rule, 
represents a small investment, and 
individually can do things only in a 
small way. A number of our non- 
electrical competitors, on the other 
hand, were pretty big people, and the 
amount of newspaper advertising that 
they do is rather stupendous. We 
recognized, of course that the best 
method of conveying our message to 
the public was through the medium 
of newspaper advertising, and that it 
would take the combined efforts of all 
of us to compete successfully with our 
non-electrical competitors. 

“With a rather extensive campaign 
in view, we employed the services of 
a competent advertising counsel, who 
laid out a campaign extending over a 
period of twelve months and involving 
the expenditure of approximately 
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This is one of a series of advertisements 


How 
We Build Business 


Around Lighting won AP WOR 


written by men in the field who know best the 
way to Build Their Business Around Lighting, 
and whom experience has taught that such 


business building is extremely profitable. 


NATIONAL MAZDA LAMPS 
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DUNCAN 
A. C. WATTHOUR 
METER 
MODEL M2 





The only meter that will accurately 
operate on all loads above 5% of its 
capacity with its upper bearing re- 
moved. This feat is impossible with 
any other meter ever made, and is due 
to the center of gravity of its disk being 
so low—a very important and well 
recognized qualification. 





Duncan Electric Mfg. Co. 


Lafayette, Indiana 











$6,000. Taking stock of ourselves, 
we found that if the jobbers would 
contribute $100 a month each, the 
large dealers $30 a month, the small 
dealers $20 a month and the exclu- 
sively electrical contractors $20 a 
month, we could foot the bill. Ac- 
cordingly, we agreed to proceed on 
that basis. The first year’s results 
justified our expectations to such an 
extent that we continued the campaign 
for another year, and this is the third 
year of our campaign. 

“Of course, we were fortunate in 
securing the services of an expert ad- 
vertising writer, who, we believe, put 
his whole heart into the work because 
the idea of co-operative advertising 
appeals to him. I understand that 
his success with the Electric League’s 
work has made quite a name for him 
and that he is now retained by a num- 
ber of other organizations that are 
going in for co-operative advertising 
campaigns. 

“I believe that the co-operative ad- 
vertising idea, embracing, as it does, 
the large displays we are able to make 
and the expert talent employed in 
building the advertisements, has re- 
sulted in saving the electrical merch- 
andising business of Memphis to the 
electrical contractor-dealers. It seems 
to me that if campaigns of this char- 
acter could be put on throughout the 
country we would soon cease to hear 
the charge that the electrical con- 
tractor cannot be made into a retailer. 
The efforts made in Memphis can only, 
of course, have local influence, but if 
the entire nation could be influenced 
in a similar manner it is my belief that 
the future of the industry would be 
correspondingly safeguarded. 

“The carrying on of a campaign of 
this character is not expensive when 
the cost is divided among a large num- 
ber of interested firms. The principal 
difficulty is in getting the movement 
started, which usually must be done 
by one or two individuals of strong 
purpose and with a supreme disregard 
for discouragement. In dull times, 
particularly, it is difficult to keep 
the campaign going, but that, of 
course, is the very time when it should 
be worked the hardest. The services 
of a competent advertising counsel are 
indispensable, and a campaign should 
be started unless such services are 
available, because the time will event- 
ually come when the advertising com- 
mittee, who are not experts in adver- 
tising, will feel themselves at the end 
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Where a Flat Switch is Needed 


Where design dictates the flat or shallow wall bracket plate 
—a switch designed especially for such fixtures is now avail- 


able,—the C-H Shallow Canopy Switch. 


This switch measures less than 14-inch over all including 
the wires—and is only 15 /16-inch in diameter. It can, there- 
fore be used in very shallow canopies without the necessity of | 
cutting away the plaster when installing. | 
With the addition of this new switch to the well-known 
push-and-pull types, the C-H line of Canopy Switches will 
now take care of all conditions. 


C-H No. 7147 is for sheet metal canopies. 
C-H No. 7148 is for cast metal canopies. 


Carried by Electrical Supply Jobbers. 





C-H No. 7147 Shallow 
Canopy Switch THE CUTLER-HAMMER MFG. CO. 


Switch and Specialty Dept. 
Works: Milwaukee and New York 


Offices in principa! cities. 


Tea Can nopy Switches 


Rotary Operation 
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“GQNILETS” 


Res US. Pat. Office 





“A fitting for 


every requirement’ 





requirements. 





When you put your foot inside your cus- 
tomer’s door; when you meet him face 
to face in the battle of business you can 
bring Appleton Products to the front on 
a four-square, no apologies basis: 


“Unilets” and other Appleton Conduit Fit- 
tings have been designed to meet electrical 


No matter what the difficulty or unusualness 
of the wiring problem, there is a fitting for 
the purpose made and intended. 


The line is complete—that’s your first stake 
in any argument. 


“Unilets’” and most other Appleton fittings 
are made of steel. 
because they are lighter and there is more 
wiring space, and that’s a big item. 


They are handled easier, 


“Unilets” are furnished in either Black En. 
ameled or Hot Galvanized finish. Other fit- 
tings in Black Enameled or Electro-Galvan- 
ized, according to where they are to be used. 


You'll be better satisfied with your own 
judgment than our say so, if you'll look 
over our catalog and check us up. Will 
be glad to send you one. Write today. 


APPLETON ELECTRIC COMPANY 
GENERAL OFFICES AND FACTORY: | 
1703 Wellington Avenue at Paulina 
CHICAGO 








The Plant 
Behind 
Appleton 
Pr-ducts 








Appleton Products 
{Include: 


“Unilets,” Outlet 
Boxes and Covers, 
Laundry Fittings, 
Locknuts and Bush- 
ings, Meter Terminal 
Fittings, Entrance 
Fittings, “Pa grip” 
Metal Molding and 
Fittings, Conduit 
Clamps and Hangers, 
Switch Boxes, Auto- 
Reelites and Reelites. 





of their row, and then the campaign 
will stop with a lot of good effort gone 
to waste. 
adveitising counsel is as good as a 
salesman of advertising as we are of 
electrical goods. 

“After two years of advertising 
the abstract idea of teaching the public 
to buy electrical goods at electrical 
stores, it was decided that the t'me 
had come to be more specific. So 
this year we made a new depart- 
ure, and besides advertising the gen- 
eral idea of the campaign, the elec= 
trical pages contain the individual ad- 
vertisements of the members of the 
league. We do not know how it is 
going to develop, but we feel that the 
people of Memphis have become 
thoroughly imbued with the meaning 
of our slogan, and that it is now time 
to tell them not only where each mem- 
ber is located but what each has to 
sell.” 

That is how Herstein told it, and 
without any interruptions. But if you 
read between the lines like I listened 
between the words, you can guess who 
was one of those “one or two in- 
dividuals of strong purpose and with 
a supreme disregard for discourage- 
ment.” 

Accomplishment and modesty seem 
to go hand in hand. At least they 
do with “Bill” Herstein. 





Selling a Campaign 
(Continued from page 12) 
not only sells the campaign to the 
dealers but interests the jobbers 
themselves in co-operating to increase 
the volume of retail sales. Then, too, 
“Sell "Em Somthing More” ties in 
directly with the “More Business— 
Better Business” movement being or- 
ganized- by the National Electric 
Light Association in conjunction with 
manufacturers, jobbers, contractors 
and dealers. 

The necessity for additional stimu- 
lation in retail selling is being recog- 
nized. The dealers will eventually 
respond, just as the public will re- 
spond to better selling methods. Let 
“Sell "Em Something More” be their 
slogan. 





The first practical electric railway 
line in this country was started in 
Kansas City in 1884. There were 
thirteen electric street railways in the 
United States, with forty-eight miles 
of track, January 1, 1888. 


ee. x 


We have found that our. 
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2 Models 
Now 









Retails at 
$10 Complete! 


Get Behind This Fast-Selling 
STAR ELECTRIC FAN! 


The Star Electric Fan—now 
made in two models—con- 
tinues to be the most popular, 
fastest selling electric fan ever 
produced. Retailers are order- 
ing them in large quantities— 
and it will be only a short time 
before the sweltering public 
will be making thousands of 
purchases. 


Finished in sparkling nickel, 
with trouble-proof motor. 8-in. 
fan blades and 6 ft. of cord. 
The Star is a super-value at its 
remarkable retail price of $10. 
Remember two models now 
being manufactured; Univer- 
sal type motor—for any cur- 
rent. Induction type Motor— 
for Alternating Current. 


Fitzgerald Manufacturing Co., 


Torrington, Conn. 








Other STAR 
Electrical Leaders:— 


The famous Star Electric Massage 
Vibrator—Retails .................... $5.00 


The Star Electric Hair Dryer—A 
wonderful seller! Going big every- 
where—Retails ...................... $12.50 


Star Violet Ray Outfits. Three fast 
Oe ene oc 
AC aR: $12.50, $25.00 and $50.00 
Star Electric Toaster. Reversible 
type. All nickel finish—Retails at 
ae eae a See $5.00 


Star Electric Heaters. Two remark- 


able items................ $5.00 and $9.00 














| 
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The Type ‘“‘C” 
Enclosed Switch 


it im 


- 





Notice the operating mechanism— 


large cast iron handle, heavy strap-iron cross bar, strong 
barrel-type spring. A strong combination where strength 
is needed. Even if the contacts were badly burnt (the 
positive quick break goes a long way to prevent this, how- 
ever) the switch could be operated on account of this 
rugged construction. Don’t overlook this selling point. 


The rest of the switch is made just as well. Armco Ingot 
Iron box-baked enameled. finish—heavy copper parts— 
generous wiring space. 


And the price is about the same as what it costs to 
install a knife switch in an ordinary iron box. 


This is only one type of a complete line. Send for in- 
formation on other types. 


The Trumbull-Vanderpoel 


Electric Manufacturing Co. 


Incorporated 


Bantam, Connecticut, U. S. A. 











Possibilities of a Jobber’s 
Salesman 
By Fred K. Bybee 
Erner & Hopkins Co., Columbus. 


MUST confess that for a long time 

I held a mistaken idea as to the 
possibilities of a jobber’s salesman. I 
think it was largely due to that nar- 
row-mindedness found in so many of 
us, and which leads us to see only the 
good things in the other fellow’s job 
and the bad things in our own. 


I'll venture to say that most every 
jobber’s salesman has often pictured 
in his mind the manufacturer’s repre- 
sentative perched up there on _ his 
throne in terms something like this: 
“That fellow is a real salesman; only 
stops in the big towns, puts up at 
swell hotels, eats three-dollar meals, 
travels in chair cars and only calls on 
a few large concerns, thereby giving 
him the chance to build up a business 
acquaintance with the big men of our 
industry. He has just one thing, or at 
most, one line to know and concentrate 
on. That’s what I call a real position 
instead of a job like I’ve got.” This 
is our usual conclusion. 


Now, I claim this so-called bed of 
roses has numerous thorns which pro- 
trude through and stick you all the 
time you are trying to enjoy the roses. 
The jobber’s salesman is usually in 
the office once a week. However, the 
road man who makes trips of several 
months duration cannot possibly keep 
that personal touch with the inside or- 
ganization which I, for one, cherish 
very much and believe to be a great 
help to any salesman. To me, it is 
just like diving under water on Mon- 
day morning for a five-day hunt for 
profitable “fish,” then coming up Sat- 
urday for a fresh supply of oxygen, 
received through a short sales confer- 
ence and rubbing elbows with the rest 
of the boys. Summed up, it merely 
means a good-sized injection of PEP. 

Speaking of water, this long-jump 
type of salesman doesn’t get over his 
territory so often and _ naturally 
doesn’t get so intimately acquainted 
with his trade, and I’ll wager that he 
has a whale of time finding out where 
to get a drink. He receives telegrams 
to jump hundreds of miles here or 
there, which means a good thany 
nights on the sleeper—sleepless nights 
they would be for me. He gets to 
spend most of his Sundays and holi- 





days by himself, possibly out in front 
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Capitalize the Improving Conditions 


O observant business man can fail 
to see increasing evidence of 
improvements in business condi- 

tions. The iron and_ steel situation, 
always a great barometer of business, has 
been steadily improving. The prices of 
farm products are now much nearer in 
line with the prices that the farmers have 
to pay for their needs. The farmers’ out- 
look in all districts is brighter today than 
for nearly two years past. 

Are you getting ready to go after busi- 
ness efficiently, and aggressively—and 
economically—when the new crop. comes 
to market? 

The mills that have been putting off even 
necessary purchases for the last year or 
two will have to buy a good deal to get 
their equipment into shape. Other things 
being equal, the jobber who puts a new 
general catalogue into the hands of the 
buyer this Fall, is going to get the lion’s 
share of the business—particularly the 
mail orders which are the most profitable 
orders of all. 

As business gets better nothing else 
will equal a new catalogue in helping your 
salesmen cover your territory thoroughly. 
Such a book will make itself felt immediately. It 
will continue to work for you for three or four 
years. And yet it would not cost you more than a 


couple of extra rounds of calls by your road sales- 
men—if that much. 


This is not the time to experiment. You don’t 
have to gamble with your catalogue investment. 
You will buy proven quality, and the best there is 
in catalogue compiling experience when you turn 
the production of the book over to Donnelley’s. 
For the better handling of your catalogue work, we 
are again increasing our facilities. At this writing 
we are compiling catalogues for 83 jobbers of 
electrical, mill, plumbing and automotive supplies, 
indicating that many other jobbers have already 
got work under way for adequate catalogue repre- 
sentation when the new crop gets to market. 

A Donnelley layout man is ready to go over the 
matter with you without obligation. 





A DONNELLEY CATALOGUE 


T will take very little tume from 
your regular work to tissue the 


new catalogue by the Donnelley 
method. Our layout man will bring 
to your office a classified set of proofs 
of our many thousands of standing 
pages of electrical supplies. In two or 
three days he will list your selection 
of goods and will then submit a pro- 
posal on a catalogue “built to your 
measure.” Through our large highly- 
specialised organization you can, with 
the very minimum of demand on your 
time, have a catalogue ready for dis- 
tribution late this Summer, or in the 
Fall, if you take action at once. 


R. R. Donnelley & Sons Company 


Jobbers’ Catalogue Headquarters 


731 Plymouth Court 


CHICAGO 
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“the PAD dependable” 


MEMBERS of the E.S.J.A. 


who returned from their Hot 
Springs’ conven- 
tion with new en- 
thusiasm and new 
sales ideas, 
find real merit and 
sales opportu- 
nities in the 
““Standard”’ Line 
of Heating Pads. 


will 


Three Heat 12x15 
$9.00 List 


Made in 110V, 220V 
and 32V. 


Talk “Standard” Pads to your dealer- 
} customers, and drive home these 
facts—that they are made right, 
priced right and are highly profit- 
able to sell—that the reasonable 
price represents unusually good 
value, and is a business produc- 
ing asset for dealers who sell 
“Standards.” 








And every pad that leaves the factory, 
is backed by an absolute two-year 
guarantee of service and quality. 


* Get our 
proposition 
today—it is 
RIGHT 


Standard Electrical Appliance Co. 
Beverly, N. J. 


Manufacturers of Heating Pads Exclusively. 




















of the hotel, watching the home folks 
going out for the day. Those long 
trips are also conducive to the loss of 
that desire, born in all of us, for a 
certain amount of home life. 

At first thought, the future of a po- 
sition on the road with a large manu- 
facturer impresses you most favorably 
—and why shouldn’t it? The future - 
is there; any job is just what we make 
of it, but I claim the general impres- 
sion has been that a transfer from 
jobber to manufacturer -is a step 
ahead. It might be, but not necessa- 
rily so. 

Road men are divided into three 
classes. First, of course, comes the 
real traveling salesman; second, the 
order taker, and third, the ‘maker of 
towns.” We should all be in that first 
class, more so now than ever before. 
A few months ago, I was riding with 
another salesman in his car. Suddenly 
it stopped. “I’m out of gas,” he said. 
I got out, expecting to walk, but he 
merely raised the seat, opened the 
emergency tank, and we were on our 
way. 

A party of tourists were climbing 
the Alps. In the party was a man who 
had reluctantly brought his ten-year- 
old son along. This boy was the life 





SAG: aT, IEE NS 


“All right, Abe—look pleasant—just as 
though somebody was handing you an or- 
der,” were the instructions to A. A. Skel- 
ton, of the Southwest General Electric 
Co., Dallas, as he posed for the pho- 
tographer. But Abe was thinking how 
hungry he was for his noonday beans and 
simply refused to smile. 
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of the party at first, but later became 
very tired and complained about it 
several times. Finally he said, as they 
were nearing the top, “I'll wait here, 
just can’t go any higher.” One of the 
men picked up two sticks, gave one to 
the boy and said, ““That’s your horse, 
and here’s mine, let’s race to the top.” 
The boy won the race, but how? 
Hasn’t the Creator supplied us all 
with a reserve tank of energy? He 
has without a doubt. How many of us 
have ever drawn on that supply? 

There has not been a time in recent 
years when it was more necessary to 
do so than now. Our efforts must be 
raised to the Nth degree if we expect 
to make this year a successful one. 
This should not be a distasteful task, 
as the amount of real pleasure one 
gets out of his job is due entirely to 
the work he puts into it. By applying 
himself properly, the jobber’s sales- 
man can make himself, at least, a near 
specialist in the lines that require in- 
tensive selling. After numerous trips 
with factory specialists, I find it sur- 
prisingly easy to grasp their selling 
arguments and use them successfully 
when alone. A general knowledge of 
the more common lines is sufficient. 
Salesmanship, however, is necessary 
at all t'mes. 

Your area of possible progress is 
unlimited. In fact, the limitations are 
measured only by your own vision. 





Electrical Home at Pittsburgh 

Through the efforts of the Electric 
League of Pittsburgh arrangements 
have been made for the erection of an 
“Electrical Home” in one of the resi- 
dential districts of Pittsburgh. It will 
ke the first one that has been opened 
in that es and the Electric League, 
of which J. H. Van Aernam is presi- 
dent, mints that considerable im- 
petus will be given to the installation 
of convenience outlets and electrical 
labor-saving devices in Pittsburgh 
homes. 





Electrical Engineers and 
Electricians 

Figures from the 1920 census in- 
dicate that there were 27,077 elec 
trical engineers engaged in the prac- 
tice of their profession in this coun- 
try. This compares with 15,278, the 
number shown by the 1910 census. 
In 1920 there were 212,964 elec- 
tricians, as compared with 120,241 in 
1910. . 











Here’s a Fuse Test That 
Will Convince Your 


Hardest 
Prospect 









































Try this argument on the hardest 
prospect on your list—the fellow who 
tuys nothing on anybody's “say-so” and 
insists on being shown. 


Tell him to take four different makes 
of Renewable Fuses and try them out 
under exactly the same _ conditions— 
one “Union” against any other three 
makes he chooses. Tell him to put all 
four to the same test—the harder the 
better—and keep tabs on the number of 
blowouts each will withstand and com 
pare them for ease and time in renew- 
ing, for reliability of operation, etc. 


Then put it up to him, fairly and 
squarely, that if the “Union” doesn’t 
withstand more blowouts—if it doesn’t 
prove superior in every point—he can 
send all four fuses to you and you'll 
give him a check covering their cost. 

We'll back you up in the matter—we'll make 
good to you if the “Union” loses But w 
know that we're safe on that—we know that the 
“Union” won’t lose—for “Union” Renewable 
Fuses have repeatedly and consistently won th 
victory in all competitive tests 


With this argument you are placed in a 
mighty strong position when you talk “Union” 
back up your talk with the irrefutable proof o 
cor parative performance. 


Why not snd fer full information regarding 


osition? What's your name and address? 


Chicago Fuse Mfg. Co. 


Manufacturers of Switch ani Outlet Boxes, 
Cut-Outs Bases, Boxes, Fuse Plugs, 
Automobile Fuses, Renewable and 
Non-Renewable Enclosed Fuses 


Chicago New York 


REN EWABLE_ 





Fuses to a customer Because you can always 


“Union” Fuses and our Special Jobbers’ prop- 
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Ln Lax pression of 
Jobbing Judement 








ILLIAMSON-made 
Lighting Fixtures are 
carried in stock in large 
quantities 1n over forty 
different Jobbing Centers. 


R. WILLIAMSON & Co. 


NEW YORK CHICAGO SAN FRANCISCO 
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HY do Forty of the 

Foremost Legitimate 
Jobbers of the Country 
Merchandise Williamson 
Lighting Fixtures? 


Because the Williamson Policy 
provides 100% Protection to 
Jobber, Dealer and Consumer. 


More than 400 salesmen are daily 
presenting Williamson Lighting 
Fixtures to the trade. . 


R. WILLIAMSON & Co. 


NEW YORK CHICAGO SAN FRANCISCO 
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BRUNT 


Highest Quality 


PORCELAIN 


KNOBS, 
TUBES, 
CLEATS, 
SPECIALTIES 


DRIVE-IT KNOB \ 



























BRUN 





AMERICAN REPRESENTATIVES 


ST. LOUIS, MO NEW YORK, N. Y. BIRMINGHAM, ALA 
C. H. Wallis & Co W. D. Stewart W. H. Beaven 
1409 Syndicate Trust Bldg. 1123 Broadway Jeff:rson County Bank Bldg. 


PORTLAND,OREGON 
C. R. Dederick 
342 Sherlock Bldg. 


SAN FRANCISCO, CALIF. 
Kerr Sales Agency 
663 Mission Street 


CHICAGO, ILL. 
Edward F. Meyers (Sales Manager) 
305 Marquette B!dg 


CANADIAN REPRESENTATIVES 


rORONTO, ONTARIO WINNIPEG, MANITOBA 
Duggan Import Sales Co Russell, Fowler Co. 
163 King Street, West 306 Notre Dame Avenue 


The Brunt Porcelain Company 
Columbus, Ohio 
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Looking fcr “Something That 
Will Sell’’ 


I know a salesman who has changed 


| lines at least a score of times in the 


| last twelve months. 


He is always 
seeking “something that will sell.” 


| And he hasn’t found it yet! Time and 


doesn’t want to buy anything! 


again this man has taken up some 
promising item, only to drop it; he 
concluded it “wasn’t what the public 
wanted to buy.” 

This chap hasn’t yet mastered a 
truth: The public 
To 


fundamental 


_buy a commodity or a service one 


must part with money. And parting 
with money is “ag’in’ nature.” 

In this day and time things are not 
They must be sold. And it 


isn’t so much what you sell as how 


bought. 


you sell it. 

There’s a certain man down East 
who sells a little device no larger than 
a thumb-print. Nine men out of ten 
would “Aw, that’s not worth 
monkeying with.”” But this tenth man 
makes a mighty good living from it. 
How does he do it? I'll tell you. He 
puts Iamself into the sale! When he 
starts to talk about that little jigger, 


say, 


‘the fighting light comes into his eye. 


He is battling for business, and he 
Somehow 
you just know he believes in what he 


doesn’t care who knows it. 


is selling, believes in it with all his 
heart, soul, body and gizzard. And 
that’s the attitude that makes a man 
the check-signing fountain 
pen and say, “All right, I reckon I'll 


produce 


| take it.” 


| se'l it. 


I don’t mean to imply that a sales- 
man can take any old line and go out 
and make a whirlwind success of it. 
But I do not say that a lot of us 
fellows in the selling game put too 
much stress on the thing we are sell- 
ing, and not enough on the way we 
Get a line that you believe in; 
then stick to it, and go out after orders 
with all your might and main. 

“Even the match business,” 
Harriman, “is a good business—if you 


said 


can sell enough matches !”—Maxwell 


| Droke in How to Sell. 








Patents on electrical devices have 
never amounted to very much. If a 
thing is good it is copied or improved. 
Edison is credited with saying that “‘a 
patent gives you a right to go into 
court and fight for it.” If patents 
were good there would be fewer licen- 
sees and licensors, and more com- 
petition. 
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For Household 


Laundries 


and ironers impose hard service 
on the attachment cord in ordi- 
nary use. To insure dependable 
performance, the Hurley Ma- 
chine Co. (as well'as many 
other manufacturers) has stand- 
ardizd upon PARANITE 
special washing machine cord. 
PARANITE cord for this use 
is a special product having un- 
usual flexibility and strength, 
and provided with a durable 
waterproof covering. It’s as 
convenient as the convenience 
outlet in the baseboard, for it’s 
right in every detail. 


Indiana Rubber & Insulated Wire Co. 


Jonesboro, Indiana 


Chicago Office: 210 So. Desplaines St. 
New York: The Thomas & Betts Co.,63 Vesey St. 
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The Beautiful Lamp Ette 
and the Electric Store 


The beautiful Lamp Ette is- a profit 
maker for the Electrical Dealer. It 
displays itself no matter where it is 
hung because of its wonderful adapt- 
ability for so many uses. It fits right 
into the Electric Store without the 
need of tying up much money in slow 
moving stock. 


The Beautiful 





Trade Mark Reg. 


is an attractive lamp attached to a rich 
q silk brocade braid with an ornamental 
U. S. an ' plaque at the other end, which acts as 





Foreign a counterweight. The beautiful Lamp 
Patents Ette may thus be draped scarf-fashion 
Pending. over a chair or head of the bed, to 


serve as a reading lamp or it adds a 
touch of charm to the room when used 
as a wall bracket lamp. 


The beautiful Lamp Ette in the most 
desired colors and finishes retails at 
$10.00; West of the Rockies, $10.50; 
Canada, $10.75, with liberal discounts 
to the trade. 


The Message for May 


The electrical magazines for May are carrying the 
above message to electrical dealers about the Lamp 
Ette. In addition a direct by mail campaign is telling 
them more fully the sales possibilities of this quick 
seller. Results are coming in and the Lamp Ette is 
going over in a big way wherever it has been intro- 


duced. 


We want this business to come through the Jobber. 
It is profitable. It comes without a great amount of 
sales effort. You will appreciate this once you have 
seen the beautiful Lamp Ette. For this reason, we will 
gladly ship you a Lamp Ette on approval for your in- 
spection. This will be billed to you at the Jobber’s 
gross lot price. If you wish, the Lamp Ette may be 
returned at our expense and you will be under no 
obligation. Better write for the sample today. 


Colonial Lamp & Fixt 





New York Sales Office, 225 Fifth Ave. 
Representative: Arthur H. Poynter 


Canadian Rights Controlled Exclusively by 
Crown Electrical Mfg.~Co., Ltd., Brantford, Ont. 


ture Works, Inc. 


5643 Lake Park Ave., CHICAGO, ILL. 

















Shorty Works a System 
By Jim Homer 


EAR TED: 
You've been around quite a 


bit, and doubtless have saw 
somewheres in your travels a few of 
these birds that claim they can tell you 
what you amount to by sizing up the 
topography of the battlefield what the 
barber runs his shears and slides his 
razor over. If your forehead sticks 
out over your eyebrows like the front 
porch of a bungalow, that stands for 
determined, wilful, high-power brain, 
& ete. If your chin sort of shelves off 
easy into your neck, that means short 
on determination, easy to influence and 
like that. According to their charts, 
the only chance these Babsons has to 
slip is when some customer has been 
beaned by the wife and the bump is 
checked in as “witty, good company 
and fond of his family,” or something 
like that. 

Probably you never figured that a 
sensible, seasoned salesman like me 
would ever fall for no such line as that, 
Ted, but that is exactly what I done, 
and believe me or not, I’m glad of it. 
I owe one of them skull surveyors part 
credit for the best sale I’ve made for a 
month or so. I say part credit, because 
modest as the hills and hollows on my 
brain cover showed me up to be, I have 
to give some credit to my salesman- 
ship, and you’ve got to admit that I 
wouldn’t be where I’m at today if it 
wasn't for that. 


Well, Ted, where'I got next to this 
character guessing was up at Belle 
Claire last week. Things hadn’t been 
going so good, and I was figuring what 
I was going to hand the boss when he 
got to checking over my sales report. 
I was reading how bad business was 
according to the papers when I seen a 
notice away down in the corner of the 
ads about how to be a sure-fire sales- 
man by reading the character of the 
buyer and hitting his weakest spot. 
Seemed to me that was sort of taking 
amean advantage, like working arouna 
on the blind side of a one-eyed boxer. 
But little things like right and wrong 
didn’t worry me none just then, and if 
I had thought I could of made a sale 
by getting a customer down a back 
alley and sandbagging him, I think I’d 
of took a chance with the police. 

Anyways, this ad I spoke of gave an 
address near to the hotel, and I hot- 
footed it over there to see the layout. 
If you look for a dark room with a lot 
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Don’t Overlook a Good Thing! 


dere Bobbed Hair Craze has created a big demand 
for ‘“‘Service’”’ Curling Irons and made it easy for 
you fellows to sell your dealers something more. 
Just tell them how bobbed hair has made it more 
necessary than ever for women and girls to use 
electric curling irons. 


The “Service”’ made in two sizes is the most popular 
seller today. ‘“Service’’ No. 55 lists at only $4.50 and 
“Service’”’ No. 77,a little smaller, lists at $4.00. The 
“Service Curling Iron” is one of the “Northern” line— 
the line totie to. Sells ata moderate price and is fully 
guaranteed to stay sold. The only come back is 
repeat business. 


Investigate the selling possibilities and quality of 
this merchandise. 


2 
Northern Electric Co. 
222 North Sheldon Street Chicago, IIlinois 
THE STANDARD ELECTRIC SALES CO. 


Central West and New England Distributors 
105 W. Monroe St. Chicago, Ill. 


Manufacturers of the “‘Northern’’ Electric Heating Pad 
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Great Scott! 


A Sewing Machine Motor 
For 3] 720! 


Amazing price reduction on Racine 
Little Gem Sew-Motor. 


Just a Few of Its Superior Points: 


Stops instantly when foot is removed from foot-control 
Can be attached to any type of sewing machine. 
Motor runs backward and forward. 


Belt-driven, instead of friction-driven; no wear on the, 
motor. ‘ 


Jobbers have been demanding lower list prices 
and better margins of profits. 


We can now give them. Write for them today. 


And Don’t Forget we offer you the best FAN 
proposition obtainable. 


Sell’em Something More 





HIGH SPEED UNIVERSAL MOTORS I 
~ cent | 


STANDARD ELECTRIC SALES CO. 


General Sales Agents 


105 W. Monroe St. Chicago, III. 




















of skeletons around and a guy with 
long white whiskers when you go to 
see one of these babies, you'll get 
fooled, Ted. This one had a few skulls 
of departed bretheren around, but he 
looked more like the minister of the 
Ist M. E. church or the proprietor of 
a first-class movie house or something. 
I seen right away that they wasn’t no 
monkey business encouraged here. 
Fox, this feller’s name was, and he 
looked the part. But in spite of that I 
told him who I was, where I stood at, 
and all about it. He nodded his head 
like a doc. listening in on the story of 
a hayfever fan as told by the victim. 
Then he got out some measuring tools 
and figured out what I had up there to 
think with. The way he looked I 
thought he was going to say I had 
ought to have been a horse veterinary 
or an auto-mechanic, and I don’t doubt 


| but what I could of made pretty good 


at either one. But what he did tell me 
was that I was a crackerjack sales- 
man, only right now I was a little 
down on my luck. I could of told my- 
self that and saved fifteen bucks, but 
there wasn’t no use worrying after the 
robbery had been committed. What 
saved me from getting sore at him and 
balling him out was that he gave me a 
little book telling me how to read the 
characters of others at a glance. They 
was enough pictures and reading in it 
to keep me up until about 11:30 P. M., 
which is pertty late for me when there 
ain't no poker party or something on. 

All this was on Thurs., and for Fri. 
I had it figured how I was going to 
make my first call on all three of the 
dealers in Belle Claire, which was a 
sort of enlarged movie of Gopher Prai- 
rie. I figured I’d try the stunt on all 
three of them, and if it didn’t work I 
wouldn’t be no worse off figuring from 
past experience that what I was al- 
ready. 

To tell you that my first experience 
was discouraging doesn’t give you no 
idea of the facts at all. The name of 
Dealer No. 1 which I called _on was 
Samuels, and the cartoonist that 
amused himself drawing the pictures 
for the book I had in my _ pocket 
couldn’t of done no better if he'd had 
Samuels sit for the portrait on Page 
38. I recalled that under this was a 
few lines of advice to the effect that he 
was quiet, liked to be convinced, let 
the salesman do all the talking, and 
when given strong sales talk was a 
heavy buyer. After that they was no 
question about it. Either the book was 
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THE LAMP 


WITH A REAL 
SALES POLICY 


E recognize and appreciate the value of Job- 
ber Service. 


















You as a jobber appreciate the tremendous advantage 
of consumer demand and the consequent reduction in 
sales effort created by national publicity. 


It has always been our policy to help the jobber and 
his salesmen with national advertising and our best 
cooperative effort, so that all may enjoy the profits 
and satisfaction derived from the sale of a worthy 
product. 


No one ever lost anything by being identified with a 
success. It’s only the “would-be’s” and failures that 
hurt. 


DAYLITE ATTACHMENT 





Patent Igy Applied For 


All Emeralites have this at- 
tachment that provides desktop 
Daylite with standard type 
lamps; another original and 
exclusive Emeralite feature. 


H.G. McFaddin & Co. 


37 WARREN ST., NEW YORK CITY 


MERALITE 


The National Desk Lamp 











THE JOBBER'SMI)SALESMAN 

















Manufacturer 
We offer Pole Butt Preservation Jobber 
to Everyone. Contractor 
Purchaser 














Over Two-Hundred 
Thousand 


Northern and Western Cedar Poles have gone through our 
Pole Preserving Plant at Minnesota Transfer during the last 
fourteen years. 


We wiil Butt-Preserve these poles at Minnesota Transfer no 
matter where they may have been bought. 




















Valentine-Clark Co.’s Pole Butt Preservation Plant at Minnesota Transfer. 


We will guarantee a perfect process of pole treatment and 
preservation. We use only the highest grade creosote oil, a 
pure coal-tar distillate. 


Get that order for Butt-Preservation, no matter who gets the 
order for the poles. 


Our Four Standard Processes: 


AA—Creosote (a high grade coal tar distillate). 
A—Carbolineum (the highest grade distillate) . 
B—Creosote, hot and cold (a high grade coal tar distillate). 
PENTREX—Creosote (guaranteed penetration). 


Write for full specifications and ‘‘Story of Pentrex.”’ 


The Valentine-Clark Company 


Minneapolis, Minn.; Spokane, Wash.; Toledo, Ohio; Chicago, Ill. 








We are offering to the trade our own stock of high 
grade Northern and Western Cedar Poles, both 
preserved and in the plain poles. 


























all wrong, or else I stood to make a 
record sale. Well, Ted, I’m not saying 
which it was, but first thing I knew 1 
was out on the street. I didn’t have no 
chance to talk at all, and I think if 
that bird had of took a notion to he 
could have sold me his stock, fixtures, 
lease and good-will before I got away. 
And I found later that, if he ever gave 
an order for more than a dozen fuse 


| plugs at a time he stayed awake nights 


wondering if maybe he hadn’t over- 
stocked. 

Well, Ted, if I ain’t nothing else, 
I’m persistent, so I made up my mind 
to try her once more anyway. This 
time my prospect checked up with the 
chromo on page 13 of the little book. 
“Jolly—likes a good story—buys on 
personality of salesman.” I repeated 
that over to myself, remembering ex- 
actly what the book put down below the 
picture. Nothing ever looked more like 
duck soup to me, so I thought over my 
line-up of good stories, and when I got 
in on the carpet I let this human repe- 
tition of page 13 have one of the lat- 
est. Say, kid, a Yid story of a Jewish 
picnic couldn’t of gone over no worse. 
This bird give me a sort of sad look 
with his baby blue eyes and lets it out 
that he’s Supe. of the Sunday School, 

















Push back your hair and straighten your 
ties, gents while we introduce Miss Kate 
Oakes, in charge of the lamp department, 
Electric Appliance Co., Dallas, Texas. 
She is the first person you meet as you 
enter the offices, and you will notice that 
she greets you with a smile be you a ped- 
dler or lamp customer. 
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MARATHON “OK” 00 
18 INCH VENTILATING FAN 
CompleteWith 44 H. P. Motor ~ sd 


Moves 5,000 cubic feet of air per minute or equal to 24- 
inch fans costing three times as much. 

This remarkable air-moving capacity is due to the spe- 
cial shape and pitch of the fan blades, and to the high 
speed of the motor (1,740 rpm). 

Motor is the 4% hp. MARATHON “OK” single phase 
alternating current, 110 or 220 volt, 60 cycle, totally en- 
closed and dust proof. 








Sizes and List Prices 

















Diam- HP Speed rar Pal 32 or 110] 220 volt 
> . ° <P) i - 
eter R. P.M. | bee vin. A.C. volt D.C} D.C. 
16 in. % ~ 1160 2280 $30.00 $32.00 | $33.00 
16." \ 1740 3020 30.00 32.00 33.00 
| \%, 1160 3350 35.00 37.00 38.00 
is 4 1740 5050 35.00 37.00 38.00 
20 “ 4 1160 4700 40.00 42.00 43.00 




















+(Capacities as tested by the Lewis Institute, Chicago). 
25-30-40 or 50 cycles, single phase, $2.00 extra. 


MARATHON “OK” $ 00 
18 INCH CEILING FAN 38 
Complete With 14 H. P. Motor 


The ideal ventilating system for a theatre, hotel, res- 


\ 
\ 
t 


taurant, club-room, convention-hall, factory, office or 
other large room is two or more MARATHON “OK” 
Ceiling Fans in connection with two Marathon “OK” 
Ventilating Fans—one intake and the other exhaust. 


Ceiling fans can be set at any angle, to synchronize 
with each other and with the intake and exhaust fans, so 
as to change the air frequently as may be desired and 
to equalize the room temperature winter or summer. 


Sizes and List Prices 





























, ; 110 or 220 32 or 110 220 volt 
Diameter HP Speed vet AC. | volt IKC. D.C. 

16 in. Ig 1160 rpm $38.00 $40.00 $41.00 
16.° i 1740 “ 38.00 40.00 41.00 
1h lag VG 1160 “ 40.00 42.00 43.00 
19 * 4 1740 “ 40.00 42.00 43.00 
30." 4 1160 “ 42.00 44.00 45.00 





All prices quoted are f. 0. b. Wausau, Wisc., and are subject to 
quantity discounts to jobbers. 


' Marathon Electric Manufacturing Co. 
36 Island Street Wausau, Wis. 
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“Phew-Its Hot 


That’s what they will be saying in a 
few weeks. So it’s time now to sell 
more fans; also increase your profit 
and turnover by selling an Anylite 
Twin Plug with every 
Fan. And don’t for- 
get the New Anylite 
TP-2 Plug. It is also 
specially designed for 
this service. 





ANYLITE TWIN PLUG 


So just remember 
that when Old Sol is 
doing his best to make 
folks miserable you can 
cash in on Fans and 
Anylite Plugs. 





ANYLITE TP-2 


No better means for increasing your 
profit and turnover exists. 


Let Old Sol help you, but be 
prepared by ordering your 
ANYLITE PLUGS now! 


Anylite Electric Company 
1130 Wall Street - - - - Fort Wayne, Ind. 
REPRESENTATIVES 


A. Hall Berry, 71-73 Murray St., New York City 
Paul W. Koch & Co., 19 S. Wells St., Chicago 
S. E. Wiedemer, 5822 Central St., Kansas City, Mo. 
U.S. Electric Co., 710 Polk St., San Francisco 

















Pres. of the moral improvement asso- 
ciation, and that he don’t think much 
of salesmen who have to tell stories to 
sell goods, particularly if the stories 
ain’t such as you would tell your wives, 
and would I please not slam the door 
when I went out. I didn’t think it 
worth while to hand it back to him 
that I had already told that story to 
wifie, and she thought it was a scream. 
I just figured that as a customer this 
chap was a washout or worse for some 
time to come, and that somehow be- 
tween the artist and the printer they 
had sort of got the wrong directions on 
the bottles, and that if I kept on ac- 
cording to directions all my patients 
would be business corpses. 

When I got to thinking I see right 
away that a thing like this system had 
to be all right or all wrong, and that in 
the case in hand it was a cinch that the 
wrongs was there strong with a bat- 
ting average of 1000. In which event 
it looked to me that the sensible thing 
to do, and the thing any bright sales- 
man like me would do, would be to just 
take things by opposites, and the 
chances were that I would hit the 
bullseye right on the head as the say- 
ing is. 

I laid up for a few minutes at a soda 
fountain and took a look at the old 
dope sheet, and I was surprised how 
easy it was. On my new and improved 
system, as worked out, a head that 
came to a peak like a ice-cream cone 
meant great brain power, an ingrowing 
chin stood for a strong will, wide high 
forehead indicated the mind of a child, 
and so on. Someways I'll allow that it 
didn’t look any too reasonable, but the 
worst it did it couldn’t come to no 
worse of a flivver than the system when 
worked right end to. 

But let me tell you, Ted, the next lad 
sort of took me off of my dogs. Prob- 
ably you've saw some of these crepe 
hangers that is always objecting to 
things. When they is a new street 
lighting system to be put in, or a fresh 
sewer to be installed, or a bit of paving 
to be laid on Second street, one of 
these birds always rises and crabs 
about high taxes and mismanagement, 
and how all the voters except him is 
asleep and letting the politicians buy 
packard automobiles. That’s how I 
sized up this fellow McGurkin, and 
likewise the way they had him down in 
the book too. It looked like deliber- 
ately short-circuiting a good piece of 
business to dope him »p in any other 
way, and I wouldn’t of, only my mind 
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P &S Porcelain Sockets 





| Sell them and Recommend 
build good business for your House 


1— Make and Break the full load—and when 
called upon carry an excess load—with 
positive safety. 

2—Built rugged to stand the constant Pull 
—and Exceptional Jerk on the chain. 

3—All caps and bases fit all bodies—the 
Original Ice1 of Interchangeability. 

4—Take out the Chain and Bell Mouth with 
the fingers—it must be easy. 
5—Rotating Spider must make positive con- 
nection on both sides—and break it with 
a snap. 

6—Twin Spiral Ramps of Phosphor Bronze 

must not corrode. 





7—Additional Safety Insulator—extra pre- 
caution. 
8—Strength and Conductivity are essen- 
tial—hence the Oroide Lamp Shell. 
9—Must be easy to wire—big screws and 
heavy plates. 
10—P & S Porcelain is the Highest Stand- 
ard of Quality. 
11—Horse-shoe Reinforced Lamp Shell—it 
must be rigid. 
12—Spring Center Contact must make con- 


stant contact on the Lamp to prevent 
arcing. 


A Porcelain Socket in each Closet—above the door—and in every 
Cellar, Basement or Laundry helps your customer’s business. 


Let us send a sample to your Pet customer 


PASS & SEYMOUR, Inc. 


SOLVAY, N. Y. 


them to 
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Only 2% 
Replacements 
Per Annum 


for All Causes 


That’s one record of 
Hemingray Glass Insula- 
tors. 


It is but one of many facts 
which a questionnaire to 
Hemingray users brought 
out. Hemingray Glass In- 
sulators have a long and 
successful record of service 
on Medium Voltage Power 
Lines ranging from 6,600 to 
33,000 volts. This record 
covering a period of more 
than 25 years is the best pos- 
sible proof of their practical 
efficiency. 


Bulletin No. 1 tells in de- 
tail the many advantages of 
Glass Insulators. Upon re- 
quest a copy will be 
promptly forwarded. 


HEMINGRAY GLASS 


COMPANY 


MUNCIE, INDIANA, 
UU. oo A. 








was too far made up to let me back 
out. I says to myself how I was going 
to play the opposite system on this 
high-power pessimist if I never sold 
another foot of conduit. And believe 
me I done it. 


Halfway measures and me wasn’t 
playmates that morning, so I never 
even waited to be introduced. I just 
walked in and give him the glad hand 
like he was a old classmate of mine or 
something, and cracked a couple of 
good jokes about how business was 
picking up and all. I guess the steno. 
must of heard one of ’em; anyway she 
got up and walked out, and then I hap- 
pened to think of a story that would 
fit in pretty good while she was gone. 
I ain’t told you this one yet, Ted, and 
you'll yell when I do. I ain’t even told 
it to the wife, but as I mentioned be- 
fore there wasn’t no limit for me that 
morning. I wish you could of seen that 
fellow’s face. At first I thought I was a 
total loss as far as Belle Claire was 
concerned, and that I’d better tell the 
boss to cross the town off my list, and 
then I seen Mac’s face start to light 
up. I give him a sort of a poke in the 
ribs, and told him the point over again 
to make sure he got it—and you should 
of heard him howl. Say, them win- 
dows around his office must of thought 
a earthquake was loose. I could see 
some of the force outside jump at the 
racket, and look in like they wondered 
should they call the doctor. 

Of course, you know that when a 
good salesman breaks the ice like that 
they’s nothing more to it. Pretty soon 
he was calling me “Shorty,” and he 
was “Mac” as far as I was concerned. 
And that didn’t do harm either when it 
came to checking up the items of which 
he was short on, and had to have 
shipped in a hurry. I got housemaids’ 
knee in all the fingers of my right hand 
writing the directions down in the lit- 
tle old order book. 

You may believe it or not, Ted, but 
the funniest thing about Mac was that 
all the office help had him sized up for 
the same kind of a sad sketch as I did 
when I first seen him, and all the sales- 
men that called on him had the dope 
figured out just that same way. And 
if you'd of asked him what sort of a 
chap he was he couldn’t of told you 
himself except that he was the kind of 
a slow march that he had wrote all 
over his outsides. 

So you can take it from me, kid, that 
they is more than one way of reading 
characters, and that all rules to the 
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“C” Line, Design C-173. Equipped with 
socket holders and white satin shades. 








Here’s Double Ammunition for Jobbers 


If you’re shooting at a sales record they will 
help you make your mark and then repeat. - 


Many jobbers who stocked Denzars six years 
ago when Beardslee introduced this popular, 
carton-packed, commercial luminant have ex- 
perienced a steadily increasing Denzar busi- 
ness without much sales effort. Denzar ad- 
vertising both trade paper and direct, has 
continually sold new dealers and as the num- 
ber of Denzar Jobbers grew and their stocks 
were augmented, these dealers turned to 
them for Denzars. 


A little over a year ago Beardslee introduced 
the “C” Line of carton-packed, artistic light- 
ing fixtures for the home. Immediately two 
score or more jobbers, who saw the sales 
possibilities of home lighting equipment com- 










THE “C” LINE 


Comprises chandeliers, 
brackets and ceiling fix- 
tures for every room in 
the home. They are 
moderately priced, of ar- 
tistic design and are 
made of genuine brass 
finished in antique sand 
blast with polished high 
lights. 





THE UNIT OF DAY 
- BRIGHTNESS 


Sell to dealers for in- 
stallation in stores, 
offices, schools, libraries, 
hospitals, churches and 
municipal, county and 
state buildings. 


pletely assembled, wired and packed in heavy 
shipping cartons, acquired stocks and cata- 
logs. Their success has been a repetition of 
the Denzar story. 


Briefly, then, here are two diverse lines of 
lighting equipment, completely assembled 
and wired, packed in heavy shipping cartons 
ready for reconsignment to your dealers. 
Catalogs and other literature that looks like 
it was prepared solely for you is furnished on 
each line. 


We have said enough to interest you, now 
drop us a line and you will get the rest of this 
successful merchandising story. 


Beardslee Chandelier Mfg. Co. 


218 South Jefferson Street 
CHICAGO, ILL. 
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Just One— 


of our appliances which is going 
strong with the consumer! 





Tested and ap- 
proved by Good 
Housekeeping In- 
stitute. 





Duplex Kitchenette Stove and Toaster 


HE most efficient electric stove on the market. Boils, fries, 

toasts, etc. Multiple heat, high and low in each element. 

Equipped with patented cleaning device. Beautifully nickel 
plated and substantially constructed. p 


Also has 6 ft. cord and “Fitzall” plug which fits any electrical ap- 
pliance. 


Write Dept. C for trade prices and literature on 


the Duplex Kitchenette stove and toaster and other 
appliances. 


REDTOP ELECTRIC CO., Inc., 8 W. 19th St., N. Y. City 














GUARANTEED 


Not for Merely ONE Year, but 


For the Life of the Clock! 


Which Is Many, Many Years 


The 
Mercury 


Automatic 
Time Switch 


Is the simplest device of its kind 
ever produced, 


A MERCURY CONTACT 
IS THE SECRET 


It eliminates all friction, arcing and corrosion. 
Many strong selling points, and we protect the jobber always. 
Prompt Service—Liberal Discounts. 
Send for Literature, 


Mercury Time Switch Co. 


33. Woodbridge St. 
Detroit, Mich. 


Eastern Representatives 
Manufacturers’ Distributing Co., 291 Broadway, New York City 


“Sell "Em Something More’’ 























contrary black may be white or up may 
be down any day in the week and espe- 
cially in the electrical business on Fri- 
days, and the wrong approach may be 
the right one if things just drop right. 
So the way I get it is that the safest 
way to read a bird’s charactter is to 
shut your eyes, put the brakes on your 
thinker, and leave it to luck. Though, 
at that, it’s probably some other sales- 
man without so much experience and 
brains as me besides not being natur- 
ally so good at the game wouldn’t have 


| been so lucky as I was that Fri. up to 


Belle Claire. 

Anyways I got the order, and that’s 
what I always do when they’s even 
the slightest chance, or else I guess 
they wouldn’t keep on hiring me long 
at the salary I am getting. 

Your high-power side kick, 

SHORTY. 





“Operation” Plus “Co” Means 
Success in Selling 


By E. E. Brooks 
Post-Glover Electric Co., Cincinnati. 


NSOFAR as actual operating is 

concerned, the work of salesmen 
in all lines is practically identical. 
That is, they all operate with one defi- 
nite point in view, and, of course, that 
point is to sell. Strange as it may 
seem, I believe we have a good many 
more operators than we have sales- 
men in the selling game. Every op- 
erator is not a salesman—not by a 
long shot. A lot of them should be 
operated on and have a big shot of 
“Co” injected into their system. It 
is the only thing in the world that will 
put you on your feet, if you are one 
of the plain, every-day ordinary or- 
der-taking operators. T. N. T. isn’t 
in it; on the square, men, it isn’t. If 
you can just get to the place where 
you can put the two letters “Co” in 
front of your operation, you can shake 
hands with success P. D. Q. That 
I'll positively guarantee. As a matter 
of fact, that is the only way possible 
to succeed, so if you are not doing it 
and find it to much of a job for you, 
then, “for the love of Mike,” get out 
of the game entirely. 

Operation + Co = Co-operation. A 
plain Webster’s dictionary can define 
the word “Co-operation,” but there is 
not a man living who can tell you 
what co-operation is capable of doing 
for you. No, siree; that’s one thing 
that can’t be done. Co-operative ef- 
fort will accomplish the next to im- 
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A Tip on Selling Fans 


Here’s a suggestion that will help 
your customers to sell more fans 
this summer. 


Selling fans is largely a matter of 
DISPLAYING fans. Our investi- 
gations among thousands of retailers 
have proved that. 


And here’s an interesting fact 
we've learned: displaying fans with 
HEMCO Twin-Lite Plugs helps 
sell more fans. Because it shows 
the prospect just how he can use a 
fan on a socket without taking the 
lamp off that socket. 


People will buy fans—or any 
other electrical appliances—more 
readily if they are shown that they 
can attach them without being de- 
prived of any other use of the 
socket. 

Many retailers have told us that 
displaying HEMCO Twin-Lite 
Plugs with fans has helped them 
sell more fans. And it means an ex- 
tra profit on every fan they sell. Be- 
cause they sell one or more 
HEMCO Twin-Lite Plugs with 
every fan. 


GEORGE RICHARDS & COMPANY 


Dept. 16 


GEORGE RICHARDS & CO., 
344 E. 40th St, 
New York City. 


557 W. Monroe St. 


New England Agents: 
PETTINGELL-ANDREWS CO., 
Boston, Mass. 


Chicago, IIl. 


Pacific Coast Agents: 
GEO. A. GRAY CO., 


589 Mission St., 
San Francisco. 


Sole Export Distributors: CORNELIUS-SCOTT-SARGEANT, Inc., 29 Broadway, New York City. 


WIN-LITE 





| HEMCO is on Every Twin-Lite | 





MADE OF CONDENSITE 
WILL LAST A LIFE TIME 
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Greetings 


Our best wishes to the 


Electrical Supply Jobbers’ Ass’n 
at their 7 
Hot Springs Convention 


are carried to the Association 


through 


Jhe Jobbers Salesman 








National Metal Molding © 


Pittsburgh, Pennsylvania 








SAVE TIME 











and Lath Holders 


If your customers knew what KRUSE STRIPS can do for 
them they would not only buy them—they would feel OBLI- 
GATED to you. 


These strips not only improve the installation but they save 
time and money. One trial will convince any user, and they 
always repeat. 


Here are the salient points: Made of steel—light, safe and 
strong; easier to install; moderate cost; make a much neater 
job; holds lath in place. 


Jobbers: Get our proposition—it will prove mighty interest- 
ing. List price only 10c per set. 


MIDWEST METAL PRODUCTS Co. 


Muncie, Ind. 




















possible. It is not only the success 
and life of business, but it is a great 
law of the infinite, for He has said 
“Where two or three are gathered to- 
gether in My name, there shall I be 
also.” (Co-operation. ) 


If you desire to be successful in 
selling, just remember that it de- 
pends entirely upon your ability to 
co-operate, not only with your fellow 
workman, the house you represent, 
but your customers as well. Bear in 
mind that a customer’s business is 
your business and a co-operative busi- 
ness is the only successful one. You 
cannot possibly overdo the thing, and 
it surely does pay some dividends. 
Listen; this dope is salable, too; bet 
your life it is. You can sell co-opera- 
tion ten times to No. 14 R. C. S. B. 
once; that is, providing, of course, you 
have a sufficient stock. Let me warn 
you never to let your supply run short 
and always see to it that your specific 
gravity tests are never lower than 
1280. 

Selling co-operation is the best bit 
of selling you can possibly do, and it 
is one of the first things you should 
try to sell a customer. Sell him the 
co-operative spirit of the house, the 
service, the officers of the Company, 
and your own great co-operation. 
He'll buy it, too; that is, if you are a 
regular “Co-eter.” It’s just what he 
has been looking for, and here is a 
good way to sell him and keep him 
sold. If he is not buying from you, 
keep calling on him until you get a 
good interview; then start off by tell- 
ing him how much business you and 
your house are doing through your 
“Co” system, and (I’m not kidding 
you) from that time on it sells itself. 
If he is already buying from you, he 
has a reason for doing so. If possi- 
ble, find out that reason. Then co- 
operate with him along that line, and 
he is more than a customer; he is your 
friend. 

The old adage that “salesmen are 
born and not made’ is true in a sense, 
for everyone is destined to sell some- 
thing during his life. But, believe 
me, the day of the funny story and 
the flashy necktie salesman has passed. 
In his stead the successful salesman 
is a dependable, conscientious, ener- 
getic, friendly human being, who, 
through his close contact with the 
business world in general, has become 
a member of one of the best informed 
bodies of men in any line of human 
endeavor. 
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THE BLACK DOTTED LINE 
IS YOUR GUARANTEE 
IT IS DURADUCT 


LARGE AND SMALL STRANDS 


THE “ROLLER-BEARING WIRE WAY 


This shows DURADUCT split down the middle. 


Note how the large and small strands 
are interwoven to make one Single 
Wall, That is why you can hammer, 
twist or kink DURADUCT and then 
work it back into shape with your 
fingers. ‘There are no layers to pull 
apart, no inner linings to bunch up. 


See also how the round spiral strands 
make a perfect Roller-Bearing Wire- 
way. This means that in fishing through 
DURADUCT the wire hits only the 
high spots and thus reduces friction to a 
minimum. 


DURADUCT is the original Single 
Wall Conduit with the Roller-Bearing 
Wireway. Have your customers look 
for the Black Dotted Line so as to be 
sure they are getting the genuine 


DURADUCT. 


Tubular Woven Fabric Co. 


Pawtucket, R. I 
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Business Producing Catalogs 
COLUMN & UNIT 


NATIONAL STANDARD SIZE 


PPOSITE is a proof of page 155, from the plate being used in printing an 1100 
page catalog, now on our presses for the Iron City Electric Company, Pittsburgh, 
a 5000 edition of which will be delivered about June first. 


This catalog is representative of our Column Ea Unit Catalog, National Standard Size. 


This page is typical of our style of compilation. Several distinctive features will interest 
you because they result to your advantage. 


1. The trim size of the book is 7% x 1094’’—the National Standard Size, as recom- 
mended by a large number of interested associations, such as the National 
Association of Purchasing Agents, and adopted by a constantly increasing 
number of manufacturers and jobbers. 


wD 


Each column is a separate unit, permitting a selection in accord with the items 
you carry in stock, and a flexibility‘of arrangement in harmony with your own 
views. 


3. Cuts are ““staggered”’ and stand out, enabling those using the catalog to more 
easily find the particular item for which they are looking. 


o>) 


4. Each item is treated as a unit—that is, the Descriptive Matter and Price and 
Package Data are kept immediately adjacent to the cuts, and it is not necessary 
to first locate the cut and then look elsewhere on the page for scattered informa- 
tion concerning it. 

5. The type area of our catalog pages being 40% greater, a careful check reveals 
that, on an average, 600 to 700 of our pages will equal in contents 1000 pages of a 7 
x 10 catalog, although obviously this ratio could not hold on every individual page. 


It will add to your prestige in your territory, if, ia getting out your next catalog | you get 
out one which is modern, distinctive and accurately compiled. 


Such is our Column {3} Unit Catalog, National Standard Size. 


We shall be glad to submit for your inspection a copy of the Iron City Electric catalog 
when off press, and to have a representative call to discuss intelligently your own particular 
requirements. 


Mr. F. S. Montgomery, Manager of our Electrical Supply Catalog Department, will be 
at the Hot Springs meeting of the Electrical Supply Jobbers Association. He will have 
with him a proof dummy of the Iron City catalog. Ask him to show it to you. 


WYNKOOP HALLENBECK CRAWFORD CO. 


3 “Printing Headquarters” 


Compilers and Printers of Electrical Supply Catalogs 


THE COLUMN ka) UNIT CATALOG 
NATIONAL STANDARD SIZE 


80 LAFAYETTE STREET 





NEW YORK CITY 
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IRON CITY ELECTRIC COMPANY 155 








METAL MOLDING DEVICES 
NATIONAL~-Schedule X 
PORCELAIN ROSETTES 

For either Nos. 222 or 333 Moldings 


ot } Four molding twist-outs in sides of 
s | base. With No. 222 molding, use No. 
' 277 bushing; with No. 333, use No. 279 
- bushing. 
Per 100 
NO. 348—Weight Package, 314 Lbs.. $20.00 


10 in a Carton, 10 in a Package 


DROP CORD ROSETTES 


a 
Sherardized _ yy 
For No. 333 Molding only \ ae j 
Base plate is such that this can be used ‘\ Ea f 
for either continuous or “dead end” Cc 3 
work. 
Per 100 
NO. 481—Weight Package, 414 Lbs. $56.00 


10 in a Carton, 10 in a Package 


Brush Brass Finish—Diameter, 314 Inches 
For either Nos. 222 or 333 Moldings 


For openings for molding 
Base of No. 480 has four 
‘“‘Flextube”’ knockouts. With 
No. 222 molding, use No. 278 
bushing; with No. 333, no 
bushing is required. 





Per 100 
NO. 480—For Use on Straight Molding Jobs ... $120.00 


1 in a Carton, 1 in a Package; Weight Package, 1 Lb. 


Brush Brass Finish—Diameter, 4!% Inches 
For either Nos. 222 or 333 Moldings 


Same as No. 480, except in 
size. With No. 222 molding, 
use No. 278 bushing; with No 
333, no bushing is required. 





Per 100 
NO. 478—For Use on Straight Molding Jobs... $150.00 


1 in a Carton, 1 in a Package; Weight Package, 134 Lbs. 


Sherardized —Sub-Base Type 
For either Nos. 222 or 333 Moldings 


i" “ee For installation where a drop cord is 
desired at intersecting lines of molding, 

PEN = | must be mounted on sub-bases. 
er Per 100 
NO. 482—Weight Package, 334 Lbs.. $50.00 


10 in a Carton, 10 in a Package 


5 376 





METAL MOLDING DEVICES 
NATIONAL—Schedule X 
FIXTURE ROSETTES 


Ge. Sherardized 

. <> y For No. 333 Molding only 

© 7 y Have base plates for either continuou- 
J or ‘Dead End” work. Fitted wit! 


special tapped composition bushings. 


=> Per 100 
NO. 480—Bushing Tapped for }<-inch Gas Pipe. $80.00 
NO. 480A—Bushing Tapped for 34-inch Gas Pipe. 80.00 
10 in a Carton, 10 in a Package; Weight Package, 334 Lbs. 


Brush Brass Finish—Diameter, 314 Inches 
For either Nos. 222 or 333 Moldings. 


Four openings for molding 
and four ‘‘Flextube’’ knock-outs. 
With No. 222 molding, use No. 
278 bushing; with No. 333, no 
bushing is required. Tapped for 
3¢-inch gas pipe only. 





Per 100 
NO. 484—For Use on Straight Molding Jobs ... $128.00 
1 in a Carton, 1 in a Package; Weight Package, 1 Lb. 


Brush Brass Finish—Diameter, 414 Inches 

For either Nos. 222 or 333 Moldings 

Same as No. 484, except in 
size. With No. 222 molding 
use No. 278 bushing; with 
No. 333, no bushing is re- 
quired. Tapped for *¢-inch 
gas pipe only. 

Per 100 

NO. 482—For Use on Straight Molding Jobs.... $160.00 


1 in a Carton, 1 in a Package; Weight Package, 134 Lbs. 





Sub-Base Type—Sherardized 


For No. 333 Molding only os ae 
_ Provided with special tapped bushings. \ 
For use in installing fixtures at inter- 
secting lines of No. 333 molding, in Con- 
junction with Nos. 423 or 424 sub-bases. => 
Per 100 


NO. 429—Bushing Tapped for 14 inch Gas Pipe. $70.00 
NO. 429A—Bushing Tapped for 34 inch Gas Pipe. 70.00 


10 in a Carton, 10 in a Package; Weight Package, 3! Lbs 


Schedule R 
SOLDERLESS CONNECTORS 


For use with Nos. 339, 341, 342 
342R, 410 and 410A. Made of porcelain 
and provided with fastening screws for 
making connections. Eliminates time 
and labor required for soldering and 
saves space. 





2 Per 100 
NO. 341D—Weight Package, 8 Lbs $30.00 
5 in a Carton, 10 in a Standard Package 









HOSE who have deferred the issuance of a new 
catalog during the uncertain and demoralized 
conditions which have prevailed can now no 
longer afford to be without this vital business producer. 


Those who are prepared from the first for the increasing 
business will get the larger share of it, with resultant 


profits. 


Now is the time to place your order for Column Unit 


catalogs, National Standard Size, for fall distribution. 


WYNKOOP HALLENBECK CRAWFORD CO. 


“Printing Headquarters” 
Compilers and Printers of Electrical Supply Catalogs 
THE COLUMN = UNIT CATALOG 


tin 
NATIONAL STANDARD SIZE 


80 LAFAYETTE STREET NEW YORK CITY 
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A REAL PROFIT GETTER 
AD-A-LITE GO-GET-EM_ AD-A-LITE 


The Finest Two Light Device Made 





AD-A-LITE 


Made for Service 


LIBERAL DISCOUNTS 


Giving greater prof- 
its to every one. So 
have your house get 
a trial carton. 


M. PROPP COMPANY 


Manufacturers 


524-528 Broadway, New York City 
Chicago Office: 730-738 West 
Monroe St. 
Pittsburgh Office: 614 
Fulton Bldg. 


Frisco Office: 
595 Mission St. 


THE REASON 
Will take Shade Holder, has Spring 


Contact in Base of Socket, will seat 
in deep Sockets, handsome in ap- 


pearance. 





For Counter Display 
Ad-A-Lite Sales Booster 











The Knob for the Job 





There are thousands of jobs and millions of 
places where the knob and the job must 
come together in the big rush of building 
now under way. 


“EVEREADY” 


uewegs: Porcelain Split Knobs 


It the Knob 


for the Job. Licensee, Pat. 1,354,396, Sept. 28, 1920 


are the knobs for the jobs. No missing parts; no fuss- 
ing; no delay. Just a knob and a job that go together 


for efficiency and profit. 


Write to us for further information 


Davidson Porcelain Company 
East Liverpool, Ohio 


Also Manufacturers of Solid Porcelain Knobs and Cleats 

















He Held the Whip Hand 


According to a story going the 
rounds, a salesman sold a bill of 
goods to a merchant in a small town. 
They were returned as not satisfac- 
tory. The wholesale house undertook 
to collect anyway, and drew a sight 
draft on the bank at the customer’s 
town. The bank returned the draft 
unpaid. Then the house wrote to the 
village postmaster and asked if the 
merchant was good for the amount of 
the bill. The letter was returned O. 
K.’d at the bottom. Next the post- 
master was asked to put the bill in 
the hands of a local lawyer for col- 
lection. 

The answer received by the whole- 
salers ran as follows: “The under- 
signed is the merchant on whom you 
tried to palm off your worthless junk. 
The undersigned is also president of 
the bank that returned your draft. 
The undersigned is the postmaster to 
whom you wrote, and also the lawyer 
whom you tried to get to collect your 
bill. And if the undersigned were 
not also the pastor of the local church, 
the undersigned would tell you to go 
straight to the devil.” 











Our friend, Bill Goodwin of national 
repute, has a namesake and a rival away 
out in Dallas, Texas, in the form of W. 
M. (Bill) Goodwin, manager of the sup- 
ply department of the Southern General 
Electric Co. Bill is a comer in the elec- 
trical game in the Southwest, and you'll 
begin to hear of him long before your 
train reaches Dallas. Can be found any 
day but Sundays and holidays on the fifth 
fioor of the interurban building. 
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mmSAVE— 
“The Quality 


Incandescent Lamp” 








‘‘Save’’ Lamps Are Built 
for Service and Economy. 


The satisfied merchants are 
those who stock the best /f 

° i ry \ 
obtainable. (t i 





If youare notnowa”“SAVE”’ 


ie distributor you will eventu- #4 | 
(ally follow their lead. ) 
_ Why wait? 


SAVE Lamps are sold with- 
out resale restrictions. 





SAVE ELECTRIC CORPORATION 


615-623 Front St. 220-254 36th Street 
TOLEDO, OHIO 7 BROOKLYN, hm Ty 


Executive Offices: Toledo, Ohio 
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Write us for a sample of and information 
on this double truss-strand wire. Carrya 
small coil of it in your pocket; dealers 
will be asking you about it. It helps to 
“Sell ’Em,Something More.’’ 
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Distributors 


TOLEDO 
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Credit Certificate 






STANDARD ELECTRIC STOVE CO., Toledo, Ohio 
Dee. PAR VALUE $5.00 





For value received, the holder of this Credit Certificate is authorized to present same to the undersigned 
Agent Dealer, in part payment for any model or models manufactured by the Stagdard Electric Stove Co.. to the 
Selling Price Value of One Hundred Dollars and over. and receive credit a cash on account to the amount of ive 
dollars, ($5.00) 




















BIGGER BUSINESS INSURANCE 


ii i eel “ ‘ goo ffm. 
— — 
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A BIGGER BUSINESS PLAN 


The five-dollar credit certificate shown above 
is your assurance of bigger business. It is your 
round-trip ticket to repeat sales. 


The same conspicuous quality that character- 
izes Standard Electric Stoves and Ranges is 
embodied in the Calorie Grill. Stock your 
«dealers with Calorie Grills and instruct them 
to follow this money-making plan: 


Show Calorie Grills in a prominent place using 
the unique little display stand we provide. 
Each purchaser of a grill receives one of the 
credit certificates which entitles him to a credit 
of five dollars on the purchase of Standard 
Electric Stoves and Ranges aggregating $100 
or more in list price. The dealer is credited 
with five dollars by his jobber and we credit 
the jobber for a like amount. 


The five-dollar credit certificate is the dealers 
and your Biggest Business Insurance Policy. 


OYKOKQHKE 


ElectricRanges 


The Standard line of electric stoves and ranges 
is the broadest and most complete in the world. 
They are made in every size, type, design and 
price. All our energies are devoted to the pro- 
duction of high-grade electric stoves and 
ranges. We are range specialists. 


Our schedule of discounts and selling policy 
were evolved with the view toward jobber 
distribution. 


New homes and apartment buildings are going 
up everywhere and Standard Electric Stoves 
and Ranges are being installed as standard 
kitchen equipment in many of them. Rates are 
rapidly being adjusted, too, to make electric 
cooking more of an inducement. 

Are you going to tie to and push a line of electrical devices that 
is moving—Standard Electric Stoves and Ranges—or are you 
going to “holler into the rain barrel” about electrical merchan- 
dise for which there is but small demand today ? 


Put the cork in the red ink bottle and let us help you use up 
the black. 
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Labor Savers for Your Contractors 





E-Z Box Support 
No. 101. Four nails 

four whacks. With 
(A) up and (B) down 
makes 2% in. box 
flush. Reverse for 
1% in. box. Box 
fastener (C) slides to 
point for fixture. (D) 
fastens box. No 
more sawing of sup- 
ports and cleats. All 
knock-outs  accessi- 
ble, all screw holes 
covered with metal. 





Everything rigid. 





gauged. 


Tucker-Vandy 
Company 
Rochester, N. Y. 


E-Z Box Support 
No. 102 for knob and 
tube work. Fastened 
by “A.” Loom hold- 
er (B), lath support 
(D), male thread (C) 
for fixture. No crow- 
foot to work loose. 
Saves time installing. 


Please mention The 
Jobber’s Salesman 
when writing. 


E-Z Flush Switch- 
box Support, No. 103. 
Two clamps (A) 
snapped rigidly into 
place on ears of any 
standard switch-box. 
Two steel rods held 
to joists by staples 
(B). Econom- 
ical, quickly install- 
ed, rigid. Easily 














The 


A New Porcelain Bell Ringing Transformer 


Its handsome appearance recommends it. 


Its dependability in severe service conditions establishes 
firm friendships for the seller. 


The culmination of ten years’ experience in the manu- 
facture of low voltage transformers. 


Low Voltage Transformers 


constitute the most complete line on the market embody- 
ing the highest degree of design, material and work- 


manship. 


DONGAN ELECTRIC MFG. CO. 
Detroit, Mich. 


2987-2993 Franklin St. 

















Quality and Service 

N EVERY domain of trade there 

are two kinds of business enter- 
prise: those which are living for the 
moment, satisfied if they can make a 
profit for this year and let come what 
may next year. These concerns build 
immediate profits at the expense of 
their future. There are others, and 
the number is increasing, who have 
the vision and the courage to build 
business on the solid foundation of 
quality first. 

Quality and service are the golden 
keys to the doors of trué business suc- 
cess. 

The Simmons Hardware Co.'s fa- 
mous slogan will live forever as a 
great truth and principle of psychol- 
ogy: “The recollection of quality 
remains long after the price is for- 
gotten.” 

Quality pays—pays both producer 
and consumer. Each year that goes 
by adds to the number of individuals 
and corporations who prove this truth 
by actual experience. 

A policy of quality first will win 
out against a policy of price first, in 
the long run, 1,000 times out of 1,000. 

If an article to be exchanged con- 
sist of service, let the price be con- 
sidered with relation to the effective- 
ness of that service. 

If an article of exchange consist of 
merchandise when appearance is of 
first importance, let the price be based 
on appearance. If the essential thing 
be durability, let probable length of 
its life be the test of value. If purity 
be the important thing, then let value 
be placed on purity. 

Every single factor that combines 
to make any article or service 100 per 
cent suitable to its intended purpose 
represents an outlay of time, money 
and energy on the part of some one. 

Even approximate perfection does 
not just happen; it is achieved. When 
that achievement is in our behalf, we 
ought not only to pay for it what it is 
worth to us, but pay gladly. 

In the end he will be but poorly 
served who pays with reluctance him 
who serves. 





Blame Utilities for Floods 


Litigation that will be followed 
with interest by hydroelectric com- 
panies has been instituted in Colorado 
involving the Arkansas Railway Light 
& Power Co., and the Beaver Water & 
Irrigation Co. in suits for heavy dam- 
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N the little town of Lake Geneva, Alert dealers are awakening to the 

Wisconsin, Harry Newman reports the rowing, demand for ILG Fans created by a 

sale of five ILG Fans that were sold in a jiffy. National Advertisin3, Campaign and fostered 
The ILG Window Display Stand did the trick. by the public at large everywhere. 


This is just another bit of evidence that Send for a copy of ILG TELL TALES 


proves the biz, possibilities of ILG Fans in —the book that tells the whole story from a 


the small town market — and these 
sales were made around Newman’s 
corner — one to a theatre, another to 
a lunch room, a third to a dru, store, 


a fourth to a Y. M. C. A., and a fifth 


to a home—all from the same markets 


business standpoint. Read what's 
doin? in this market—note the opinions 
of the foremost dealers and jobbers, 
learn how the dealer can cash in on this 
proposition without investing, in an 
extensive stock. Ask your sales man- 


which exist in every hamlet, town and city. ager to get you a copy of this book—it’s free. 


& ——— : Se ee 
? FOR OFFICES - STORES - FACTORIES - 
JE PUBLIC BUILDINGS - RESTAURANTS - THEATRES - HOUSES - ETC 


————{_{£_£_{_—*—i——>—<_$_{_[_{_£_—aA—ET>E>x—_>[=$[— _ —_—_ SSE SSS 


ILG ELECTRIC VENTILATING CO: 2854 North Crawford Ave. CHICAGO 
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The Findlay Electric Porcelain Co. 
Findlay, Ohio 
Introduces the latest type of Insulators for 
the Radio Antennae 





Tested Made in 
. . No. 3 Radio Insulator. 

Dielectric Length 3 inches, diameter 1% inches. Brown 
and and 
_|Tensile White 
Strength Glaze 





No. 5 Radio Insulator. 
Length 5 inches, diameter 1% inches. 

The above types meet the great demand for an efficient insulator at a 
reasonable price. 

The market for “THE RADIO INSULATOR?” has been created, it is 
up to you “Mr. Jobber” to see that your customers are supplied. 

We maintain a special department actively engaged in the development 
of Radio Insulators. 

Write for illustrated circular describing the different types we are man- 
ufacturing. 


THE FINDLAY ELECTRIC PORCELAIN CO. 


FINDLAY, OHIO U.S.A. 














Concentrated Filament Vacuum Pamps for Signs 
CUT DOWN CURRENT BILLS 


The only lamp on 
the market that 
is rated and guar- 
anteed not more 
than 10 watts. 


Its concentrated 
filament gives 
brighter and bet- 
ter light. 

Two very good 
reasons why 
Signlites sel 1 
readily to electric 
sign users every- 
where. Start sell- 
ing them now. 
Write today for full 
details and discounts 


Manufactured exclusively for 


Save Sales Co. 
261 Broadway, NewYork City 





Signlite with clear bulb Signlite with blue bulb 























ages resulting from the bursting of 
dams and reservoirs at the flood 
period. Suits for damages aggregat- 
ing $450,000 have been filed by the 
irrigation company against the power 
company as a consequence of the fail- 
ure of the Shaeffer dam on Beaver 
Creek. Suits have also been filed by 
property owners against the irrigation 
company alleging that property dam- 
age resulting from the flood was due 
to the bursting of the dam and that 
the latter was of faulty construction 
and improperly maintained. 





Another Phase of “Sell "Em 
Something More”’ 

While the idea of “Sell "Em Some- 
thing More” in a strict sense applies 
to the sale of electrical products to 
consumers, still many jobbers’ sales- 
men have applied it to their own 
efforts. It can be done, and in a great 
many ways, because the slogan says 
in a few words what every salesman 
wants to do. 

As an illustration, take soldering 
flux. A jobber’s salesman will sell 
many pounds of solder in the course 
of a year, but quite frequently he may 
forget that soldering flux must be 
used with every drop of solder. The 
buyer orders solder, ‘and the sales- 
man enters the order without trying to 
“Sell Him Something More’; that is, 
the flux that must be used with it. 
The result is that the buyer does not 
think of the electrical jobber when 
he needs flux, and gets it from some 
other source, generally buying muri- 
atic acid. 

There is hardly any reason why 
jobbers’ salesmen cannot get a much 
greater share of this business, especi- 
ally if they try the idea of “Sell 
"Em Something More,” and sell solder- 
ing flux along with solder. The great- 
est field is in the industrial plants, 
many of which use tons of solder, 
and which might just as well buy from. 
the electrical as any of the other sup- 
ply houses. 





They used to paint copper wire with 
paint of different colors in order to 
keep track of the different circuits. 
One day Mr. Hewitt was hanging his 
wire out to dry and a bull got tangled 
ir it, to the great detriment of the in- 
ventor of many electrical devices. 
Mr. Hewitt has many good stories 
about old wines he has found in old 
wells, old vaults and other odd places. 
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Announcing 
the latest Beaver triumph 


THE | RIPLE |)UTY =OCKET 


Individually ‘packed in display carton 


CCUPIES no more space than 
the old type of double 
socket. Actual dimensions 
greatest width 31”, height 32”. 
Has highly polished, unbreakable 
case. Inside connections are solid 
brass—no flimsy, impermanent 
wires—but solid brass. Each one 
individually packed in display car- 
ton—blue, white and black. 
A Real Seller!! 
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AND here’s a price reduction effective Now 


Every jobber’s salesman can clean up on this 
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New List Price — Beaver 
Switch Plug with new 
Gripall Terminals 


(Discounts under schedule J) 


—and from now on well displayed 
in individual cartons. 

Beaver Controlling Switches—the 
only complete line—are sold by the 
following agents: 


BEAVER MACHINE & TOOL CoO., INC., NEWARK, N. J. 


Sales Office: 50 Church Street, Canadian Licensee: Duncan Electric Company, 
New York City 2 Inspector St., Montreal, Dominion of Canada 
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*American Manufacturer’s Agency, Craven Electric Sales Company, C. M. C. Electric Sales Company, 
208 No. Wells Street, Chicago. 30 Bank Street, Philadelphia _ 507 Odd Fellows Bldg., 
*Panama Lamp & Commercial Indianapolis. 


The Spector Company Company, O. J. Rollert, 

501 Pioneer Bidg., St. Paul 595 Mission Street, San Francisco. 715 East 15th St., Kansas City 
*United Supply Company, H. Lee Reynolds Company, - 

520 South Sao Street, Dallas. Oliver Building, Pittsburgh. Carry Stock. 
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Wire Communication to Stay 

Ps ae 
American Telephone & Telegraph Co., 
recently made the statement that an 
exhaustive study indicated that wire 
communication would never be sup- 


Rhodes, engineer for the 


planted by radio, but that the 
latter would develop into an important 
supplementary service to the present 
telegraph and telephone lines. He 
said that the lack of secrecy in radio 
communication made it unlikely that 
it would ever replace wire lines. 


* * * 


Federal Control of Radio 
Recommended 

This control, it is recommended, 
phone conference called by Secretary 
of Commerce, Hoover, have been made 
public. The conference, which was 
presided over by Dr. S. W. Stratton, 
director of the Bureau of Standards, 
made its final report early in May, 
and the recommendation made will be 
used as a basis for legislation giving 
the Secretary of Commerce authority 
to make and enforce regulations. 

This control, it was recommended, 
should cover the establishment of all 
transmitting stations except amateur, 
experimental and government 
tions, and also the operation of non- 
government transmitting stations. 

The report shows radio was con- 
sidered as a utility by the experts 
forming the conference, and as such 
it was deemed that it should be un- 
der federal control. It also states 
that the types of radio apparatus most 
effective in reducing 
should be made freely available to 
the public without restriction. 

It is recommended _ that 
lengths should be assigned in bands 
according to the class of service, and 
that the Secretary of Commerce as- 


sta- 


interference 


wave 


sign a specific wave length, within its 
band, to each broadcasting station, 
except government and amateur sta- 
tions, and that the wave band from 
150 to 275 meters, assigned to ama- 
teurs, be subdivided according to the 


method of transmission. Point-to- 


point communication over land is con- 
sidered an uneconomical use of avail- 
able wave bands, and it is recom- 
mended that such communication be 
carried on by other means. 

The use of unlimited power by 
broadcasting stations is disapproved, 
and it is recommended that govern- 
ment stations be permitted to broad- 
cast 600 miles; public stations, 250 
miles, and private and toll stations, 
50 miles. 

It is recommended that direct ad- 
vertising by broadcasting be absolute- 
ly prohibited, and that indirect adver- 
tising be limited to a statement of 
the station’s call letters and the name 
of the concern responsible for the 
material broadcasted. 

It is recommended that amateurs 
have their status determined by law, 
be under the jurisdiction of the De- 
partment of Commerce and be self- 
policed under some definite plan. 

The appointment of an advisory 
committee, consisting of twelve mem- 
bers equally divided between the gov- 
ernment and others, is also recom- 


mended. 
ae 


Field for Rectifier Sales Offered 
by Radio 

Confronted with the necessity of 
frequently re-charging the batteries 
used with receiving’ sets, radio 
operators are turning with interest to 
the idea of installing charging ap- 
paratus in their homes to obviate the 
transportation of the batteries to and 





Connecting Batteries to Rectifier From 
Convenience Outlet 








service stations. This has 
opened up a new and large field for 
the sale of rectifying devices, one that 
will appeal to all dealers. 

The accompanying _ illustration 
shows an amateur operator charging 
a battery used for radio work in his 
own home by means of a rectifier 
from a central-station line. This de- 
vice, which was originally designed 
for use in garages and service stations, 
is now finding a great opportunity and 
attaining a wide popularity in the 
amateur radio field. 


* &¢ 


Takes Charge of Radio 
Department 


Ernest Bradley, formerly field 
representative of the  Pettingell- 
Andrews Co., Boston, in the New 
Hampshire district, has been placed in 
charge of the department of radio ap- 
paratus which has been established 
at the headquarters of the company. 

* * * 


Government Book on Radio 

Public interest in the radio tele- 
phone has developed so rapidly within 
the last few months that Uncle Sam 
has published a book for the benefit 
of radio enthusiasts, called ‘The 
Principles Underlying Radio Com- 
munication.” It was prepared by the 
Bureau of Standards and contains 
chapters on elementary electricity, 
dynamo-electric machinery, radio cir- 
cuits, electro-magnetic waves, ap- 
paratus for transmission and recep- 
tion, electron tubes and other allied 
subjects. The book has 619 pages and 
copies may be secured by sending $1 
to the Government Printing Office, 
Washington, D. C. 


* * * 


Lightning Hazard to Radio 

Very rarely does lightning strike an 
antenna, but during the summer sea- 
son and particularly during the storm, 
the air is filled with static electricity 
which unless an aerial is properly 
grounded, accumulates and is apt to 
damage the receiving set and shock the 


from 
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Kelloss Radio Supplies 


THE KELLOGG SWITCHBOARD 
AND SUPPLY COMPANY 


have been making high grade, sensitive 
telephone receivers and apparatus for the 
past twenty-five years. 


The result of our experience is built into 
our wireless receiver, making it unusually 
sensitive, durable, light in weight, and of 
No. 59A Head Set Complete compact, convenient design. 





All terminals are inclosed within the shell. The shell and cap are non-metallic. Diameter 
of shell, 134 inches, diameter of ear cap 2 3/16 inches. Depth one inch. Repeated tests 
show the transmission efficiency of this set is very high. 


Kellogg radio telephones assure you the best possible receiving. 


USE IS THE TEST 


Kellogs Lamp Sockets 


Kellogg moulded lamp sockets fit all standard four prong vacuum tubes 


Extra heavy, solid base 7/16 inch thickness. Four 
German silver springs with rounded ends, firmly 
held in position in deep grooves. Cannot touch 
mounting surface. Double end nickel plated bind- 
ing posts, hexagon and knurled surface nuts. Bind- 
ing posts plainly marked for wiring. Connection 
can be made under the socket as well as above. 





Kellogg Sockets are 2 3/16 inches square with 
round corners, with a total depth of 114 inches. Kellogg Lamp Socket 


Kelloggs Strain Insulators 


Kellogg No. 1 strain insulators are made of Kellogg Bakelite, 1 inch wide and 6 inches in 
length with suitable holes drilled at the ends for the antenna wire and support. 

Kellogg No. 3 strain insulators consist of a Bakelite rod in which are firmly inserted 
metal end rings. These insulators stand a direct pull of approximately 350 pounds. 

Nos. 4, 5, and 6 are the same as No. 3, except the length. 

The lengths are: No.3, 3 inches; No. 4, 2 inches; No. 5, 4 inches; and No. 6, 6 inches. 





For transmitting stations, the Kellogg Company is building a microphone or transmitter 
which is exceptionally reliable for this work and which is a standard product of many years 
manufacture. 


Kellogg Switchboard and Supply Co. 


Manufacturers of Standard Telephone Equipment 


CHICAGO, ILL. 
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KDKA, which was the first radiophone station in the world established for the 
regular broadcasting of entertainment, now holds the record for area covered by its 


concerts. 


The lines on the map radiating from the East Pittsburgh plant of the Wes- 


tinghouse company, where KDKA is located, show outermost points at which the 


station has been heard. 


At that, they don’t mark the limit, for the points marked 


are only those from which accurate reports have been received. 





operator. A two-way knife switch de- 
signed for high-voltage or a vacuum 
gap can be used in grounding an 
antenna. The latter is probably the 
most satisfactory, for, after it is once 
installed, it needs no attention. 


* * * 


Fire Underwriters Report on 
Radio Installations 


The technical subcommittee on 
radio equipment of the National Fire 
Protection Association, of which W. S. 
Boyd, 175 West Jackson boulevard, 
Chicago, is chairman, has made a re- 
port which has received the approval 
of Dana Pierce, chairman of the elec- 
trical committee of the N. F. P. A. 
It for 
mimimizing the fire hazard in con- 
nection with the installation and op+ 
eration of radio equipment, which are 
as follows: 


contains recommendations 


Antennas outside of buildings shall not 
cross over or under electric light or power 
wires of any circuit of more than 600 volts 
or railway trolley or feeder wires, nor shall 
it be so located that a failure of either 
antenna or of the above mentioned electric 
light or power wires can result in a con- 
tact between the antenna and such electric 
light or power wires. 

Antennas shall constructed and_ in- 
stalled in a strong and durable manner 
and shall be so located as to prevent acci- 
dental contact with light and power wires 
by sagging or swinging. 

Splices and joints in the antenna span, 
unless made with approved clamps or 
splicing devices, shall be soldered. 

Lead-in wires shall be of copper, ap- 
proved copper-clad steel or other approved 


be 





metal which will not corrode excessively, 
and in no case shall they be smaller than 
No. 14 B. & S. gauge except that copper- 
clad steel not less than No. 17 B. & S. 
gauge may be used. 

Lead-in wires on the outside of buildings 
shall not come nearer than 4 inches to 
electric light and power wires unless sep- 
arated therefrom by a continuous and 
firmly fixed non-conductor that will main- 
tain permanent separation. The  non- 
conductor shall be in addition to any in- 
sulation on the wire. 


Lead-in wires shall enter a_ building 
through a non-combustible, non-absorptive 
insulating bushing. 

The protective device shall be an ap- 
proved lightning arrester, which will oper- 
ate at a potential of 500 volts or less. 

The ground wire may be bare or in- 
sulated and shall be of copper or approved 
copper-clad steel. If of copper the ground 
wire shall be not smaller than No. 14 
B. & S. gauge, and if of approved copper- 
clad steel it shall be not smaller than No. 
17 B. & S. gauge. The ground wire shall 
be run in as straight a line as. possible 
to a good permanent ground. Preference 
shall be given to water piping. Gas piping 
shall not be used for grounding protective 
devices. 

* * * 


Transmitting Stations Number 
Over 19,000 


In an announcement by the Depart- 
ment of Commerce it was stated that 
19,000 licensed radio transmitting 
stations are now in operation in the 
United States. More than 16,000 of 
the licenses issued were given to ama- 
teurs. The records show that there 
are 212 broadcasting. stations. The 
balance are commercial and ship sta- 
tions. Broadcasting licenses are being 
issued at the rate of one a day, de- 
partment officials say, and this figure 
will be increased, according to pre- 
dictions. 

No census figures are available for 
receiving stations save the government 
estimate that there are 600,000 sets in 
use. This figure, however, is con- 
sidered rather conservative. 





Commercial Aspects of the 
Radio Situation 


By E. P. EDWARDS 


Manager, Radio Department, General Electric Co., Schenectady, N. Y. 


ADIO_ broadcasting, which 

started last fall, completely 

upset the radio market. A 
year ago we believed the meat and 
backbone of radio to be communi- 
cation, particularly transoceanic com- 
munication which would involve the 
use of millions of dollars worth of 
apparatus. 

The needs of the radio 
with his little transmitting or receiv- 
ing station, were considered an in- 
teresting sideline, and many manu- 
facturers did a comfortable business 
selling transformers, tubes, sockets, 
rheostats and other parts of apparatus 
to the amateur or person interested in 


amateur, 





assembling his own set, perhaps bit 
by bit, on the kitchen table. 

At that time about 90 per cent of 
the demand was for component parts 
of the radio set and not for the assem- 
bled set. Then broadcasting came 
along and everything changed. The 
amateur became the big part of the 
business and he suddenly began de- 
manding whole or assembled sets, and 
not parts. This amateur was not 
primarily a mechanic; he wanted 
music and entertainment of other sorts 
in a hurry and without too much 
trouble. The demand for assembled 
sets became 90 per cent of the radio 
(Continued on page 110) 
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THE BRADLEYSTAT 


is a rheostat 
for controlling 
the current 
flowing through 
vacuum _ tube 
filaments. 


Retail Price 





All detector and amplifying tubes re- 
quire precision current control. At criti- 
cal points, the slightest loss of control 
often destroys detection. 


The Bradleystat avoids wire-coil rheo- 
stats, sliders, verniers, and loose con- 
tacts. A single knob applying pressure 
on graphite discs gives smooth, stepless, 
noiseless regulation as with no other type 
of regulating device. And the adjust- 
ment is as fine as desired for critical con- 
trol. 





Electric Cities Apparatus 
492 Clintom. St., Milwaukee, Wis. 


Mfrs. of Graphite Rheostats for 20 Mears 





$7 85 


Our Ratio Campaign 


reaches 1,000,000 


radio readers monthly 


and 


is creating an enormous, 
nation-wide demand for 





REGISTERED U. S. PAT. OFF 


PERFECT FILAMENT CONTROL 


An Example of Our Jobber Co-Operation 


to sell the simplest and best-Known rheostat 
for filament control in the.radio field 


HELPING DEALERS 


a 
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A counter dis- 
~~ play stand in 
Youn! r - six oil colors i 1S 


~ Thy part of our 
JNNIORS) 41 : 

: VUNG plan tor dealer 
Needs This 


| Brea lle «Stat 


FOR NOISELESS 


co - operation. 
It has an auto 
lamp socket 
and a place for 
a Bradleystat 
to demonstrate 
the precision 
control ob- 
tained. This 
stand is’ the 
most striking 
sales help in 
the radio store, 
today. 


MAIL COUPON, TODAY, FOR DISCOUNTS 


ABEREBEBEBEEEBEREBEEREREREREBEEEEEE EEE EEE EEE SE ES |S |S 


2a BSB 8282 EEE EE EE SE ES S&S SS BS ©, 


Allen-Bradley Co., 


492 Clinton St., Milwaukee, Wis. 


This coupon is attached to our business 
stationery as a request for discounts and 
sales plan on the Bradleystat. 
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New Radio Products, Illustrated 








Two new radio products have been placed on the market 
recently by the Westinghouse Electric & Mfg. Co., East 
Pittsburgh, Pa. The “Aeriola, Sr.” is a single-circuit tube 
regenerative receiver, which is contained in a nicely finished 
wood box with a cover, and includes a Brandes head set and 
special type WD-11 vacuum tube. The oscillating circuit 
consists of a mica condenser of two steps in series with a 
variometer inductance. The steps of the condenser are 
brought out to two binding posts, the lower capacity being 
used for wave lengths up to 350 meters, and the higher 
capacity for wave lengths ranging from 300 to 500 meters. 
The feed-back circuit consists ot a variometer inductively 
coupled with the antenna oscillating inductance. A_ part 
of the tickler winding is wound on the same tube that 
carries the antenna inductance and the remainder of the 
winding is contained on a tube which rotates within the sta- 
tionary tube. Complete control of the regeneration at all 
wave lengths is effectively accomplished and the circuits are 
so designed that the amount of degeneration is practically 
constant for any setting of the tickler throughout the range 
of wave lengths of the receiver. A special tube is furnished 
with the “Aeriola, Sr.” the filament of which will operate 
from a single 1.5-volt dry battery. A rheostat takes care 
of the variation in battery voltage. The tube requires but 
22.5 volts plate voltage. It is provided with a special base 
to preclude the possibility of any one inserting it in a 
socket intended for a tube of higher voltage. 





The “Vocarola” consists of a specially designed metal 
horn mechanically attached to the mechanism of a single 
Baldwin telephone receiver. The standard Baldwin mica 
diaphragm has been replaced by a special metal diaphragm 
which will stand practically any amount of abuse without 
damage. The “Vocarola” will work satisfactorily from a 
two-stage audio frequency amplifier, and, using good ampli- 
fying tubes, 150 to 200 volts may be used without damage 
to the instrument. This apparatus is distributed exclusively 
by the Radio Corporation of America. 














The Kellogg Switchboard & Supply Co., Adams and Aber- 
deen streets, Chicago, is now manufacturing and distributing 
molded lamp sockets to fit all standard four-prong base 
vacuum tubes for radio work. These sockets have an extra 
heavy solid base nearly 0.5 inch in thickness. Four German 
silver springs with rounded ends are held in position in deep 
grooves and cannot touch the mounting surface. The plus 
and minus and the grid and plate terminals are marked in 
the mold at each binding post which are double end, nickel 
plated. Connection can be made under the socket as well as 
from the top of the binding posts. The sockets are 3.1875 in. 
square, with round corners, and with a total depth of 1.25 in. 


The Kellogg company is also manufacturing aerial strain 
insulators of various widths and lengths, drilled with suitable 
holes at the ends for antenna wire and supports. The lengths 
are 2, 3, 4 and 6 in., and they are made in flat-bar and round- 
rod styles, with brass rings embedded in each end. These 
insulators stand a direct pull of about 350 Ib. 








The Hipwell Manufacturing Co., 825 North avenue, Pitts- 
burgh, Pa., is producing a refillable and variable “B” battery, 
especially designed for electron tube work. It is claimed to 
be noiseless and to give double the life of an ordinary battery. 
The illustration shows part of the cover cut away, and also 
shows how a new cell can be inserted should this be necessary. 
The list price is $3, and replacements are furnished complete 
for 25 cents each. 





ANTENNA 
INDUCTANCE 


SECONDARY 
SECONDARY CONDENSER 
INDUCTANCE 


AMPLIFIER 
TRANSFORMERS 
AMPLIFIER 


TICKLER 
coIL 








TERMINALS FOR SECONDARY AND 
TICKLER LOADING INDUCTANCES 





The above illustration shows an interior view of a type 
C. & W. 11 regenerative receiver and two-stage amplifier 
manufactured by the Cutting & Washington Radio Corp., 
85 Water street, New York City, and which embodies a num- 
ber of improvements in radio receiver design. 
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RADIOPHONES 


An attractive proposition 
for Electrical Dealers 





Type C&W 11 Type C&W 12 
Regenerative Receiver and Licensed Single Circuit Regen- 
Two Stage Amplifier. ym... U.S. erative Receiver. 
Retail Price ....... $125.00 Deen esse Retail Price -.... $65.00 


Two ultra-modern RADIOPHONE RECEI VERS designed by the Engineers of one 


of the foremost Commercial Wireless Telegraph Companies. 


Extraordinary efficiency and selectivity is obtained with simplified controls 
that enable the operator to select the desired signals and easily eliminate 
interference from other sources. 


These receivers are unique in that many heretofore troublesome and critical 
adjustments have been entirely eliminated, thus assuring efficient and reliable 
operation by persons with neither technical knowledge nor professional skill. 


Will you be our sales agent? We have a most attractive proposition. Write for 
descriptive literature and complete information. 


CUTTING & WASHINGTON RADIO CORPORATION 


35 Water Street (Subsidiary Independent Wire- 18 W. Franklin Ave. 
New York less | Tolan «Co, Inc.) Minneapolis, Minn. 
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New Radio Products, 


Illustrated 











A development of the No. 480 head 
set which the Manhattan Electrical 
Supply Co., 17 Park place, New York 
City, has been producing for nearly 
ten years, has been announced by the 
company. The new head set is claimed 
to be vastly superior, not only in out- 
ward form, but in interior construc- 
tion, and is said to have the operating 
characteristics of the more expensive 
receivers, although it retails at a 
moderate price. The magnets, which 
are of tungsten steel, exert a center 
pull on the diaphragm, flexing it 
equally in every direction, and produc- 
ing sound without distortion. This 
feature gives a higher degree of 
sensitivity. ‘The new head set is made 
in two grades, the No. 2500 having 
4400 turns on the magnet windings and 
the No. 2501 having 6800. As it is the 
number of turns that makes _ for 
greater efficiency, and not the ohms 
resistance, the No. 2501 is an unusually 
effective receiver. The cord tips are 
concealed within the case, making it 
impossible to unbalance the set by 
touching them with the hand. The 
polarity of the magnet is indicated in 
the case and a tracer cord is used so 
that the receivers can be correctly 
connected in tube circuits. An eyelet 
is attached to the case and tie-cords 
relieve all strain on the connections. 
The case proper is flush on the back, 
with no projections to scratch furni- 
ture, and in a similar way there are no 
projections on the headband to catch 
the hair. The latter is santiary, being 
covered with a rubber japanned finish 
that can easily be wiped clean. 





In order to get the best results from 
electron tubes as amplifiers, they must 
be used with correctly designed ampli- 
fying transformers such as type 231A 
manufactured by the General Radio 
Corp., Cambridge 39, Mass. The prim- 
ary receives the maximum amount of 
energy and delivers it undistorted in 
waveform and at the correct potential 
to the grid. The core construction is 
such that there is little tendency for 
setting up external fields with resultant 
howling in the audio frequency circuit. 
The distributed capacity of the second- 
ary is low, so that the maximum poten- 
tial is obtained on the grid. The prim- 
ary has a direct-current resistance of 
1100 ohms and alternating-current re- 
sistance at 1000 cycles of 11,000 ohms, 
and a reactance at this frequency of 
66,000 ohms. 























To meet the demand for inexpensive 
receiving sets the Freed-Eisemann 
Radio Corp., 251 Fourth avenue, New 
York City, is marketing a crystal de- 
tector set furnished complete with an- 
tenna, lead-in wire, ground switch, etc. 











One of the recent contributions to 
the radio field is the “Bradleystat,” 
manufactured by the Allen-Bradley 
Co., Milwaukee. 
control of filament current in detector 
and amplifier tubes, and is a special 
model of the Allen-Bradley line of 
graphite compression rheostats, afford- 
ing micrometer control with one knob 
and no vernier. There are no steps, 
contacts or sliding contacts, thereby 
giving noiseless control without steps 
or jumps. 


It is designed for the. 








The Clapp-Eatham Co., 161 Main 
street, Cambridge, Mass., has brought 
out its type H.R. single-circuit regen- 
erative receiver. The condenser is of 
the balanced type with two rotary and 
three stationary plates. The antenna 
inductance is wound in Formica tube 
and the plate inductance is wound on a 
molded ball. The cabinet is made of 
solid mahogany, the panel of Formica 
and the dials of indestructible metal. 
The set is designed for regeneration on 
wave lengths between 180 and 825 
meters, and has a wide range. 








The “All-American” is a radio fre- 
quency amplifying transformer  de- 
signed for amateur and commercial re- 
ceiving stations. It is shielded, has low 
distributed capacity and_ protected 
from atmospheric conditions, giving 
amplification without tube noises or 
wave distortion. Static disturbances 
are also eliminated to a great extent. 
It has a range of operation of 150 to 
550 meter wave lengths, and can be 
used with Radiotron, Cunningham, 
Moorehead A. P. or Meyer tubes. It is 
manufactured by the Rauland Manu- 
facturing Co., 35 South Dearborn street, 
Chicago. 





Car owners or radiophone 
owners will be interested in 
a novel battery _ tester 
placed on the market by the 
American Bureau of En- 
gineering, 2632 Prairie ave- 
nue, Chicago. It is called 
the ‘“‘Ambu” battery tester 
and consists of a bulb, a fill- 
ing nozzle of rubber and a 
glass tube. Inside the tube 
are three colored balls made 
of materials whose specific 
gravities differ. By this 
means it is possible to tell 
whether the charge is right, 
lean or dead. 
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7%) WIRE HOLDERS 
See | FOR 





ssi RADIO USE 








Easy to install 
Neat in appearance 
Strong and durable 


The cost is low 


\WUBBARD WwW? 9500 
GROUND PIPE 





Attention! Jobber’s Salesmen 


The popularity of Peirce Wireholders in the 
Radio field, for supporting the aerial wire 
and running the lead down the side of the 
building to the instrument, is rapidly in- 
creasing. Thousands have already been 
sold, from Coast to Coast, for this purpose. 


Increase your sales by “‘tieing in’ with the 
demand for Peirce Wireholders. Write for 
a sample—you can carry it around in your 
pocket—show it to your customers and see 





how easily it “goes over.”’ : 
No. 199 No. 191 


HUBBARD & COMPANY, Pittsburgh, Pa. 
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New Radio Products, Illustrated 








The Lyradion Sales & Engineer- 
ing Co., Mishawaka, Ind., has de- 
veloped a line of combination radio 
receiving and phonograph sets. The 
above illustration shows the Lyra- 
dion “Console,” which is one of the 
several types produced. This ma- 
chine is furnished completely wired 
for the installation of a Westing- 
house two-stage R. C. set or com- 
pletely equipped with the new Lyra- 
dion non-regenerative set. Both the 
radio and phonograph sections of 
this machine are fitted with the Ly- 
radion-Seabrook loud-speaking horn, 
especially designed for the amplifi- 
sation and separation of individual 
sound waves, and which eliminates 
the twang common to metallic horns. 








The “Federal Junior,” manufactured 
by the Federal Telephone & Telegraph 
Co., Buffalo, N. Y., is a complete re- 
ceiving set for broadcasting service, re- 
quiring nothing more than an antenna 
for operation. No batteries or other 
source of power is required, nor are 
replacements of any kind necessary. It 
has a range of 15 to 30 miles. 








A complete line of ground antenna 
and battery switches for use with radio 
apparatus is being manufactured by 
the  Trumbull-Vanderpoel Electric 
Manufacturing Co., Bantam, Conn. 
The ground switches are made in 60 
and 100-ampere capacity, exceeding 
Underwriters’ requirements. The an- 
tenna switches are 30-ampere capacity, 
double pole, three pole for sending and 
two pole for receiving, slate or wood 
base. The battery switches are made 
in a number of different styles, porce- 
lain and fibre bases, and 25-ampere 
capacity. 








A practical, substantial and well con- 
structed crystal detector is being mar- 
keted by Haydon & Fenton, 169 Cham- 
bers street, New York City, under the 
trade name of the “Enterprise.” The 
cap has a ball-and-swivel adjustment 
and a shaft that stays in position, while 
the cup is topped with a knurled bind- 
ing screw, and the binding posts are of 
a new design recently patented. All 
metal parts are highly polished, nickel- 
plated brass, and the base is molded 
composite. 














The “Penn C” type F re- 
generative tuner and detect- 
or, manufactured ky the 
Pennsylvania Wireless Mfg. 
Co., New Castle, Pa. and 
distributed by the National 
Radio Corp. Pittsburgh, 
Pa., has improved spring 
contact variometers, vario- 
coupler primary tap for sin- 
gle turn variation, vernier 
rheostat giving close adjust- 
ment with ease, potentio- 
meter control for the “B” 
battery, and panel shield to 
eliminate body capacity 
effect. It has a range of 150 
to 600-meter wave-lengths. 
The set is furnished either 
with oak or walnut finish. 
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Keystone Radio 
Lightning Arresters 


and Keystone Ground Fittings 











Approved by 
Underwriters 

————— Highly Efficient 
me OE norco 






6 ee) 





= No Vacuum to Lose 
Cheaper than a 
Type A, Keystone Type B, Keystone Keystone Radio Arresters Lightning Switch 
Radio Arrester Radio Arrester are packed in cartons 


You can sell hundreds of Keystone Radio Arresters. Every Receiving Set must be 
protected with one of these lightning arresters which are approved by the Under- 
writers. Don’t overlook this opportunity to make quick profits. Get your order 
in before the first lightning storms create an unprecedented demand for them. 


You should standardize on the Keystone 


Keystone Ground Fittings 


Pipe Cap 


Arrester for these reasons—Small in size; | 
weatherproof: entirely enclosed and 
sealed, fool~roof; constructed by a 
Company having 30 years’ experience in 


lightning arrester design; low capacity 





Price and high resistance, no carbon plates to 
Retail disintegrate and short-circuit gap, no 
90 Cents Me : 
Pi en Keystone Fitti Ss are acked ir z ’ * = 
Point Keystone Fittings are packed i" fuses to blow nor vacuum to lose and so 


making approved ground. 


reduce the efficiency of the arrester to a 


With these two pipe fittings and the carefully pre point where it is practically valueless. 


pared instructions which accompany them an approved 

outdoor ground connection can be made. . . | ‘ Tl | 
Both pipe cap and pipe point are threaded for *4-inch O roug 
pipe and provide a convenient, efficient and economical 


methed of making a ground connection for wireless Jobbers 


aerials. 





Exvectric SERVICE SUPPLIES Co. 


Electric Railway and Mine Haulage Material 











PHILADELPHIA PITTSBURGH SCRANTON NEW YORK CHICAGO 
17th and Cambria Sts. 829 Oliver Bldg. 316 N. Washington Ave. 50 Church St. Monadnock Bldg. 
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Radio 





Receiving Sets 





Delivery 
Guaranteed 








Cash in on the 
dealer demand _ for 
equipment. 
versal’ —a 


compact, super- 


sensitive Radio Receiving Set 


that has measured up to every 
engineering test—an 
ment that has demonstrated its 
superiority by actual per- 
formance. 


The Famous 


“Universal” 
Radio Receiving Set 


No taps, continuous wave length 
variation, equipped with primary 
and secondary coils. Oak or ma- 
hogany cabinet, bakelite panel, bev- 
eled and graduated dial, sensitive 
and tested crystal adjustment. No 
batteries needed—no maintenance 
cost—everything complete. Can be 
used with other units to build a 
loud speaking set. Wave length 
range—360 meters. While rated as 
a 50-mile instrument, music and 
voice from a point 284 miles away 
has been brought in clearly. Va- 
riation in receiving radius due to 
atmospheric conditions. Kellogg 
Head Set consists of two receiving 
phones, 2,400 ohm resistance. with 
head band and cord—navy type. 


Descriptive circular and 
prices on request. 
Liberal discounts to jobbers. 


Universal Radio Co. 
1314 Kesner Bldg, Chicago 


tremendous 
radio 
Stock the ‘“Uni- 


instru- 


Commercial Aspects of 
the Radio Situation 
(Continued from page 102) 


business, although the demand for 
component parts became much greater 
than the demand a year ago. 

In the attempt to meet this demand 
for radio apparatus, the General Elec- 
tric Co. took immediate steps for 
quantity production. Seventy-five per 
cent of the company’s toolmakers were 
set to work constructing the 108 
special dies, tools, jigs and other fix- 
tures required for standardized pro- 
duction. Of course this delayed the 
production of complete sets, but will 
make possible the production within 
a very short time of 8,000 to 10,000 
units per month. 

The company has just started the 
production of its tube set, which, after’ 
months of experimentation, is believed 
to be an efficient and well-constructed 
This is being manu- 
factured much the same as _ sectional 
bookeases in that it can be added to 
from time to time as the amateur 
desires to reach out further and 
further in the ether for signals. This 
set is in addition to a small and in- 


receiving set. 


expensive crystal set, which has been 
turned out at the rate of 500 a week 
for the past month or ‘six weeks. 
Other sets, designed to meet the 
demand as it exists and as it develops, 
will be brought out from time to time 
until a complete line is in production, 
so that every class of user will be 
able to get what he wants in season, 
both from the standpoint of perform- 
ance and artistic merit. 

Much is being said regarding the 
vacuum tubes. Manu- 
facturers have been accused of hold- 
ing them back in order to increase the 
demand. The truth is quite the 
The trouble is that pro- 
duction has not been able to keep pace 
with the rapidly increasing demand. 
A year ago this company was 
authorized by the Radio Corp. of 
America, holder of the licenses under 
which the tubes are manufactured and 
sold, to produce the detector and 
amplifying tubes at the rate of 
approximately 10,000 a month. Nine- 
tenths of the demand is for these two- 
style tubes, known as “‘Radiotrons 200 
and 201.” 

This rate of production was reached 
in February, 1921, and maintained 
until the middle of the summer, at 


scarcity of 


contrary. 























which time it was found necessary to 





\Red Desil Tools 


Ved Dewil/ 


Electrician’s 
Rapid Boring Bit 


It’s different 
from any other 
bit because: 





It’s 33'14% easier 


boring. 


It has 10% greater 
clearance. 


It pulls itself in 
without pushing. 


It bores in any 
kind of wood. 


It bores with or 
against the grain 
of any wood. 


And it has proved 
its superiority by 
every day use in 
hard and_ soft 
wood, under all con- 
ditions. 


Made of special 
grade, carefully 
tempered steel. 


“Red Devil” — Electri- 
cian’s Rapid Boring 
Auger Bit, Style No. 
2403 shown here, has 
a ready demand and 
pays a handsome profit. 
Made in double twist, 
rapid boring _ thread; 
stigle lip. 5% inch 
worm, 4144 inch stem; 
10 inches over all. 


2 ee, ee i 8 
~ \ 
Y 


EL - ee eRe 


Send for literature 
and trade prices. 


Smith & Hemenway Co., Inc. 


Manufacturers of ‘“‘Red Devil” 
Electricians’ Hand Tools 


266 Broadway New York, N. Y. 





“Red 
Devil’”’ 
Pliers 

For Every Purpose 
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Here’s a live business-getter—the Klein Radio Tool 
Kit for radio men. Ride in on the big popular wave for 
radio! Cash in on the popular enthusiasm with this 
timely item! 


Advertisements on this kit will appear in next month’s 
consumer radio magazines, and there’s snappy window 
display ready for dealers now. 


Nicely put up in a full leather, wax-stitched folding 


This is No. 5 of this year’s series of Klein advertisements to your customers. 


A, 
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pocket case—this kit includes one Klein 5-inch long- 
nose plier, one Klein 6-inch side-cutting plier, small 
screw driver, electrician’s knife, a high-grade file and 
electrician’s tweezers. 

It costs the retailer $5.35 (F. O. B. Chicago), and 
sells over the counter at $7.50 (F. O. B. Chicago). Get 
in on the money being spent on the radio fad. Wire your 
jobber or us your order for a dozen kits and display ma 
terial today. 


Get behind this timely item! Let's 


all get a share of the profits that will be made on the radio fad! 


Mathias 
Established 1857 


& Sons 


Chicago I USA 
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Radio Dials 








and Plates 





A distinctly superior product, made from heavy brass, finished 
with silver plated numerals and graduations, polished black 
background; deeply formed, beveled edges; reading clockwise 
or counter clockwise. Sizes 3%”, 3” and 2%” diameter. 
Complete with Bakelite or composition knobs, properly insu- 
lated from dial and shaft. 

Or dials only. ! 
Radio panel plates and name plates in all required wordings. 
We are also equipped to produce dials, flat or beveled, segments 
and name plates to your specifications. 








A Snappy. Big Profit Item for 
Jobbers and Jobbers’ Salesmen. 
Ask for Details and Discounts. 








Crowe Name Plate & Engraving Co. 
1742 Grace Sireet 
CHICAGO 









reduce the rate to approximately 5,000 
tubes a month because the market was 
not absorbing the production. The 
rate of 5,000 a month was maintained 
until November, 1921. 

Then broadcasting hit us. After 
that, week after week, the demand 
soared skyward and production also 
soared, but is was absolutely im- 
possible to keep abreast of a such a 
sudden and unexpected movement. 

When I appeared before Secretary 
Hoover’s radio conference in Wash- 
ington, four or five weeks ago, I esti- 
mated the demand for tubes was at the 
rate of 90,000 a month. We were 
then producing 60,000 tubes a month. 
Today we are turning out 160,000 a 
month, and in May we will be manu- 
facturing 200,000 a month. That pro- 
duction is about forty times as great 
as our production six months ago. I 
would not call that holding back. 

Another bit of equipment, at first 
not considered a part of radio require- 
ments, but which has been seriously 
affected by the radio boom, is the 
“Tungar”’ rectifier. This is a device 
which is used for recharging auto- 
mobile storage batteries by using the 
alternating or regular lighting current. 
It is now in great demand by the 
radio fan who has batteries to be 
recharged and during January of this 
year more “Tungars” were sold than 
during the whole year of 1921. 

Although much of the radio work 
is being done at the Schenectady 
works, the General Electric Co. is 
using all its factories in trying to meet 
this demand. The Edison Lamp 
Works at Harrison, N. J., and the 
National Lamp Works at Cleveland 
are both busy turning out vacuum 
tubes of the smaller sizes. The 
Sprague Works at Bloomfield, N. J., 
the plants at Lynn, Mass., Fort 
Wayne, Ind., and Bridgeport, Conn., 
are all working on tube bases, trans- 
formers, sockets, small motor gener- 
ators and other parts of radio equip- 
ment. It is hoped that very soon, this 
boom, one of the biggest which has 
ever hit the electrical industry and 
has spread like a conflagration, will 


be under control. 
* * * 


War Department Radio Net 
The War Department, which has 
now approximately fifty radio sta- 
tions within the continental United 
States, has established a radio net 
from Washington to the Ninth Corps 
area headquarters in California for the 








May, 1922 


THE J 





O BBER’S fA) sa LESMAN 113 





distribution of army orders and mes- 
sages under the supervision of the 
Signal Corps. Eight of the nine 
areas have established separate nets 
for their own work. 
* * * 
Radio Parts Necessary for a 
Complete Stock 

The following list gives a good idea 
of the different kinds of equipment 
necessary for a dealer carrying a com- 
plete stock of radio parts: 


Ammeters 
Antennae and parts 


Bakelite, for instrument panels 
Binding posts, large and small 
Books on radio 

Bulb detectors and amplifiers 
Coils, honeycomb 

Couplers 

Condensers, fixed and variable 


Connectors 

Crystals and crystal cups 

Dry cells 

Head sets 

Horns and reproducers 
Inductance coil mountings 
Insulators 

Knobs and dials 

Lamp condensers 

Leaks 

Motors, synchronous 
Potentiometers 

Rheostats 

“Spaghetti” insulation 
Spark-gap outfits 

Storage batteries, “A” and “B” 
Switches, .knife and panel 
Telegraph instruments 
Transformers and rectifiers 
Transmission bulbs 
Tube bases 
Variometers 
Voltmeters 

Wire, bell and No 14 bare 


The dealer entering the radio field 
must be prepared to invest $500 to 
$1,000 to secure a fairly representa- 
tive assortment of parts and units. A 


complete assortment necessitates the 
investment of at least $1,800. 


* * * 


Radio Manufacturers Organize 

A meeting of a number of leading 
manufacturers of radio equipment was 
held in New York April 28 for the 
purpose of organizing a National 
Radio Chamber of Commerce. In 
opening the membership to established 
and responsible companies, it was an- 
nounced, it is the purpose of the or- 
ganizers to prevent possible loss to 
the public through investment in un- 
substantial enterprises, of which, it 
was claimed, there are many. The 


companies instrumental in organizing 
the chamber include the F. A. Andrae 
Telephone & Telegraph Co., the De 
Forest Telephone Co., the Freed- 
Radio Corp., the Jewett 
Manufacturing Co., the Home Radio 
Co., and the Dubilier Condenser Co. 


Eiseman 





Phones. 


“BABY” Receiving Set 


Especially designed for the reception of concerts and all broad- 
casted messages within a radius of 25 miles. 


Complete with aerial equipment and Stromberg-Carlson Head 


| 
$2.0°% List 

















vA 








__| Sin 


Variable Condensers 
and 
Variometers 
Each a carefully tested 
instrument of finest de- 

sign and construction. 








Tuning Coils 


Tube Sockets 
Switch Arms, Dials | 

Binding Posts 

Tested Galena | 














AWS 


De Luxe Receiving Sets 
Built by Professionals for Amateur use in the House. 








$60.00—$250.00 List 





FACTORY 
ELIZABETH, WN. J. 


Our Merchandise is 
distributed through 
Jobbers exclusively 


ELECTRIC CO. 


124 Fifth Ave., New York City cutt#2% 02s | 
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ORYPHONE 


AND RADIO ACCESSORIES 


Type Type 
“Radio” “Radio” 
2,000 3,200 
Ohms Ohms 











1,000 1,600 
Ohms Ohms 
Single Single 
Receiver Receiver 
Headset Headset 
List List 


$473 *6% 


CORYPHONE “RADIO” HEADSETS ARE 
EXTREMELY SENSITIVE and POSSESS 
EXCEPTIONAL REFINEMENTS 


OTHER SPECIALTIES 
CORYJACKS CORYPHONALOUD 


The _ mellow 
toned amplifier. 
Reproduces the 














B-498 As shown, list..... : $1.25 faintest sounds 
B-497 Open circuit, list... . 70 with surprising 
Single Contact whine 
c . . . o arity. 
B-501 Closed circuit, list 85 CS 
Single Contact No “A” bat- 


tery required. 


A develop- 
ment based on 
20 years of tel- 








ephonic experi- 
ence. 
66a 
bay ol For Battery “A 
; ; . Protects the bat- 
Designed for reception of bayonet tery against acciden- 
and tag terminals. tal discharge and in- 
List $1.75 convenient mishaps. 





List us en 


WRITE FOR FURTHER PART.CULARS 








CHAS. CORY & SON, Inc. 
183-7 Varick St. 


Philadelphia, 
41 So. Second St. 


NEW YORK, N. Y. 


San Francisco, 
11 Mission St. | 








Playing the Game 
USINESS is as much a game as 
golf or baseball or football. Life 
itself, is aptly likened to a game. To 
win, to earn and enjoy the fruits of 
victory, you must play fair. 

A cup or medal or other trophy is 
not the real prize the victor receives. 
The real prize—the real reward—is 
the satisfaction derived from superior, 
worthy achievement. 

Wealth is not the real prize of life; 
it is only a trophy, a symbol, and may 
carry with it no satisfaction. Indeed, 
it does not carry with it genuine, last- 
ing satisfaction unless it has been won 
fairly, honestly, honorably. 

The more I see of rich men and 
the closer my insight into the work- 
ings of their minds and hearts, the 
more strongly convinced do I become 
that great wealth is no passport to 
happiness or proof of true success. 

It is an old truth, but it needs 
preaching every sunrise, because so 








From the looks of the sign in the win- 
dow it would seem that M. F. Schaffer, 
sales manager of the Electric Sales Co., 
17 East Gay street, Columbus, Ohio, is 
trying to advertise the fact that he is a 
member of Boy Scout Troop 18, but that 
isn’t it at all. “Schaf” doesn’t want you 
to think he looks self-conscious because 
he’s married or anything like that, but he 
thought he needed a shave, and like any 
live jobber’s salesman didn’t want to face 
a prospect with two days’ crop on his 
chin. That’s what comes of going into 
the radio business. Ask dad; he knows. 


May, 1922 


THE JOBBER’SfJJSALESMAN 





many do not know it, or, knowing it, 
do not heed it. If they could only be 
made to understand, if they could only 
see things in their true colors, if they 
could only peer into the hearts of 
many millionaires, they would order 
their lives more rationally and enjoy 
life more thoroughly. 

To win out you must play the game 
every time. 

“Look at so-and-so; he has every- 
thing he wants, yet everybody knows 
that he made his money by shady 
practices,’ you may reply. 

Don’t fool yourself that so-and-so 
has everything he wants. Do not 
imagine that he doesn’t know how you 
and other people regard him. And do 
not think for a moment that he enjoys 
being looked at askance, or that he 
wouldn't exchange most of his ill- 
gotten gains to stand high with you 
and other people—and to stand high 
with himself. 

There have been wholesale efforts 
to reap more than has been sown, to 
get more than has been earned, to tilt 
the scales unduly. 

Sooner or later the profiteers and 
labor slackers will get 
reward. 


their just 


The call is for the fellows who can 
be depended upon, under any and all 
circumstances, to play the game. 

The things that count are the things 
that last. Playing the game lasts.— 
B. C. Forbes, in Forbes Magazine. 





Court Upholds Inventor of 
Feed-Back Circuit 

The United States District Court of 
Appeals has rendered a decision in 
favor of Edwin H. Armstrong against 
Lee De Forest, substantiating the 
former’s claims as inventor of the 
vacuum valve circuit which has been 
responsible to a large degree for the 
development of radio telephony. In 
1912 he first developed his modifica- 
tion of the accepted three-electrod: 
vacuum valve rece’ving circuit while 
still a junior at Columbia University. 


Radio Stations in Chile 


It is reported that the Seimens- 
Shuckert Co., a German syndicate, has 
entered into a contract with the 
Chilean government for the erection 
of eleven radio stations in Chile. The 





proposed stations will range from 2 
to 5 kw. in capacity and cost ap- 
proximately $500,000. They will be 
of the Telefunken continuous-wave 
type. 























“Circle T”’ 


RADIO SWITCHES 





GROUND AND ANTENNA 


There is a big demand for Radio Supplies. Buyers, in 


most cases are waiting on dealers for stocks to come in. 
This is good business for the Jobber. Sell your dealers 
“Circle T’”’ Radio Switches. We have them in stock for 


immediate delivery. 


GROUND SWITCHES 


SS Po ee ¥: 
1144” and 214” Periphery of Blade 5” Break. On 
Asbestos Wood Base. One end connects to ground and 


protects against lightning. Other end connects aerial 


to instruments. Base cannot absorb moisture. 


No. 8727, List $2.65 
114” Periphery of Biade 5” 
Break. 60 Amp. Stock. Ex- 
ceeds Underwriters’ specifications 
which call for 34” Periphery of 
Blade. 


No. 8729, List $3.15 
214” Periphery of Blade 5” 
Break. Used when especially 


heavy material is desired. 100 
Amp. Stock. 


ANTENNA SWITCH 


30 Amp. Slate Base. 3P. D. T. 
Angle Blades. Used in receiving 
and sending wireless messages. 
Receive on D. P.; send on 3P. 
Slate Base 7”x8”x%%4”. 


List, $3.10 
BATTERY SWITCHES 


Mounted or unmounted, front 
or back-connected, porcelain, 
fibre or slate base. Single, 
double, three and four pole; 
single throw and double throw. 

For use on alli low voltage 
work. 


THE TRUMBULL ELECTRIC MFG. CO. 


PLAINVILLE, CONN. 


Cat. No. 8727 





Cat. No. 8729 





Cat. No. 8728 


New York Chicago San Francisco 
114 Liberty St. 40 S. Clinton St. 595 Mission St. 
Boston Philadelphia 
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The Best Seller 


The Spring and Summer 





Type J. S. W. 


List $9.00 Approved by The 


Eliminates Switches, Receiving stations 
equipped with JACOBUS Protectors do 
not require lightning or ground switches. 
Protection every minute of the day and 
night. No worry about throwing 
switches, 


Good for Innumerable Discharges. Dis- 
charges of lightning or static on the 
JACOBUS do not affect its life After 


conducting a discharge to the ground the 
tube is ready for another operation. Does 
not weaken or in any way affect the effi- 
ciency of the set, 


‘JACOBUS” 


VACUUM AERIAL 
PROTECTOR 


The Best Protection Against Lightning and 


Static 


National Underwriters to replace lightning and 


jround switches. 


Be Prepared for the Rush! 


As soon as the spring and summer 
lightning storms begin in earnest, there 
will be a wholesale rush for some form 
of lightning protection. The JACOBUS 
is the least expensive, most efficient pro- 
tection. Easy to sell. Our liberal dis- 
counts allow you to make a handsome 
profit on each sale. Don’t delay! Write 
now for our proposition and have JACO- 
pes PROTECTORS in stock for the big 
demand, 


APEX ELECTRICAL SPECIALTY CO., Inc. 


79 Orange Street 


NEWARK, N. J. 














ATLAS 





Manufacturers of Quality 
Radio Apparatus. 


THE AMERICAN RADIO 
SALES AND SERVICE CO. 


MANSFIELD, OHIO, U. S. A. 

















We Fall Into Two Groups 

HILE arranging an entertain- 

ment it was found that the 
guests divided themselves naturally 
into two classes—those that were 
criginal and those that followed the 
beaten path—those that always bub- 
bled like a fresh giass of bromo 
veltzer, and those that were about as 
Those in 





interesting as stale beer. 
the clever group were called sulphides, 
and the bores were called bromides. 

The classification worked. In fact, 
it proved so successful that the pub- 
lic was given this “find” between two 
covers of a little book called: “Are 
You a Bromide ?” 

In selecting men for salesmen’ try 
to do likewise, i. e., try to see if there 
are not two types of mind that apply 
The attempt is not 

business psycholo- 


for positions. 

new. So-called 
gists have been fussing with the idea 
for some time. They have even gone 
so far as to divide men according to 
the color of their hair, the shape of 
their chins and the size of their ears. 
Fight hours at a desk over an intri- 
cate problem of finance give some 

















seem to be 


New Orleans authorities 
trying to make all the down town streets 


in that fair city one-way streets. Morris 
Elgutter, vice-president of the Electrical 
Supply Co., 326 Camp St., that city, is 
just passing the remark that if they 
make Camp Street a one-way thorough- 
fare it'll all be one-way into their store. 
This was taken on Monday, Mr. Elgutter’s 
busy day so you can pass on to the next 
picture now and let him get back to busi- 
ness. 








May, 1922 THE JOBBER'SfA|SALESMAN 





men that grand and glorious feeling 
of work well done. A constantly 
changing environment annoys that 
kind of man. It wears his nerves. He 
is a tree blown over by the wind, try- 
ing desperately to sink its roots into 
the soil. He hates hotels, a la carte, 
porters, nights on sleepers, taxis, 
waits for trains, delays. He’s not a 
traveling man; he wants to get set and 
stay there. He’s the settler that fol- 
lows the pioneer. He builds a home, 
puts in his crops and enjoys watch- 
ing them grow. 

For some people it is their instinct 
to save, to guard, to keep what they 
have; with others to create and to 
go-get. The former never make sales- 
men, but they are necessary to keep 
salesmen from exceeding the speed 
limit. Both types are necessary and 
keep us normal. 

The other day I bought a package 
of tobacco and handed the clerk a 
quarter. When I got to the door 
somebody tapped me on the arm. 
“Pardon me,” said the clerk, “you've 
forgotten your change.” He gave me 
a look that said, “I’m absent-minded, 
too—we’ll just hush this thing up and 
not let the rest of the people in here 
know our faults.” . 

That fellow is a salesman. More 
than that, he has the type of mind 
necessary to promote business. He 
would die a slow death in the account- 
ing department. 

Sometimes it’s a good thing to stop 
and ask ourselves whether we are by 
nature promoters or conservers. 

The promoter type of man is in- 
stinctively fitted to start things mov- 
ing. The conserver keeps things mov- 
ing after they have been started, al- 
lowing the promoter to move on to the 
new and the untried. 

Most of us are predominantly one 
of these types. Almost every move 
we make suggests one or the other 
propensities. That clerk if he had 
been a conserver would have found it 
hard to have concealed his disapproval 
of inaccuracy. You have no doubt 
had them yell out at the top of their 
lungs, “Hey, come back here and get 
your change,” and then give you the 
silly grin. 

One type of man is as essential as 
the other. The man who has th 
imagination and the enthusiasm to 
start a bank is not always safe to en- 
trust with the authority of loaning its 
funds. 


Business organization must have 





RADIO 


ANTENNA INSULATOR 








Extremely Exceptionally 
Low High 
Price Strength 
| 0 TEN IIe ik ES SIE RCE NOR 24 in 
| EE NES LEE rae SARS IOS Oe ORT 15 in. 


| At anywhere near equal price, this unit constitutes the 
|| best Antenna Insulator on the market for the Receiving 
Station. Ample Insulation, High Tensile Strength and 
|| Low Cost. Remember that, and also that QUICK DE- 
| LIVERY IS OFFERED ON THE EARLY ORDER. 


THE R. THOMAS & SONS CO. 
EAST LIVERPOOL, OHIO 


New York Boston Chicago 




















‘ODUDLO MAGNET WIRE 


IN FRACTIONAL POUND PACKAGES 


Offers you an opportunity to increase the profits 
from your radio line by cashing in on the grow 
ing demand for high grade magnet wire put up in 
small amounts packed for ready sale across the 
counter. 









This is the wire designed to meet the exacting 
requirements of radio apparatus construction, and 
for years approved and used by the U. S. Govern- 
ment and largest manufacturers of radio and other 
electrical apparatus. 

Wound on a light metal spool and put up in a 
distinctive yellow carton, on one side of which is 
listed a table of wire diameters, it makes an attrac 
tive shelf display and can be sold with no more 
trouble than a roll of tape. 

Three weights of wire: ™%, % and 
1 pound. 


DUDLO 
MAGNET WIRE | 


jo 

v 
DUDLO 

. 
Ass 


For Radic and Electrics 


poss 


Seven insulations 
Enamel, 
Single Cotton Enamel, 
Single Silk Enamel, 
Single and Double Cotton Bare, 
Single and Double Silk Bare. 
t One quality: Dudlo high standard 
? Also put up in larger quantities on 
our standard spools. 








Do not overlook this opportunity. 


Write today for jobbers’ prices and sample spool 


DUDLO MANUFACTURING CO. 


FORT WAYNE INDIANA 
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RADIO JOBBERS ATTENTION 


Automatic Electric Company’s 


RADIO HEAD SETS 


A highly efficient product designed to meet the most 
exacting requirements of amateur and professional. 
Ready for delivery on or before May 15th. 

Our reputation as manufacturers, distributors and 
jobbers in the telephone, telegraph and electrical field is 
well established and is 


A Guarantee of Satisfaction On Your 
Radio Requirements 
We can furnish complete sets as well as all accessories, 
tools and parts. 
We carry a full line of raw material such as Rubber, 
Bakelite, Formica and Micarta Sheets and Tubing, Black 
Enameled Wire, Tinned Copper Wire, etc. 


Immediate Delivery 
On Variometers, Variocouplers, Variable Condensers, Grids, 
Sockets, Dials, Binding Posts, etc. 


Write for our radio bulletin listing prices, 
discounts and data 


AUTOMATIC ELECTRIC COMPANY 


Van Buren and Morgan Streets, Chicago, Il. 
“AUTORATIC SERV ICZI* 

















RATU? 
A NEW NAME 
A NEW LINE 


FROM A WELL-KNOWN HOUSE 


Write us for your requirements on radio parts 








Full Details in June Issue 
Manufactured by 


Henry Hyman & Co. 


476 Broadway New York 
212-16 West Austin Avenue, Chicago 





9 SADE: RR 














watch-dogs of the treasury as well as 
high-powered salesmen. 

Conservers prefer inside work— 
they like the office. Promoters like 
the road. They demand change of 
scenery, new towns, new faces, new 
problems—always restless and on the 
move. 

Napoleon was a promoter; Abraham 
Lincoln a conserver. 

It is largely a question of what a 
man likes to do best. Some men en- 
joy the exercise of their creative 
imagination. Other men pride them- 
selves on knowing what to avoid. 

It takes vision to promote; uncom 
mon sense to conserve. Few men are 


gifted with both. 





Big Insulator Order 


The Southern California Edison 
Co., Los Angeles, has placed an or- 
der with the Westinghouse Electric 
& Manufacturing Co. for 50,000 sus- 
pension insulators which will be used 
in the re-insulation of its high-tension 
line from the mountains in southern 
California to Los Angeles, when the 
voltage is increased from 150,000 to 
220,000 volts. The line is 275 miles 
in length. This is one of the largest 
orders for insulators placed with any 
company in recent months. 





He Housekeepers 

Men are the inventors of practi- 
cally every appliance designed to 
lighten the labor of housekeeping, and 
the high cost of selling electrical 
devices is caused by the unwillingness 
of housewives to adopt progressive 
methods and their opposition to equip- 
ment which saves their energy, time 
and good looks. 

Over in England a number of elec- 
trical dealers held what they called a 
“Deliverance from Drudgery Ex- 
hibit.””. The secretary of this exhibit 
broke into print with the startling 
statement that not one single house- 
hold utensil or appliance of the 60 
exhibited could be credited to a woman 
inventor. On the contrary, the British 
dealers are discouraged at the oppo- 
sition of women to these labor savers 
They ascribe it to the fact that men 
are really better housekeepers than 
women. 

The solution of our appliance sell- 
ing problem lies in making it fashion- 
able for women to know and under- 
stand the electrical “servants.” In 
Cleveland various clubs and organi- 
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TRIANGLE 


NEWS 


New Factory and Greater 

Facilities 
Our thanks are cordially ex- 
tended to the whole elec- 
trical trade, whose con- 
tinued patronage has neces- 
sitated our moving into new, 
commodious quarters at 632 
Broadway, New York. Here 
we have 10,000 square 
feet, or twice the available 
area of the former quarters. 
Facilities have been organ- 
ized to make immediate de- 
livery on all of our quality 
products: 


Radio 


Berwick Supreme telephone 
head sets—immediate de- 
livery. We claim nothing 
for this head set except 
what a demonstration will 
prove. We will send you a 
sample, on memo, to com- 
pare with the best set you 
now have. Be guided by 
your own test. 








Christmas Tree Outfits 


Triangle Christmas Tree outfits 
embodying the accumulated ex- 
perience of eight years. of 
building them, at prices nearly 
such as they were when we 
started. 


Flashlights and Batteries 


Triangle Flashlights and Bat- 
teries are built for endurance, 
with ingredients especially se- 
lected for long life. 


Lamps 


Tungsten, Nitrogen and refilled 
lamps of guaranteed quality. 


Service Plus, ona 
straight jobber policy 


Triangle Electro 
Trading Company 


632 Broadway 
New York,N. Y. 

















zations are holding regular classes to 
teach mechanicalized housekeeping, 
and these classes go in a body to 
various electric shops to study appli- 
ances. The results are becoming 
evident in the form of sales. 

It should pay any electrical jobber 
or dealer to lend his efforts and en- 
courage classes of this sort—at which 
men will teach women how to keep 
house. 





Be as Wise as a Hen 


“When the worms are scarce,” says 
B. C. Forbes, the financial writer, 
“what does a hen do? Does she stop 
scratching? She does not. She 
scratches all the harder. A lot of 
business men have been showing less 
sense than a hen since orders became 
scarce. They have laid off salesmen; 
they have stopped or reduced their 
advertising; they have simply resigned 
themselves to inaction, and, of course, 
to pessimism. If a hen knows enough 
to scratch all the harder when the 
worms are scarce, surely business men, 
who are supposed to possess a mod- 
erate amount of brains, ought to have 
gumption enough to scratch all the 
harder for business.” 














When it comes to selling automotive 
equipment G. E. Spurlin, of the Electric 
Appliance Co., Dallas, Texas, is there with 
the order book. G. E. (General Electric, 
probably) doesn’t say much but boy he 
does bring home the bacon. He writes 
orders so fast he has to use an “Ever- 
sharp” pencil. It never wears out. 














$7.50 


Standard 
Radio 


Horn 


Pat. Applied For 


Special Design 


Will fit any receiver. 
Heavy material, no blast. 


Rubberoid Enamel finish. 


We are the largest and 
oldest manufacturers of 
horns in the United States. 


Standard Metal Mfg. Co. 


237 Chestnut Street 
Newark, N. J., U. S. A. 





5 inch Bell, 14 inches High 
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‘All-American’ 


Radio Frequency 
Amplifying Transformer 





Efficient on 
150-550 Meters 


Designed for 
amateur and com- 
mercial broad: 
casting receiving 
instruments— 
sharp enough for 
the discriminat- 
ing amateur and 
absolutely prac- 
tical for the av- 
erage layman who 
finds tuning com- 





plicated. Perfect 

shielding with 

Type R-10 low. distributed 

$4. capacity and 
properly impreg- 

nated to protect it from atmospheric 
conditions — giving pure amplification 


without annoying tube noises and dis- 
tortion. Static disturbances are elim- 
inated to a great extent. Can be_ used 
with Radiotron, Cunningham, Moore- 
head, AP or Meyer tubes. Guaranteed 
to give satisfaction. 


Also. manufacturers of “All-American” 


Audio Frequency Amplifying Trans- 
formers. 

Type R-3, Ratio 10 to 1 : $4.50 
Type R-2, Ratio 3 to 1... 4.25 


Liberal Discounts to Jobbers 
RAULAND MFG. CO. 
35 S. Dearborn St. Chicgao, Ill. 


Successors to the All-American 
Electrical Manufacturers. 








GALENA 
CRYSTALS 


Tested and Guaranteed 


Double Tone Detectors 


Something New 
Adjustments In Two Seconds 


Binding Posts 
Liberal Jobbers’ Discount 


CALLENDER COMPANY 


12 South Jefferson Street 
CHICAGO, ILL. 











The ENTERPRISE 





Crystal Detector 
A big radio man said to us recently: 
“IT have tried eight different detectors on my 
sets. Yours is the best looking, the best made 


and the most practical of them all. 
gd 
WHAT BETTER TALKING POINTS? 
List $1.50. Liberal discounts. 
HAYDON & FENTON 
169 Chambers Street, New York 


It stays 


Follow Instructions 


UMAN NATURE makes all of 

us mulish at times,’ said the 
seles manager. “Say what you will, 
but there’s few that haven't got a 
streak of stubbornness in them; I have 
a great deal of trouble keeping my 
own down sometimes. When someone 
asks you to do something, just watch 
out and see if you don’t have a dozen 
objections come to mind all at once, no 
matter what it is. And then you have 
to beat them all back in order to fol- 
low instructions. 

“It is surprising how hard some 
salesmen find it to live up to what's 
asked of them,’ he continued. “If 
the office wires you to visit some dealer 
in an out-of-the-way place whose order 
you think can wait until next week, 
don't following instructions, 
even though it may interfere with your, 
plans for the week-end. In any event, 
don’t have the hotelkeeper return the 
wire undelivered so you can frame up 


delay 


an alibi. 

“T know a salesman who lost a whale 
of an order not long ago because the 
information the customer wanted was 
in the salesman’s mail addressed to a 
hotel he never visited. When a sales- 
man sends in a route sheet he should 
follow it religiously or let the office 
know exactly how and why it is neces- 
sary to change it. 

“If the credit department shuts 
down on a pet account and wires you 
to get the money or refuse the order 
don’t scramble on the next train in to 
tell why your sales are shrinking. 

“It is all very well to imagine that 
the office doesn’t know conditions in 
your particular territory. The man 
who writes you may have a different 
view of the situation, and it is ten to 
one that if he issues instructions he 
has definite information which makes 
his judgment correct. 

“This may sound a bit ‘preachy’,” 
concluded the sales manager, “but a 
salesman has to work closely with his 
house in order to do the most good. 
His value depends a great deal on the 
manner in which he follows instruc- 
tions. Subordination to them is the 
earmark of the high-grade salesman,” 





The first tin electric shades, and the 
first electric light portable, and the 
first electric annunciators, were made 
in Philadelphia by concerns still in 
business. 


























“The Heart of 
the Kitchen” 


Trade Mark 





Pats. Pending 


MILWAUKEE 
HYDRO-LECTRIC 


Home-Hospital-Hotel 


DISHW ASHERS 


Flowing water; soaps automatically; 
connected to hydrant; no rubber tub- 
ing; electrically driven; the only real 
Sanitary principle; rust proof. 


DISTRIBUTING JOBBERS 
AND DEALERS WANTED 


Milwaukee Dishwasher Co. 
John E. Ferris, President 


301 First Wis. Nat. Bank Bldg. 
Milwaukee, Wis. 


“Have a Heartin Your Kitchen” 
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LaSalle Street, CHICAGO. 
sold by everybody—that is somebody. 


S, 188 No. 
be_ in every home eventually. 


7 
yi 


Can be used by anybody, 
Will 


LE BIJOU SPECIALTI 
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Cuances which involve the promo- 
tion and transfer of a number of 
officials of the supply ‘sales depart- 
ment by the Westimghouse Electric & 
Manufacturing Co. have been an- 
nounced by H. D. Shute, vice-presi- 
dent of the company. ‘The changes, 
which are considered some of the most 
important actions taken by the com- 
pany in recent years, were effective 
May 1, at which time the new mer- 
chandising sales department began to 
function. J. J. Gibson, formerly 
manager of the supply sales depart- 
ment, was promoted to assistant to 
the vice-president, and will have gen- 
eral supervision over the activities of 
both the supply sales department and 
the merchandising sales department. 
Other changes and transfers in per- 
sonnel announced are as follows: 

T. J. Pace, formerly assistant man- 
ager, is now manager of the supply 
sales department; George Baily, for- 
merly assistant to the manager of the 
supply sales department, is supervisor 
of distributing agents; J. S. Tritle, 
formerly manager of the St. Louis 
office, is manager of the new mer- 
chandising sales department; C. EF. 





T. J. Pace 





Allen, formerly manager of the cen- 
tral-station division of the Chicago 
office, has succeeded Mr. Tritle as St. 
Louis manager; M. C. Morrow, for- 





J. J. Gibson 


merly assistant sales manager of the 
Westinghouse Electric Products Co., 
is assistant to the manager of the sup- 
ply department; J. J. Dorney, for- 
merly manager of the industrial divi- 
sion of the St. Louis office, is assistant 
to the manager of the merchandising 
sales department, and A. A. Brown 
has been appointed manager of syn- 
dicate operations. 

Mr. Gibson was born in York, Pa., 
19 years ago, and after attending the 
Collegiate Institute there, entered 
Lehigh University, from which he 
graduated in 1895 with the degree of 
electrical engineer. He entered the 
employ of the Westinghouse Electric 
& Manufacturing Co. at its o!d Gar- 
rison Alley plant, Pittsburgh, where 
he remained until the following vear, 
when he was employed by the Ameri- 
can Telephone & Telegraph Co. as 
inspector, and later as district man- 
ager at Norfolk, Va. In 1900 he re- 
entered the employ of the Westing- 
house company in its Chicago office, 
where he remained until 1905, when 
he was transferred to Philadelphia. 








He was appointed district manager of 
the Philadelphia district in 1906, and 
in 1914 he was promoted to the man- 
agership of the supply department at 
East Pittsburgh. 

Mr. Pace was engaged in the sales 
department of the Westinghouse com- 
pany from 1899 to 1902. In the lat- 
ter vear he was appointed manager of 
the illuminating and rectifier section 
of the supply department. In 1915 
he was made assistant to the manager 
of the supply department, and in 1920 
was appointed assistant manager. 

Mr. Baily, after graduating from 
Lehigh University in 1904, entered 
the employ of the Dravo Construction 
Co., Pittsburgh, remaining with that 
company four years. He was with the 
Dravo-Doyle Co. until 1910, when he 
went into business for himself in 
Cincinnati as sales agent and contract- 
In 1913 he entered the 
employ of the Westinghouse company 


ing engineer. 


as manager of the supply division of 
the Cincinnati office, where he re- 
mained until 1917, when he joined the 
Engineer Officers’ Training Camp. 
On being mustered out in December, 
1918, Major Baily returned to his 
former position in the Cincinnati 





George Baily 
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ONE MORE 
SALE WITH 
EVERY SINGLE 
SPEED DEVICE 





No. 91 


WIRT 
FAN AND VIBRATOR 
REGULATOR 

















This Regulator is a perfect lit- 
tle rheostat which can be used 
in every electrical home, for the 
following purposes: 


To give Four Speeds to the 
many new Single Speed Fans 
now on the market. 


To furnish Four distinct speed 
controls to the many new Vi- 
brators now on the market, 
without speed regulator. 


To give Four heat controls to 
the Single Heat Heating Pads. 


To reduce the excessive speed 
of the spindle on the various 
electric home and fountain drink 
mixers. 


To dim Table Portables and 
Floor Lamps which have two 
or three lights, where the total 
wattage of the lamps does not 
exceed 60 watts. Regulator in 
this case is screwed into the 
base-board receptacle and port- 
able plug inserted into Regula- 
tor. 


The various controls are clicked off 
by simply turning the fibre ring on the 
Regulator. 


Supplied in Nickel, Brush Brass or 
Gun Metal finish. 

Mounted ten on a purple card similar 
to Dim-a-lite, or packed in individual 
cartons, 


Standard Package 60; Weight 25 Ibs. 


Wi RT QomPany 





Philadelphia, Penna. 

















office. In 1920 he was made assistant 
to the manager of the suppy depart- 
men, the position he held until his 
present appointment. 

Mr. Tritle, a native of Virginia 
City, Nev., was engaged in the elec- 
trical engineering and _ contracting 
business in St. Louis from 1894 to 
1902, when he was appointed chief 





J. S. Tritle 


superintendent of construction at the 
St. Louis World’s Fair. In 1905 he 
was appointed district manager of the 
Kansas City office of the Westing- 
house company. Later, when the 
Kansas City and St. Louis offices were 
combined with headquarters at St. 
Louis, he was made district manager 
of the St. Louis office. 

Mr. Allen entered the employ of 























Cc. E. Allen 
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Let the 


Little Chef’ 


Earn Money for You! 


‘T" ELL your dealers to dis- 

play this handsome little 
Electric Stove on their coun- 
ters, along with the display 
card, illustrating the innu- 
merable uses wherever 
there's a light socket—hook 
up with our Ladies’ Home 
Journal advertising! 


They’il get results in a hur- 
ry! Results that you can 
total on the profit side of 
your ledger. Repeat orders 
galore from jobbers and 
dealers in the short time 
since the “‘Little Chef’’ was 
introduced, prove that deal- 
ers everywhere are finding 
the “Little Chef’’ one of the 
fastest moving items they 
can handle. 


List Prices 
110 & 220 Volts 


$2.00 


32 Volt size (for use with Farm 
Lighting System) $2.50. 
West of Rockies, add 25c 
Specifications 


2-piece qld-rolled steel construction, 
copper coated and nickel polished. 
7s in. long, 6}4 in. wide, 2}4 in. high. 
Weight 22 ounces. 6 ft. cord and 
plug. The heating element is par- 
ticularly efficient. Water can’t 
“short’’, rust nor corrode it. 
Not sold by agents or can- 


vassers—sold only through 
jobber and dealer. Write 
for full proposition, 


W. B. McAllister Co. 


Cleveland 


Che 
ittle Chef 


Electric Stove 


the Guaranteed 
Toaster Stove 
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APEX-ROTAREX 
MONTHLY SALES LETTER 


MAY, 1922 


Straight from the Shoulder Talks to Jobbers’ Salesmen. Issued Monthly by 
The Apex Electrical Distributing Company, Cleveland, Ohio 


SUBJECT: To Get Ahead—SELL APPLIANCES 


To All Jobber’s Salesmen: 
Are you satisfied with your earnings? 


Whose fault is it that you are not earning more? Do you realize that your salary is 
governed not merely by the total amount of your sales but by the margin of profit your 
employer makes on each order that you take? 


In the electrical business staple goods and supplies are like sugar, salt, soap and flour in 
the grocery line, or like nails, screws, etc., in the hardware business. Wholesale and re- 
tail dealers make their profits on canned fruits and package foods, on heating stoves and 
other high priced, long-profit specialties. 


But no other wholesale salesman today has such an opportunity as is open to the elec- 
tric supply salesman in the home appliance branch of his business. Never have any products 
been in such great demand as are suction cleaners, electric washing machines and electric 
home ironers. 


In a recent address one of the foremost business statisticians in the United States pre- 
dicted that within five years the electrical appliance industry would surpass in volume of 
sales the automobile business. 


If you are ambitious, and if you represent a Big Three Distributer do not overlook the 
chance you have to double and treble your earnings THIS YEAR by devoting proper time 
and attention each day to selling APEX Electric Suction Cleaners, ROTAREX Electric 
Clothes Washers and ROTAREX Home Double Roll Ironers. If you represent the distrib- 
uter of some other line of home appliances—sell what you have to offer but above all 
SELL APPLIANCES. Watch the men in your own organization who are doing it. They 
are the fellows who are getting ahead. 

There is an APEX-ROTAREX $50,000 Prize Contest in full swing NOW. These con- 
tests are repeated in rapid succession to keep electrical supply salesmen employed by our 
distributers keenly interested in their work. 


Did you know that Charles H. Fryberg, supply salesman employed by Frank H. Stewart 
Company, Philadelphia, Pa., won the $500.00 First Grand Prize in our last Fall contest? 
Did you know that some supply salesman will win a similar amount in the present contest 
and that scores of other supply salesmen throughout the United States and Canada will win 
various big cash prizes and bonuses? 


Helpfully yours, 


THE APEX ELECTRICAL DISTRIBUTING CO., 


R. J. Strittmatter: K. Sales Manager. 





















































Somet 


features 


Improved motor installation 


Special cooling system keeps motor at 
proper temperature 


Motor unit instantly accessible for inspec- 
tion 


Only two oil tubes, conveniently located 

Patented reservoir type bearings 

New method of raising and lowering nozzle 

Weighs only eleven pounds 

Seven inch clearance under low furniture 

Powerful suction and bristle brush make 
for rapid and thorough cleaning 

An attachment equipment as efficient as 
the machine proper 

Nine specific patents applied for on Sun- 
shine Cleaner. 











A Greater Margin of Profit For You 


IGHT now is the time to make definite 

plans for your 1922 vacuum cleaner 
campaign. House cleaning time is here. 
Vacuum cleaner sales reach their peak at this 
season of the year. 


The Sunshine Cleaner has a greater margin of 
profit than any other cleaner of its type. It is 
sold through jobbers exclusively. Some of 
the most reputable and largest supply houses 
in the United States have the Sunshine agency. 


Tie up with the substantial Sunshine Cleaner 


which has the prestige and reputation of the 
Wise-McClung Manufacturing Company be- 
hind it—“Its guarantee of quality.” 


The Sunshine Finance Plan gives the dealer 
the unlimited capital necessary to offer the 
“Easy Payment Plan” to every woman of good 
credit standing in his community. Instead of 
taking more capital as the dealer’s business 
grows, it automatically brings more capital to 
him. The more Sunshine Cleaners he sells, 
the more capital he has with which to work— 
and the more he will order from you. 


Complete information regarding the Sunshine 
Franchise and Finance Plan sent on request. 


SUNSHINE SALES CO. 


410 Seventh St=NewPhiladelphia.0. 





. 





UNSHI 


Electric Cleaner ; 
A Product of the Wise-Mc Clung M¢y.Co. Tis Guarantee of Quality 
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Six 
Selling 
Points 


out. 


Retail 
Prices 
$12.50 
to 
$35.00 


Mr. Jobber’s 
Salesman, your 
house handles this. 
Sold through the Elec- 
trical Jobbing Industry. 


ALBANY, N 
Havens Blcctric 
ATLANTA 
Carter Electric’ ame 
BALTIMORE, 
Southern Electric Company 
BERKELEY, CAL. 
Pacific States Electric cn 
BOSTON, 
Pettingell-Andrews 
Wetmore Savage Company 
BUFFALO, . 
McCarthy Bros, & Ford 
BUTTE, } ‘T. 
Electric Equipment Company 
CHICAGO, 
Central Electric Company 
Hlectric Appliance Company 
CINCINNATI, 
F. D. Lawrence Electric Co. 








\i 


(1) Solid Casing. No pos- 
sibility of current leak. 

(2) No exposed metal 
parts. 

(3) One piece machine. 

(4) Tension can be regu- 
lated from outside. 


(5) Tension bar across top 
of machine to hold ad- 
justment permanently. 

(6) Thorough, 


construction through- 

















LOUISVILLE, KY. 
Belknap wnt & i. Company Wheeler-Greene Electric Supply 
WIS. SALT LAKE CITY, UTAH 


Southwest General Electric Casitel inctete Gaumeny 
Oo ec 0] ) 


NEW YORK, N. Y. 
Manhattan Electric Supply Company : 
Nugent Electric Supply Co. Electric Supply & Distr. 
y . Vv. SAN FRANCISCO, CAL. 
Pacific States Electric Company 
Kohlway-Smith 


Woodhouse Electric Company 
OKLAHOMA CITY, 


Southwest General “lectrie. 
A IND. a General Electric Company 
PA. 


a General Blectrie open onli 


Robbins Electric Company 


Funston Aplectrie sm Union Electric Company 
CAL E. 


Pacific States Electric Company 
Stubbs Electric Company 


Shelton Electric Company 


16 E. 42nd St., New York 


States Electric Company 
Electric Company 


HELTON 
iolet Ray 


When You Sell the Shelton 
Machine the Guarantee 
of a Thoroughly Repu- 
table and Well-Known 
Organization is Behind 
Your Efforts. 


The 
World’s Best 
and 


Highest Grade 


Apparatus 





ROCHESTER, N. Y 
Co. 


SAN DIEGO. CAL. 
Company 


Alfs (Service Station) 
ST. JOSEPH, MO 


American Electric Company 


ST. PAUL, MINN. 


Northwestern Electric Equip. Company 


SEATTLE. WASH 


Pacific States Electric Company 
¥. 


UTICA, N 


Porter Electric Company 
WASHINGTON, D. C 
Carroll Biectric Company 


30 E. Randolph St., Chicago 











Hair Dryer 1 
Both hot and cold air blasts, 
Detachable heating unit. 


Model 4 Mixer 
A handy, sturdy, efficient 
drink mixer. Counterbalanced. 
All heavily nickeled except base 
which is hard glazed porcelain 
enamel. 














Dental Engine (with stand) 

Equipped with S. S. White 
flexible shaft, sheath, hand 
piece and slip joint. Six speed 
foot rh stat. Motor has re- 
versing switch and three step 
pulley. Height of stand 48”. 














Dental Engine (with base) 

Same as stand model above 
except for highly polished 
heavily nickeled base. 














Billiard Table Cleaner 


Cleans thoroughly without 
affecting nap of cloth, 





Upholstery Cleaner 










special vacuum clea 
hose. 25 «oft. 
cord. 













lathe motor 
stat foot control. 


Dumore motor, operat- 
ing on direct or alter- 


nating current. Two 
leather bound China 
bristle brushes. 10 feet 









Type F. R. Motor 


-25 H. P. Jeweler’s 
with rheo- 





















them. 
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Type A. Motor 


Smallest 
size for laboratory work. 


mF. 


Type B same as Type size 


1607 Sixteenth St., 
Manufacturers of 


DUMORE 


ELECTRICAL TOOLS 
and APPLIANCES 


A with nickel finish. 





How Bigis the Market for Drills? 


OLES—drilled holes—in steel, in 


wood—how big is the market for them? 


Careful investigation has shown that the auto re- 
pair shop is only a part of the market. 
research has proven that the auto body builder can 
use a dri.l, and the boat builder, the furniture fac- 
tory, the refrigerator manufacturer, the office equip- 
ment maker, the sheet metal worker and artisans 
in a score of other lines. 

The rising tide of preference, in this varied market, 
for DUMORE Geared Electric DRILLS is but a nat- 
ural recognition of the superior manner in which 
these worthy tools measure up to the exacting re- 
quirements of the “hole market.” 
liver’ smal holes at less cost and greater conve- 
nience than other similar devices, they are perform- 
ing their task faithfully and well. And dril.ing holes 
is but one of their accomplishments. With their in- 
dividual attachments they can grind valves and 
serve as a buffer or emery wheel equaily as well. 
Dominate the “hole market’’ in your territory! Recommend 
DUMORE DRILLS to your sales manager—get him to list 


Productive new business for both the 
yourself will result. 


Wisconsin Electric Company 


Type C Motor 


1-16 H. P. Medium 
motor. 


laboratory 


Universal type. 





brass, in 


Probing 


Created to “‘de- 


house and 


Racine, Wisconsin. 









































Type D Motor 


% 4H. P. Best size for all 
kinds of dental laboratory and 
jeweler’s motor work. 














No. 1 J. G. Grinder 

\% H. P. motor. 15,000 R. 
P. M. Reach of arm 414”. Ex- 
tension 2”. Complete equip- 
ment. 

















No. 2 O. G. Grinder 
1-6 H. P. Motor. 10,000 R. 
P. M. Motor spindle reach 
21%”. Ball bearings. Complete 
equipment. 





No. 2 A. G. Grinder 
1-6 H. P. motor. Motor spin- 
dle speed 10,000 R. P. M. In- 
ternal spindle 30,000 R. P. M. 
Internal spindle reach 3”, Com- 
plete equipment. 





No. 2 B. G. Grinder 


1-6 H. P. Motor. 10,000 R. 
P. M. Reach of arm 10”. 
Complete equipment. 








No. 2 C. G. Grinder 


1-6 H. P. Motor. Motor spin- 
die speed 10000 R. P. M. At- 
tachment spindle speed 50,000 
R. P. M. Complete equipment. 

















ner 





Capacity 44”. 





Model 1 A. D. Drill 
portable Capacity ”. 
10”. Helical 


Length 
12%4”. Ball-bearings. 









Model 2 A. D. 


Drill 


Model 2 A. D. Drill 
Stroke 
34%. Drills to cen- 
ter of 7%”. Ad- 


Capacity 1”. 


justable table. 


Model 2-B D Drill 
Capacity 4”. Stroke 
3%”. Drills to cen- 
Ad- 


ter of 8” piece. 
justable table. 
Height 2014”. 


























Model 2-B D Drill 


















No. 3 Multi-speed Grinder ; 

% H. P. motor. Six interchangeable sP!™ 
dles and seven quick-change pulleys. Spindle 
speeds 3600 to 50,000 R. P. M. A remarkable 
grinder, 
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and 


















] spin- 
spindle 
rkable 
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the General Electric Co. after grad- 
uating from the Virginia Polytechnic 
Institute. After taking the appren- 
ticeship course, he was transferred to 
the engineering department, where he 
was engaged in the design of trans- 
formers. He then entered the com- 
mercial department. In 1909 he ac- 
cepted the position of head of the 
transformer division of the supply de- 
partment of the Westinghouse com- 
pany. Later he was assistant to the 
manager of the supply department, 
and in 1915 was made manager of the 
supply division, Chicago office. Some 
time ago he was appointed manager of 


of the central-station division of the | 


Chicago office. 


Mr. Morrow entered the employ of | 


the Westinghouse company in 1900 
as an office boy at the East Pittsburgh 





M. C. Morrow 


plant. In 1901 he was transferred 
to the sales department, working in 
the office of Frank H. Taylor, then 
vice-president and sales manager of 
the company. The following year he 
was transferred to the Philadelphia 
office as correspondent, and in 1906 
became a traveling salesman ‘in the 
supply department of the Philadelphia 
office. In 1912 he left the Westing- 
house employ, but returned three years 
later and was placed in charge of the 
promotion of electric heating ap- 
paratus sales campaigns throughout 
the United States. The following 
year he was promoted to the manager- 
ship of the appliance section of the 
supply department and later made as- 
sistant to manager. In 1920 he was 
manager of the merchandising bureau 

















Fuse Holder 


Shell 


FUSE REPERER PLUG 


A TWO HUNDRED MILLION 
DOLLAR MARKET 


There are 825,000,000 plug fuses in fuse blocks 
throughout the United States today. For econ 
omy’s and safety’s sake each of these should be 


replaced with a Repeater 6 fuse This means 
that in replacements alone there is a_ business 
in Repeater 6 fuse plugs of $212,500,000 awaiting 
the jobbers who are looking ahead 


OUR SALES POLICY 


We believe that the right way to reach this 
market is to distribute Repeater 6 fuse plugs to 
the consumer through legitimate, recognized job 
ber-dealer channels To carry out this policy we 
have an unusually large margin in our price 
schedules for the jobber and dealer: we will carry 
on national and trade paper advertising in the 
most effective mediums; and furnish dealers with 
attractive counter displays and descriptive litera 
ture. 

Are you looking ahead? Then just 
drop us a line and we will show you 
‘how to cut yourself a piece of cake.” 


Approved by the Underwriters Laboratories 
Approval No. E 5010 


MOSS-SCHURY MFC. CO. 
444-446 Woodbridge Street 
DETROIT, MICHICAN 

















*“*HANG YOUR FIXTURES ON AN ARM OF STEEL”’ 
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OVER A MILLION 


GRAYWYN FIXTURE HANGERS 
SOLD IN OWE YEAR 








1—Hangs the fixtures straight. 
2—FEasy to install. 
3—Eliminates boards & screws. 
4—F its any type outlet box. 
5—Saves time and money. 
6—Self-adjusting. 

7—Made perfectly. 








8—Fully assembled 
9—Packed in handy cartons 
10—Unlimited guarantee. 


10° 


AT ALL TOBBERS 
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Just 2 steps 
to install it 


THE CHESAPEAKE 
ELECTRIC CO. 


38 S. Calvert St. Baltimore, Md. 
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HIGH GRADE 


HEAD SETS 


Army and Navy Type: 


2500 OHM. PER PAIR, $10.00 
3200 OHM, PER PAIR, 12.00 


MM 1) 
YY 


Swedish-American Type: 
2200 OHM. PER PAIR, . 8.00 


Keys, Jacks, Plugs, 
Transmitters, etc. 


We are prepared to supply dependable 
equipment for Radio use. The early 
placing of stock orders will put you in 
position to serve your trade properly. 





MANUFACTURER 


State and Sixty-fourth Streets 
CHICAGO, U.S. A. 








HERE IS A LIVE ONE 
< | _The——“SELFBLO” 





3 
a 
® 


You can “Sell ’em Something More” when you 
show ’em the “SELFBLO.” 


Jobbers’ salesmen are carrying it in their vest 
pocket.—It pays ’em. 

The “SELFBLO” will start THAT dealers pencil 
writing THAT order you want. 


The Radio operator, Electrician, Mechanic, Auto 
repair men and Laymen need and are BUYING 
The “SELFBLO.” Retails for $2. 











“It Blows Itself’ 
It Sells Itself 


When placed on the dealer’s 
counter in our handsome three 
colored display with every six 
“SELFBLOS”. Strict jobber- 
to-dealer policy. 











Lynn, Mass. 
Successors to the trade names, trade marks, 
good will, formulae, etc., of the Federal Mfg. 


Co., Inc., of Boston, Mass. 























in New York and also assistant to the 
sales manager of the Westinghouse 
Electric Products Co. 


Dve To an exceedingly large de- 
mand for manufacturing facilities, the 
Russell Electric Co., manufacturer of 
“Hold-Heet”’ appliances, has moved 
into a new factory at 340 West Huron 
street, Chicago, where it has over five 





Thomas C. Russell 


times as much space as that formerly 
occupied. The company has had phe- 
nomenal gain in business during the 
last few months. According to 
Thomas C. Russell, president, the in- 
crease in production in January of this 
year over the same month last year 
was 103 per cent. February showed 
an increase of 164 per cent, and this 
same ratio is being maintained, neces- 
sitating larger manufacturing space at 
the present time and to care for antici- 
pated requirements. 


Witiiam F. Quvattis, of South 
Bend, Ind., has recently been made 
manager of domestic telephone ex- 
change sales of the Federal Tele- 
phone & Telegraph Co., Buffalo, N. 
Y. The company is going into the 
manufacture of radio equipment on an 
extensive scale, building complete re- 
ceiving equipment as well as numerous 
accessories. It is also equipping a 
broadcasting station for the benefit of 
Buffalo and nearby territory. A whole 
floor in one of the larger buildings is 
being devoted to this purpose, where 
the transmitting station is already in 
operation and where there are the 
necessary studio furnishings for put- 
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ting on concerts, etc., by professional the Rauland Manufacturing Co., 35 
artists and entertainers. Radio equ:p- South Dearborn street, Chicago, spe- 
ment manufactured by this company cializing in “All-American” radio ap- 
is to be distributed wholly through paratus. The products include radio 
jobbers. and audio frequency amplifying 
transformers, amplifying units and 
“Butt Dog” switchboards, panel- complete receiving sets. The com- 
boards, cabinets and metering panels pany has a jobber policy. 


are illustrated and described in a new P aaa ) 
‘ F NS SC ‘ 
catalog recently prepared by the PECIFICATIONS and descriptions o 


Mutual Electric & Machine Co., the “Triumph” unit construction 
panelboards manufactured by the 
Frank Adam Electric Co., St. Louis, 
are given in bulletin No. 26, which is 
being distributed to the trade. 


Detroit, manufacturer of this equip- 
ment. Specifications, listings, dia- 
grams and additional data are ar- 
ranged so as to simplify ordering. 

Ir you are interested in a line of 


La al ‘ 
THE Moss-Scuury MANUFACTUR- ; 
metal-base table, boudoir and desk 


ING Co., 444 East Woodbridge street, ; ; 
“Re- lamps with metal, parchment or silk 


shades, write to the Aladdin Manufac- 
turing Co., Muncie, Ind., for its cata- 
log No. 22, just issued. 


Detroit, manufacturer of the 
peater 6” fuse plug, has announced 
that George Crippen, for many years 
associated with the Central Electric 
Co., Chicago, has been appointed gen- Tue Lewis Evecrric Co., Minerva, 
eral manager and elected a director of @hio, manufacturer of the “Kantshok” 
the company. inclosed, multiple-circuit entrance 
switch, a recently developed innova- 


A Mrntature Catatoc, pocket |. . f 
tion in safety switches, and a complete 


size, of its wiring devices and other ,. ; ; : 
; 4 line of industrial safety switches, has 


come forward with the announcement 
of an exclusive jobber policy, an ex- 


electrical specialties has been issued 
by the Connecticut Electric Manufac- 


turing Co., Bridgeport, Conn. . ee ; 
tensive sales organization having been 


E. N. Ravutanp, who has had 14 formed to assist jobbers in the mar- 
years’ experience in the radio field, keting of its products. The country 
and who formerly was engineer of the has been divided into two divisions, 
coil department of the Belden Manu- with each division subdivided into dis- 
facturing Co., Chicago, has organized tricts. The sales promotion work of 




















Westinghouse-Cutter lighting specialists recently held their first general meeting at 
the George Cutter Works of the Westinghouse Electric & Manufacturing Co., South 
Bend, Ind. The new ornamental posts that have been added to the Cutter line and 
various other developments in the illuminating field were discussed. Reports by 
specialists from different parts of the country indicated a large increase in ornamental 
street-lighting installations, and then then lighting experts lined up for their photo- 
graph. Front row, left to right: E. H. Hawkinson, F. W. Flake, H. H. Ashinger, 
G. Harpel, F. A. Clarke, H. A. Warner, R. R. Magee, E. Wheeler, J. R. Stewart, 
C. M. Rudduck, W. F. White. Back row, left to right: W.S. Hermann, L. F. Heck- 
mann, E. L. Thompson, F. H. Geyer, J. R. Townsend, L. A. S. Wood, F. L. Carl, 
P. Y. Danley, C. J. Stahl, W. R. Ripple, C. L. Van Sickle, F. P. Brown, F. O. 
Edwards, J. H. Waxman. 




















HAS NO EQUAL 


“AMERICAN 
BRAND” 


Weatherproof and 
Bare Copper Wire 
and Cables 


Quality 


and 


Service 


Are the real test of 
any product. 


“AMERICAN BRAND” 
has withstood these and 
all other tests. That's 
why the discriminating 
user demands 
“AMERICAN BRAND.” 


Its quality is your 
customers’ protection. 
Our Service is unex- 
celled. How can we 
help you get more or- 
ders for 
“AMERICAN Branp’’? 


American Insulated 


Wire & Cable Co. 


CHICAGO 



















“AMERICAN BRAND” 


WEATHERPROOF WIRE AND CABLES’ 
HAS NO EQUAL 
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A Complete Line of Powder- 
Packed Renewable Fuses 


Tl 7 ~ | KF y = “<< 
FEDERAL 


TIME LIMIT-POWDER PACKED 


RENEWABLE FUSE 








It has been recognized by the 


highest engineers as the proper 
fuse design—only such a design 
can give positive yet economical 
protection 

The Federal-National powder- 
yacked renewable cartridge fuse, 
safe, economical, absolutely reli- 
able for D. C. and single phase 
protection. 


FEDERAL 


MULTIPHASE 


TIME LIMIT-POWDER PACKED 


RENEWABLE FUSE 












Multiphase 


Federal-National 


Time Limit Powder-packed Re- 
newable Fuse. The only abso- 
lute protection for multiphase 


motors and circuits. 


, “THREE-THIRTY 
TIME LIMIT * POWOER PACKED 


RENEWABLE FUSE PLUG 





The Federal-Three-Thirty Pow- 
der-packed Time Limit Renew- 
able Fuse Plugs, National Cart- 
ridge Type for small motors, 
heating apparatus, mercury arc 
lamps and rectifiers. 

A rea! profitable line for you 

Ask us for full detailsk—NOW 


Federal Electric Co. 
8700 South State Street 
CHICAGO, ILL. 


130 W. 42nd St. 91 New Montgomery St. 
New York City. San Francisco, Calif. 


Branches in all large cities. 








the western division, being that terri- 
tory west of the Ohio state line, is 
under the direction of E. A. Printz, 
431 South 


division sales 


manager, 





E. &. Printz 


Dearborn street, Chicago, who is 
working with his district sales man- 
agers and their salesmen in getting or- 
ders for the distributers,in their re- 
spective territories. N. B. Walsh is 
eastern division sales manager, with 
headquarters in New York City. Both 
Mr. Printz and Mr. Walsh have had 
long and extensive experience in the 
sale and distribution of inclosed 
switches and other electrical special- 
ties, and are now actively engaged in 
lining up their selling organizations 
and appointing distributers. 























NITROGON 


S 







¥ 


WHY? 


Because we have a 
complete line of incan- 
descent lamps of all 
types and sizes. 


Nitrogon service means 
that distributors can 
rely absolutely on the 
House and buy by the 
Brand. 


Nitrogon Electric Company 
46-48 Spring Street 
Newark, N. J. 
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Increase Your Revenue by Selling 


Lewis Safety Switches 








@ It is the policy of the Lewis Electric Company to re- 
cognize the jobber as an important factor in the sale 
of safety switches. | 





@ Selling Lewis Electric Company products will pro- 
vide for the jobber a greater margin of profit, decrease 
selling resistance by giving better quality at less cost, 
and automatically increase sales. 





In formulating this policy we 
have kept in mind the contractor- 
dealer, arranging our schedules so 
that it is possible for him to carry 
a stock without exhausting his 
capital. 


This means that the jobber’s 
salesmen can go to the contractor- 
dealer, sell him a stock of LEWIS 
SWITCHES on which the contrac- 
tor-dealer can realize a fair margin 
af profit and at the same time en- 
able him to make rapid turnovers. 
This increases your gross sales as 





Catalog No. 12211 








W ell as your prohts. This represents Multiple Circuit Type of 125 Volt Service Entrance 
Switch. So constructed that branch fuses are accessible without 
— : . opening main door of cabinet, and adaptable to all types of 

In addition to this it will be the meters. 





policy of the Lewis Electric Com- 
pany to establish salesmen in the 
jobbers’ territories whose sole purpose it will be to secure orders which will be placed 
with the electrical jobber. In doing this they will co-operate in every way possible with 
the jobbers’ salesman, lending him direct assistance where it is requested and in general 
will stimulate the sale of LEWIS SWITCHES, all of which tend to increase the jobbers’ 
sales. 


Wye manufacture a complete line of service entrance and industrial types of 


ENCLOSED EXTERNALLY OPERATED SWITCHES 


The Lewis Electric Company 


Main Office and Factory: Minerva, Ohio 
Western Sales Office: 431 South Dearborn Street, Chicago, Ilinois 
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New Electrical Products, Illustrated 

















Another achievement has been added 
to the long list of engineering feats of 
the Westinghouse Electric & Manu- 
facturing Co. in the construction of 
the highest voltage single transformer 
ever built. This transformer, which 
has a capacity of 1,000 kv-a., is capable 
of delivering 1,000,000 volts above 
ground, and was built for the com- 
pany’s experimental laboratory at 
Trafford City, Pa. 








A new three-heat, 1000-watt, 110- 
volt sectional hot plate is being mar- 
keted by the Russell Electric Co., 140 
West Austin avenue, Chicago. It is a 
useful appliance for all ordinary cook- 
ing operations because it gives move 
heat than the usual dise stove or gri!l. 
The three independent heating ele- 
ments are each controlled by trigger 
switches, and seven heat combinations 
are possible. The heat can be confined 
to the center, intermediate or outside 
portions of the burner to give the best 
results, depending on the size of the 
utensil. Two or three of these plates 
can be attached together, bolt holes and 
stove bolts being provided. The burn- 
er is 8.5 in. in diameter, and the plate 
is 11 by 11 by 4.5 in. in dimension; 
weight, 5 Ibs. Each plate is supplied 


with a 7-ft. cord and an attachment 
Retail price, $14. 


plug. 








A feature of a portable band saw 
just announced by J. D. Wallace & 
Co., 1401 West Jackson boulevard, 
Chicago, is a totally inclosed electric 
motor which is built into the machine 


and is direct connected to the lower 
wheel by a fabroid gear and_ steel 





pinion. The size of this saw is 16 in. 
and it runs at a speed of 3,150 ft. 
per min. 








The Tri Novelty Co., Wilson, Pa., 
has placed on the market the “Neidig” 
drop socket, which can be connected 
to any lighting fixture without remov- 
ing the shade. It is a double-duty 
socket, permitting the use of the lamp 
within the shade and at the same time 
the use of any appliance that can be 
attached to the lower socket. The 
socket is furnished in either brushed 
brass or white enamel finish. 























What is considered an innovation in 
the construction of electric ranges has 
been brought out by the Geo. D. Roper 
Corp., Rockford, Ill. One of the main 
features is a patented ventilated oven 
by means of which a constant circula- 
tion of fresh air is passed over the 
foods while baking. This is contrary 
to the usual form of oven, which is 
made practically air tight, and heated 
by radiation. The Roper oven has ad- 
justable electric heating elements (oven 
racks around which heaters are assem- 
bled), and makes use of heat conduc- 
tivity by setting the utensil directly 
upon the heating element (oven rack). 
All baking is done by the absorption 
of heat. The quicker the utensil and 
the food begin to absorb heat, the 
sooner the baking is done. By adjust- 
ment of the heating elements a marked 
reduction in the use of energy is ob- 
tained. The maximum demand of the 
upper oven when all three elements are 
in use is 1650 watts. The outside or 
top surface elements are made up of a 
multiple of low pressure units arranged 
in parallel. Each of the two sections 
of the cooking top, as well as the in- 
dividual units of each section, can easily 
be lifted out, no tools being necessary. 
Should any of the elements burn out, 
the remainder of the units in the sec- 
tion continue to function independently. 
The manufacturer has demonstrated 
that any one operation in baking or 
cooking can be completed in a thirty- 
minute period, and guarantees each 
stove for five years. 








A serviceable, economical and prac- 
tical electric stove that is low in price, 
yet substantial and scientifically con- 
structed, are the claims made for the 
New-Era stove recentiy placed on the 
market by the New-Era Electric Ap- 
pliance Co., 1551 Columbus road, Cleve- 
land, Ohio. 

































, 


The “Ecomomee” is a liquid resist- 
ance rheostatic switch for light and 
power circuits which has been devel- 
oped by the Economee _ Rheostatis 
Switch Co., 8551 North Fifth street, 
Philadelphia. In appearance _ the 
switch is similar to the ordinary snap 
switch. The resistance is controlled by 
a simple tinning device which on light- 
ing circuits bring the lamps to full 
candlepower after a few seconds. 
On motor switches the timing device is 
set to suit any desired starting condi- 


































The No. 6144 toggle switch manu- 
factured by the Arrow Electric Co., 
Hartford, Conn., is also being furnished 
with a luminous tip such as shown in 
the illustration. The switch has a num- 
ber of distinctive features, chief among 
which are the rigid mechanism, heavy 
compression spring and metal handie 


tions. The switch is designed to elimi- which gives uniform toggle action. The 
nate the sudden rush of current in insulation and back plate are securely 


light and power circuits, and therefore 
affords protection and longer life to 
lamps and motors. 


held to the base and yoke, making the 
switch dust and fool proof, and the 
handle is supported on a yoke so that 
an accidental blow is not reflected to 
the switch mechanism. The handle and 
locking collar are of the same finish as 
the plate and can be readily removed 
for refinishing to match the plate. 








~S "Whig. a > 


A new member of the “Red Spot” 
line of hangers for commercial light- 
ing units has recently been announced 
by the F. W. Wakefield Brass Co., 
Vermilion, Ohio. A general purpose 
hanger, which fits any of the popular 
urn-shaped glassware, is being offered 
to the trade as the cheapest good . : ‘ = 
suspension that can be made. This by the Appleton Electric Co., 1701 
hanger is made in both the ceiling and W ellington avenue, Chicago. It is de- 
suspension types and is designed to signed for use in inclosed cars and is 





The Model “F” is the latest develop- 
ment in “Auto Relites,”’ manufactured 














furnish the illuminating efficiency of | fitted with a control wheel which turns 
units when installed, as calculated by 
the manufacture of the glassware 
used. These hangers are packed in 
attractive cartons, plainly labeled, and 
shipped in units of ten. The packing 
is designed to enable jobbers to han- 
dle this product without damage or 
loss. The low price is made possible 
through quantity production and im- 
proved processes of manufacturing. 








An electric stove that is creating fav- 
orable comment among retailers is be- 
ing manufactured by the Allmur Man- 
ufacturing Co., Marion, Ind., and dis- 
tributed by the Standard Electric Sales 
Co., 105 West Monroe street, Chicago. 
It is made of heavy gauge cold rolled 
steel, finished in nickel, and has two 
frying pans which can be used either 
above or below the heating element. It 
is furnished with heater cord and sep- 
arable attachment plug. The retail 
price is $6.50. 


the light up, down and sideways. Model 
“G” is practically the same, except that 
it has clamps for attaching to open 
cars. The lamps of both these models 
can be detached and reeled ®ut, the 
radius of operation being 12 ft. 














An electric stove in which the ele- 
ment is imbedded into the plate under 
great pressure and fired at a greater 
heat than it is called upon to with- 
stand in service is being manufactured 
by the Edwin L. Wiegand Co., Pitts- 
burgh, Pa. 


Yager’s soldering fiux, salts, manu- 
factured by the Alex R. Benson Co., 
Hudson, N. Y., is now being put up in 
a new form cf container, an enameled, 
screw-top can which excludes both light 
and air, so that the salts do not deli- 
quesce but retain their granular form 
indefinitely. The container is of tin, 
which proves the non-corrosive quality 
of the product. 











Built to supply the popular demand 
is the “Liberty” hot plate, manufac- 
tured by the Liberty Gauge & Instru- 
ment Co., 6546 Carnegie avenue, Cleve- 


land. It is 7.5 in. in diameter, 4 in. 
high, nickel finished. The heating ele- 
ment rests on a thick asbestos pad and 
is 440 watts capacity. It is an attrac- 
tive hot plate, and its rugged construc- 
tion guarantees maximum wear. 
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New Electrical Products, Illustrated 














A motor-driven spraying device is one of the main features 
of the “Hydro-Lectric” dishwasher recently placed on the 
market by the Milwaukee Dishwasher Co., Milwaukee, Wis. 
Water is discharged with a constant force regardless of what 
the pressure may be in the main, and it is sprayed directly 
onto the dishes under forced pressure. The dishwasher lists 
for $97.50 complete with fittings. 
































A new type of automobile signal has been developed by the 
Nazer Electric Co., Minneapolis, Minn. Each signal is oper- 
ated by a self-contained motor, operation being by means of 
a push button. The arrow head is illuminated, showing a red 
light to the rear and a white light to the front. No current 
is used by the motor either when at rest or in signaling posi- 
tion. The signal is installed a great deal like a spotlight, all 
wiring being under the dashboard, and there is no exposed 
mechanism under the car or mechanical gears or levers to get 
out of order. 











The Electro Weld Co., 17 Monroe street, Lynn, Mass., has 
developed the “Reverso” electric flatiron, one of the prin- 
cipal features of which is an automatic thermal shut-off. 
This switch prevents the iron from reaching a temperature 
of over 800 degrees F. Other features include non-slip han- 
dle, curent consumption of only 375 watts, indicating switch 
plug, heel rest and non-chafing spring. 





A practical and inexpensive device for indicating on an 
automobile dashboard the amount of gasoline in the tank has 
been brought out by the Mid-West Glass Co., Cincinnati, un- 
der the trade name of “Gas-O-Meter.” It is built for all 
types of cars except those having the. gas tanks inside the 
cowl. The indicator consists of a copper float attached to 
a steel shaft. The float operates a shaft within the main in- 
dicator shaft which actuates an arm within the indicator 
head and causes it to touch upon electrical segments, separ- 
ate and distinct for each division of the gasoline supply. The 
meter then shows whether the tank is empty, one-fourth, one- 
half, three-fourths oP full. 


























The “Baby Grand” ironer, manufactured by the Grand 
Manufacturing Co., Detroit, and distributed by the Electric 
Servant Co., of the same city, weighs but 65 lb. and occupies 
a space only 3 ft. long by 15 in. wide. It is portable and, 
may be placed on the kitchen table: or in any convenient 
place, and, when the ironing is done, stored in a clothes 
closet or in the corner of a room. Driven by a G-E motor 
direct-connected to the gears, there are no belts to slip. 











A complete line of luminous radium products is being 
marketed by The Luminite Corporation, Newark, N. J. A 
luminite pendant for electric light pull chain and a switch 
locator are shown above. These are two of the many appli- 
cations of luminite which are finding wide favor with the 
trade. 
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The Magee ElectriCoal has practical merit—and 


every one you sell, sells another. 


Every- 


thing in your favor 





Electricity 





For Summer 


The Range for Double Service—Electricity and Coal 


A masterpiece combining the mechanical and the artistic 


FQEALIZING the porular demand for electrical 
cooking we have combined in compact form a 
complete electric and coal range, practically the 
only one of its kind in the United States. 


Sig Magee ElectriCoal, 46” in length and 58” 
in height to center of the electric oven, is 
dual in its makeup, one-half being devoted to elec- 
tricity and the other to coal, which offers the con- 
venience of using both fuels at one time, or inde- 
pendently, as the case may require. 


HE electrical equipment (“Edison”) includes 

an electric oven, a broiler and three cover units, 
with an attachment for connecting washing or iron- 
ing machine, flatiron or other similar devices. 


‘pee electric oven, insulated on all sides, is a per- 
fect Fireless Cooker, baking being accomplished 
after the electricity is turned off, resulting in 
maximum economy. 


Ts coal range is complete in every detail, from 
the very reliable baking oven to the efficient 
brass coil for heating water. 


Tas Magee ElectriCoal is made in beautiful gray 
Por-cel-a (fused enamel—washable) or in 
original black, both nickel-trimmed, with polished 
top surface and white enamel splasher. 


igs ESE ranges are so carefully packed and crated, 
with instructions so complete, that they can be 
shipped and installed anywhere. 


Send for booklet and information. 


MAGEE FURNACE COMPANY 


(Dept. P.) 


Boston, Massachusetts 
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uicker Sales 
and Satisfied Dealers 


Make Them 
with the 





with 
Adjustable Nozzle 
& Detachable Base 





Used in the hand or on 
base as shown, leaving 
both hands of user free. 


Nozzle tilts at any 
angle directing air as de- 
sired — permits SUNNY 
to fold up compactly for 
travelers. 


Double Utility—Double 
Value—Double Selling 
Appeal. AND the price 
appeals. 


If your firm has not 
written for our proposi- 
tion better ask Mr. Sales 
Manager to do so. It’s a 
winner for you. 


JOHN JORGENSEN CO., Inc. 
120 Liberty Street, New York 

















A Hanpy Cartatoa covering their 
extensive line of standard electric 
wiring devices and accessories has 
just been issued by Pass & Seymour, 
Inc., Solvay, N. Y. The listings of 
“Fluto,”’ “Flutolier” and_ porcelain 
interchangeable socket parts are made 
in exceptionally convenient form, so 
that salesmen and dealers will have 
no difficulty in making up different 
combinations of these parts. Recep- 
tacles, rosettes and other devices are 
also well listed, schedule, standard 
package quantity, carton. quantity, 
standard package weight and list 
price being given for each item. The 
list prices have been brought right up 
to date, so that there are practically 
no changes. The catalog is pocket 
size, which will undoubtedly make it 
welcome to the trade. The company 
has adopted the policy of distributing 
these catalogs through their jobbers, 
and stocks of them are now in their 
hands. All direct inquiries will be 
turned over to the jobbers, and copies 
will not be mailed out indiscriminately, 




















This is not September Morn, but an 
April day, and A. I. Appleton, president 
and treasurer of the Appleton Electric 
Co., Chicago, is radiating his enjoyment of 
the surf at Miami. Yes, of course, he was 
over to Cuba, but he didn’t take any 
chances with the hydroplanes, the old- 
fashioned steamboat being plenty good 
enough. While in Havana he spent, among 
other things, a few days calling on the 
Thrall Electric Co., his company’s Cuban 
representative. 











“NORTHWIND” 
THE POPULAR-PRICED 
OSCILLATING FAN 





The Northwind Os- 
cillator is a fast- 
selling item with 
any dealer. 


Its ten-inch blades 
at full speed move 
as much breeze as the 
average 12-inch fan. 


The three-speed 
Switch gives excel- 
lent regulation and 
the fan is very 
quiet on slow speed. 


The Oscillating 
device is adjustable 
and has proved its 
reliability through 
five seasons. 


The finish is at- 
tractive-—dull black 
and brass. 


This fan stands up 
in service in a way 
which is surprising 
to many who have had 
experience with other 
"Universal" Fans. 


The price is right 
——$18.50 list. 


This fan now packed 
one to a box. 


The Emerson Electric 
Mfg. Co. 
St. Louis New York 
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Sales 
Profits 
Prestige 


HESE are the three outstanding con- 

siderations which are fully met by the 
Empire Line of electric appliances. Good 
design and splendid appearance coupled with 
moderate pricing make every item an easy 
seller. Their serviceability insures satisfac- 
tion to your dealers’ customers. 


Take, for example, the Empire Aristocrat 
toaster here shown. It is gracefully designed, 
strongly made and splendidly efficient; a 
handy, willing worker, finished in polished steel 
with ebonized handles. It is characteristic of 
the Empire Line and a remarkable retail value 
at 6 dollars. 


Our jobber discounts insure a 
handsome profit. Write for full 
particulars. 


Empire Transformer Co. 
2000 Southport Ave., CHICAGO 
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Toaster 


polished steel, list, 


$6.0 


Percolator 
Pure aluminum, 
highly polished, 8- 
cup capacity, list, 


$8.75 


6-cup capacity, list 
$8.25 
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A“Ringer”’ 


for Profits! 


You fellows on the firing 
line know that “‘door-bell” 
business is not to be 
“sneezed at’’ these days. 











“SIGNAL” 
Porcelain 
Housed 
Transformer 


The Sure, 
Certain Signal 


Show 


*em— 


and sell 


‘em 


the Three 
Profits in 


“SIGNAL.” 


1—on 
ment. 


the equip- 


2—on the installa- 


tion. 


3—on the 


addi- 


tional business 
secured 
through the in- 
troduction. 


Tell your electrical contrac- 
tors and dealer customers 


about 


SIGNAL 





“SIGNAL” Iron 
Box Bells 


The “SIGNAL Line” 


Includes besides Bell Ring- 
ing Transformers, SIGNAL 
Bells, Buzzers, Medical Bat- 


teries, Telegraph and Wire- . 


less Instruments. 








Write for SIGNAL literature 


SIGNAL ELECTRIC 
MFG. CO. 


| MENOMINEE, MICHIGAN 





the idea being that the jobber and 


: their salesmen will see to it that the 


catalogs will be placed with those that 
can use them to best advantage. 


renewable fuses are 
discussed and illustrated in folder 
4472, entitled “Shurvent Protection,” 
which has just been published by the 
Westinghouse Electric & Manufactur- 
ing Company, East Pittsburgh, Pa. 
The folder explains the application 
and design of fuses for the protection 
of low-voltage circuits up to 600 
volts for both alternating and direct 
Every part of the “Shur- 
vent” fuse is described in this folder, 
and pen-and-ink sketches are used to 
‘show how the renewal of both the fer- 
rule and knife-blade types is accom- 
Various other subjects are 


“SHURVENT”’ 


current. 


plished. 
covered, such as the conditions which 
must be met to obtain the Underwrit- 
ers’ approval, style numbers, weights, 
prices and other tabulated data. 


THE SAFETY FEATURES of Benjamin- 
Starrett residence panels are empha- 
sized in a broadside which the Ben- 
jamin Electric Mfg. Co., Chicago, is 
sending out to the trade. 


A suGGeEsTIon for the feature of a 
window display that jobbers’ salesmen 
can pass on to their dealers comes 
from an interesting experiment made 
by the Liberty Gauge & Instrument 
Co., Cleveland, recently. A “Lib- 
erty” hotplate, chosen at random from 
stock, was immersed in water and the 
current switched on. In a few min- 
utes the water began to boil, and sev- 
eral hours later the hotplate was taken 
out none the worse for its ducking, 
neither the element nor the asbestos 





Hotplate Being Tested Under Water 








disk supporting the element being in- 
jured. The test was made to prove 
that the hotplate would not be dam- 
aged if something should boil over 
while it was in service. 


.FrepericK WeELLEs PrINcE, who 
recently resigned his position as ad- 
vertising manager of the Westing- 





F. W. Prince 


house Lamp Co., has accepted a posi- 
tion on the publicity staff of the West- 
ern Electric Co., 195 Broadway, New 
York. 


College, followed by a special electri- 


After graduating from Trinity 


cal engineering course, Mr. Prince en- 
tered the employ of the Hartford 
Electric Light Co., in its testing de- 
partment, and two years later he be- 
came superintendent of construction. 
With the expansion of the company 
Mr. Prince was appointed manager of 
the lighting department in 1907, and 
as such had charge of all commercial 
relations with the public. In 1917 he 
resigned to accept the post of commer- 
cial engineer of the Franklin Electric 
Manufacturing Co., and after this 
company was purchased by the West- 
inghouse Lamp Co., Mr. Prince went 
to New York in the commercial engi- 
neering department of the latter com- 
In the fall of 1919 he was ap- 

advertising manager. Mr. 


pany. 
pointed 
Prince is a member of the Illuminat- 
ing Engineering Society and the Na- 
tional Electric Light Association and 
other trade and social organizations. 


CuarLes Franck, manager of the 
Holophane Glass Co., New York City, 
left recently for a three months’ trip 
in Europe. He will tour Germany, 
Switzerland and France, spending 
most of the time visiting friends and 
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The Only 365-Day 
TIME SWITCH 


What the self-starter did for the automobile- 
the Barnes Self-Winding Time-Switch will do 
for everyone who uses a time switch. 


Here are some of the Barnes selling arguments: 


Electrically self-winding 

An accurate Thompson clock 

Reliable H & H snap switch 

Operates on heavy duty transformer or dry cells 

Installed in waterproof cast iron box 

Clock and trip can be in different places 

Long wipe contacts 

Ample reserve power 

Never needs attention nor misses an operation 

Saves hiring attendant 

Saves electricity 

Makes satisfied customers because it gives 100% 
satisfaction. 


This switch shows a satisfactory profit to the jobber 
and the dealer. 


Sell the dealers the BARNES for 


Stores Railroads 
Outdoor illuminated signs 3anks 
Apartment houses Storage batteries 
}.O. MORRIS CO. 
1270 Broadway New York City 


BARNE §S 
Self-Windin 
TIME SWITCH 
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listen men! 


you can sell Little Bill 
Transformers to your partic- 
ular customers because Little 
Bill was made for particular 
people and is the QUAL- 
ITY Transformer. 
Capacity—over 23 watts. 


6-9-15 volts. 
List price $2.00. 





Write for discounts. 


SPERRY & BITTNER 


422 First Ave. Pittsburgh, Pa. 
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Tests 


Show the Facts 


| i | 
Jobbers and their 
Salesmen can use 
our test reports 
to good advantage. 
fe 





Electrical Testing 
Laboratories 
80th St. and East End Ave. 
New York City 
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Mr. 
Franck was manager of the Holo- 


former business associates. 


phane company in Brussels for sev-: 


eral years, and left Belgium to be- 
come manager of the American com- 
pany. 


ANNOUNCEMENT has just been 
made by Harvey Hubbell, Inc., 
Bridgeport, Conn., of the election of 
Harry, W. Bliven as: vice-president of 
the company.;. For more than 20 years 
he has. been, general sales manager, 
and as vice-president will continue in 





H. W. Bliven 


charge of sales. Although extremely 
reticent about himself, it is known 
that Mr. Bliven, like the organization 
with which he has had such a long 
and successful affiliation, is thorough- 
ly a product of Connecticut. He was 
born at Winham, in the eastern part 
of the state, in 1871, and graduated 
from Willimentic high school. His 
early experience in the electrical field 
comprises eight years as salesman 
with the Western Electric Co., termi- 
nating in 1904, when he left to join 
the Hubbell organization. 


In Orver to enable the electrical 
manufacturer to put out illuminated 
devices, without in any way engaging 
in the luminous material technique, 
the United States Radium Corp., 58 
Pine street, New York City, has de- 
veloped standardized luminous units 
which can be molded into composition 
or mechanically inserted directly into 
metal. This idea lends itself to adapt- 
ation in many ways. The same disc 
which goes in the push switches can 











Hydro-Proof 


Insulating 
Tape 


offers opportunities for 
increased sales. 





Weather-proof tape with 
high voltage resistance 
is needed for outside in- 
sulating in every territory. 


Jobbers can profit by sat- 
isfying this need with 





Hydro-Proof 


Insulating 
Tape 


Elkhart Rubber Works 
Elkhart zs Indiana 














“Central Black” 
“Central White” 


Rigid. Steel 
CONDUIT 


Large stocks of Conduit, Elbows 
and Fittings for quick deliveries. 


“‘Central’”’ 
Conduit 


may be bent 

and_ kinked 

like this with- 

out flatten- 
ing, buckling, cracking or flaking. 
The ductility and finish are exclu- 
sively ‘‘Central.”” ‘‘Central Black”’ 
is enameled; ‘‘Central White’ is 
galvanized. 


Central Tube Co. 


PITTSBURGH, PA. 
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CoPPER WIRE 


Bare and Insulated 
for every kind of 
electrical work. 


COPPER RODS 
TROLLEY WIRES 


ROME WIRE COMPANY 
Main Plant and Executive Office, ROME, N.Y. 
“‘Diamond”’ Branch BUFFALO, N. Y. 
DISTRICT SALES OFFICES 
NEW YORK DETROIT, MICH. 
50 Church Street 25 Parsons St. 
CHICAGO, ILL. LOS ANGELES, CAL. 
14 E. Jackson Blvd. 833 San Fernando Bid 








CEDAR POLES 


Northern 
White Cedar 


Western 
Red Cedar 


Plain or 
Butt Treated 


T. M. Partridge 
Lumber Company 











POLES 


NATIONAL POLE CO. 
Escanaba, Mich. 


220 Breadway, 
New York 


2844 Summit St., 
Toledo, O. 


Rialto Bldg., 
San Francisco, Calif. 




















NORTHERN WHITE 
WESTERN RED 
GUARANTEED GRADES 
24Hour Service 








BUTT TREATING 
ANY SPECIFICATION 

Let Us Show YouHow {| 

Jo CashInOn BELL Poles 


J SEND FOR BOOKLET CONTAINING- 
VALUABLE 











be molded into a snap switch, or it 
can be inserted into the cross bar or 
knob of a knife switch, or set into the 
door of a safety knife switch. The 
size can be varied, and it is possible to 
use celluloid, mica, or a plain or 
faceted glass lens for the front, and 
the units can be nickel plated, plain 
finished, or can be specially finished to 
match other work. In inserting them 
in metal they can be given a driven fit, 
or they can be given a loose fit and 
tightened up with a bumping oper- 
ation. 

Luminous ,material as applied to 
electrical devices has two distinct 
fields of usefulness—one is conve- 
nience, and the other is safety, not 
only when used with safety devices, 
but safety because it eliminates grop- 
ing around in dark rooms. 


Kiaxon Co., Newark, N. J., has de- 
veloped a new single-stroke, Klaxon 
bell, which will give a true ringing 
sound, clear full-toned, pleasant yet 
penetrating. This new piece of equip- 
ment has been: designed for factory 
signal use where the ordinary bell or 
gong is scarcely audible above the 
crashing din of the ordinary manufac- 
turing plant or mill. This bell has no 
gears, levers nor other complicated 
mechanism, but is of simple design and 
rugged construction, the maker says. 
There is but a single moving part— 
the plunger—which is.made of con- 
densite, brass tipped and specially 
treated to prevent corrosion. 


Tue PuiaperpHia OFFice of 
the Trumbull-Vanderpoel Electric 
Manufacturing Co., Bantam, Conn., 
manufacturer of knife switches, panel- 
boards, cabinets and other specialties, 
has been placed in charge of L. B. 
Underwood, who has been represent- 
ing the company in New York state, 
outside the metropolitan district, and 
in Connecticut. His new territory 
will include southern New Jersey, 
eastern Pennsylvania, Delaware, 
Maryland and District of Columbia, 
and he will be assisted by V. O. Lund- 
gren, who has been connected with 
the company’s Philadelphia office for 
a number of years. 


As ANNOUNCED in the April issue of 
Tue Jopper’s Satesman, R. P. Til- 
lotson has moved to Los Angeles and 
opened up an office for the Appleton 
Electric Co., for which he will be sole 
representative in the state of Califor- 
nia. His office is at 229 South San 
Pedro street, Los Angeles, Calif. 
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YAGER’S 


Soldering Flux 


Standard for 
nearly half a 
century. Keeps 
diy and granular 
in new style con- 
tainer. Non-cor- 
rosive. See that 
your dealer has 
sufficient stock. 


ALEX. R. 
BENSON 
COMPANY 
HUDSON, N. Y- 


























PHILLIPS WIRE COMPANY 


PAWTUCKET, R. I. 








RADIO 
TELEPHONE COMPANY 


Jobbers and Engineers 


The Latest in Radio 


ELECTRA VOICE 


nnn 
uJ 


160 N. Wells Street 
CHICAGO, ILL. 











PROTECTIVE 
SOLDERING 
PASTE 


SPECIAL CHEMICALS CO. 





397 Central, Avenue, Highland Park, Ill. 
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Here are a few of the 
many places where numerous 
ironing operations cannot be 
done quickly or successfully 
without the Electric 
TOMMY IRON. 


Millinery Stores 

Department Stores 

Men’s Hat Stores 

Dress Makers 

For sheer material of all 
kinds 

Children’s and Infants’ Gar- 
ments 

For Feathers, Plumes and 
Flowers 

For Schools and Colleges 

Home Economics Depart- 
ments 

For every kind of Home use 

Ready-to-wear Stores 

Women’s Specialty Stores 

Hosiery, Gloves, etc. 

Rebuilding and Renovating 
Men’s and Women’s Hats 

For Ribbons, Laces, Velvet 
and Duvetyne 

Theatrical and Traveling use 

For Laundries, Cleaners and 
Dyers 

Men’s and Women’s Tailor- 
ing Establishments 

Millinery Schools 

Leather Novelties and Felt 
Goods 


There is no other Iron 
looks like it, made like it, or 
works like the TOMMY 
IRON. 











Does Every Ironing Opera- 
tion With Ease, Simplicity 
and Low Cost 


The classes of business firms listed on the 
left are live prospects for the sale of Tommy 
Irons, and all can be reached through the 
electrical dealer. The newness, uniqueness, 
utility and versatility of the Tommy Iron 
is proving a big salemaker. It will perform 
hundreds of pressing and ironing operations 
never before possible. Get behind the 
Tommy Iron; talk it; sell it, and capitalize 
on its popularity. Try one in your own 
home and be convinced. 


The Tommy Iron is non-competitive—it 
is in a class by itself. This means easy 
sales, steady profits and good profits to both 
jobber and dealer. Priced at $9.25 with a 
liberal discount to jobber and dealer and 
backed by an inflexible jobber’s policy, the 
Tommy Iron should be the biggest seller 
in your appliance department today. 


Live, responsible jobbers write for our 
attractive arrangement. 


“SELL ’EM SOMETHING MORE” 
— and make it Tommy Irons 


Tommy Iron 
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“Ressing ribbon bows 


wit out removin 
Material from hats 





“Pressing maline or 


‘ 


hair braid crown 





“Press ing creases or 


; wrinkles ‘out of buckram 
Manufacturing willow and Jn net 
Company frames 






1416-1418 Pine Street 
St. Louis, Mo. 
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: Ss 
Shap q any matenial 
on bias for bell crowns 
on brims. 























Complete Line 


There is tremendous advan- 
tage in selling momentum 
when you can _ concentrate 
your effort on the strong, 
leading, nationally known, 
widely advertised line with 
the widest line-up of models 
and a retail price range on 


washers from $55.25 to $150 


—ironers up to $145. 


The A BC Line gives you the 
broad appeal, to dealers of 
every type and class—with 
the one line advantages of in- 
creased discounts, simplified 
shipping, ordering and serv- 
ice. ‘Thess are arguments 
that carry weight today with 
every dealer. 


Get behind this leading, com- 
plete line and the leading com- 
pany will back you up. 


ALTORFER BROS. CO. 
PEORIA, ILLINOIS 


Pioneer and Leading Makers of Washers and 
Troners 

New York San Francisco Brantford, Canada 

All prices quoted are retail, east of Rockies 

All A B C Products are carefully safeguarded 

by U. S. Patents 








A B C “Alco’’ (dolly-type {1 BC Super-Electric 
Washers. Single and double ers, full cabinet models, are 
tub. Power and electric the finest on the 
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At Your Convention 
DoNotFailtoSeethe 


|ABC 





OSCILLATOR 


ple or zine cylinders 


5 to $106.25 $135, $150 










A wonderful “leader” at a price that attracts 
Full-size, six-sheet copper tub—same heavy gauge 
as in $150 Super-Electric. Same gear assemblies 
and vital moving parts as successfully used for 
years in other A B C’s. Free from experiment! 


Quiet, springless mechanism. All moving parts 
safely, yet accessibly enclosed in handsome gal 
vanized iron cabinet. Heavy angle-iron frame— 


absolutely rigid. Swinging electric wringer. Fin 
ished all over in gray. Highest quality through- 
out—a true A B C! 


No. 80-E, copper tub $ 99 
West of Nebraska 105 
In Canada 135 





A B C Electric 
Equipped with motor 
be operated by A B ¢ 
ers 


$124.50. $139.50 $113, $145 


C Super-Electric Was 
semi-cabinet models 








Iro 
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ners 
or to 
was! 
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7 | “HE rural home with electric service is a much better prospect 
for fan sales than the average wired home in the city. The 
home owner who expends from $300.00 to $1000.00 to get 
electric service, naturally will not hesitate to spend the few extra 
dollars nq@™ssary, to provide fan comfort with that service. 
Dealers, } ate to the farm demand for low voltage fans and > 


other ap cesffind it well worth while. 


Our new; bboklet on fans for farms and country homes, will 
ret y 
produce for every dealer who circularizes farmers who have elec- 


tric service. 


Jobbers’ salesmen should see that their R & M Fan customers 


are supplied. 


THE ROBBINS & MYERS COMPANY 


SPRINGFIELD, OHIO — BRANTFORD, ONTARIO 


= & Myers — | 
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